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Sparks 


Now for some coal! 
7 om . 


W remains in effect 
until Congress or the President 
acts to abolish the controls. 

+ oe 


American Petroleum Institute 
says that leum companies in 
1947 and 1948 will spend more than 
four billion dollars for capital in- 
vestments. ey Pager 


President Truman last week 
signed a bill extending the life of 
RFC for one year. RFC’s borrow- 
ing capacity is now limited to $2,- 
000,000,000, insofar as new business 
is concerned. 

e e e 

Acting contrary to the trend in 
other states, Michigan’s Gov. Sigler 
last week vetoed a bill providing 
for al tt boost in the state’s gas 
tax. measure would have 
yielded about $12,000,000 a year for 
local highway projects. 


Word to the Wise 


In urging dealers to check steer- 
ing pins and brakes before placing 
any car in the hands of the pub- 
lic, Floyd Randolph, president of 
the Nebraska Automobile Dealers 
Assn., said: 

“If the car won’t run, no one is 
hurt. But if it won’t stop, that’s 
bad.” 


Sales Up 17 Percent 


May sales of retail stores are 
estimated at $9,275,000,000, about 
17 percent above May of last year, 
the Department of Commerce has 
reported. Among the durable goods 
stores, sales of the automotive 
group, including motor vehicle 
dealers and parts and accessory 
stores, were about 40 percent above 
the previous year but were down 
about 8 percent from April. 
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Wages Highest Ever 
Wages paid by manufacturing 
ae averaged $48.86 a week dur- 
ing May for an alltime high, ac- 
cording to the Bureau of Labor 
Statistics. The May was 
more than $6 above the wartime 
peak and $1.36 above April, 1947. 
In terms of “real” earnings, the 
bureau said, the 15 percent boost 
in average weekly wages since May, 
1946, has been offset by an increase 
of more than 18 percent in con- 
sumers’ prices during the same 
period. 


Top Cars 


New car registrations for three 
months, plu. 46 states for April 
and 29 for May: 

1947 
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The Past---2 Years of Production Troubles 


Solid line postwar; broken line prewar. 


Week’s Outp 


ut a 36%} 


Future Is Cloudy 


My Heente Themes 


With a, holiday sendtinaptlng aaeteen of plants still in 
operation, U. S. car and truck output last week slumped 36 


percent to 45,712 cars and 17,431 trucks—a total of 63,143 
units, according to AUTOMOTIVE News estimates. All 
sler divisions, Nash and Crosley were shut during the 


Substantial Profit 
Revealed by K-F 
For 2nd Quarter 


WILLOW RUN, Mich. — Kaiser- 
Frazer will announce this week a 
“substantial profit” on it# opera- 
tions during the second quarter of 
1947, it was learned by AuTomortivs 
News last week. 

Kaiser-Frazer built. 12,039 units 
during June, the highest monthly 
outturn in the firm’s short history. 
With 14,000 units scheduled for as- 
sembly in July, K-F production offi- 
cials said that an average of 15,000 
vehicles will be built in each month 
through the balance of the year. 

Through last week, 27,875 Kaisers 
and 23,261 Frazers had been turned 
out in Willow Run for a total of 
51,136 this year. 

* + 


+ 

Reports from the field indicate 
that Kaiser-Frazer officials are 
telling their dealers that the next 
significant change in the factory’s 
production program will be three 
new body types. 

These are reported to be two- 
doors, club coupes and convertibles. 
At present, Kaisers and Frazers are 
available only in four-door mod- 
els. 

The 1948 program, including 
added body styles, merchandising, 
pricing and mechanical education, 

See PROFIT, Page 42, Col. 5 


New Chevrolet Truck 


Prices cos Up $26-$162 
'—Prices on Chevro- 


9 


ue to steel shortages and in- 
ventories. 

Last week’s abbreviated 
effort marked a drop of more than 
35,000 vehicles from the 75,010 cars 
and 23,250 trucks (98,265. total) 
which this nation’s plants were able 
to build the previous week when 
all makers contributed to the total. 

Ho 


sent the total of cars and trucks 
built in both countries during 
1947 well over the 2,500,000 mark, 
or more than half the industry’s 
goal 

The approximate total of 2,532,712 
vehicles turned out in both coun- 
tries thus far this year includes 
1,762,469 cars: and 640,198 trucks 
built. in U. 8. plants and 130,045 
units which were accounted for 
in the Dominion. 

Final tabulations of June pro- 
duction show that U. S. plants 
were able to build only 308,280 cars 
and 92,890 trucks during the month 
—or a total of 401,170 units. Can- 
ada’s combined car and truck out- 
put in June amounted to 22,117 ve- 
hicles. 

Although they have passed the 
halfway mark toward the goal of 
five million vehicles this year, ve- 
hicle makers last week found that 
a look into the future gave them 
little time for consolation over past 
efforts. 

Last week’s production lineup 
showed Chrysler Corp. plants, 
Nash and Crosley closed all or 
most of the week because of es- 
sential material shortages, prin- 
cipally sheet steel. All Chrysler 
plants with the exception of 

th are scheduled to re- 
(July 7). 


Last Prev. 1946 
Week Week Week 

For complete production totals 
by makes, see table, page 42. 


Safety Drives Cut 
Fatalities 11% 
In Five Months 


CHICAGO. —* Safety drives are 
continuing to pay off throughout 
the nation, it was reported here 
last week when the National 
Safety Council announced that the 
national motor vehicle death toll 
of 11,900 fatalities for the first five 
months of 1947 was 11 percent un- 
der the same period last year. 

Detroit led all cities of its pop- 
ulation group in traffic safety for 
the period, coming up from third 
place last year. The fatality rate 
for the Motor Capital was placed 
at 3.6 deaths for each 10,000 reg- 
istered vehicles, as compared to 
last year’s average of 4.8 fatalities 

(Bee SAFETY, Page 43, Col. 1) 
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Produetivity Hike 
Viewed as Goal 


La AT Of Ford Pensions 
Spee 


Retirement Pay Covers 
Over 100,000 Workers; 
Spread of Plan Likely 


Mac 
Staff Writer 


An enduring basis for in- 


pourra employes of Ford 
to 
Another evident aim of the re- 


iiirsa 
nek: 


i 


annually 
“Possibility of a sp 
pension idea to other 


gE 


ers, retroactive to May 381. Ap- 
proximately 10,000 maintenance 
men, core makers and jobbing 
molders will receive an additional 
5-cent hourly raise. 


tor, said the new average hourly 
rate at Ford will be $1.46 an hour, 
compared to $1.43% at Chrysler 
Corp. and $1.42% at General Mo- 


benefits nor the holiday pay re- 
— awarded by GM and Chrys- . 
er 

The auto industry as a whole, 
meanwhile, kept close watch on 
the developments in the soft-coal 
negotiations. The mines were idle 
last week as the 400,000 bituminous 
miners took the vacation provided 
for in the old Krug-Lewis agree- 
ment. 

On Thursday, it eoncemnt that 
coal production would re- 
sumed this week in tee with 
at least one-third of the nation’s 


(Continued on Page 42, Col. 1) 


Five-Year War Scrappage 


Only Third of 

DETROIT.—An average of only 
920,000 motor vehicles a year were 
scrapped during the period 1942 
through 1946, according to the 
1946-47 Autombile Facts and Fig- 
ures yearbook issued last week by 
the Automobile Manufacturers 


statistician. 

AMA also reported that one-sixth 
of all business concerns in the U. 8. 
are automotive, built on prope 
sales, service and use of 
vehicles. 

The average vehicle in use last 


Prewar 


year was nine years old, compared 
with an average age of 5% years 


This year, barring a peceeees 
strike in basic industries such 
coal, the industry expects — ome 
out about 4,700,000 vehicles, in- 
cluding a new record of 1,100,000 
trucks. The peak production year 
of 1929 saw 5,360,000 vehicles made: 

Total number of vehicles in 

(See SCRAPPAGE, mage 44, Oot; 42 ag 
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TAA Drives for Unity 
Of New, U.C. Dealers 


KNOXVILLE, Tenn. — Asserting 
that a strong state association 
must consist of both new and used- 
car dealers, the Tennessee Auto- 
motive Assn. is making a concerted 
drive to enlist used-car dealers as 
. members. 

To secure closer cooperation 
between new and used-car deal- 


ers of the state, Charlie Hillard, 
of Fort Worth, Tex., president 
of the National Used Car Deal- 


vention. 
“Service rendered by the associa- 
tion to used car members,” TAA 


Rails to Seek 
Freight Rate 
Boosts of 25% 


WASHINGTON. — Freight rate 
increases ranging up to 25 percent, 
adding further to motor vehicle 
costs, will be asked by the na- 
tion’s railroads this week in a pe- 
tition to the Interstate Commerce 
Commission. 

Railmen, declaring that the 17.6 
percent rate boost of last Jan. 1 
has proved insufficient, also point 
out that the latest request does 
not take into consideration “any 
possible future increase in wage 
rates, fuel costs or other expenses.” 

Carriers in the eastern territory 
will ask increases up to 25 per- 
cent, while those in the West and 
South will seek up to 15 percent. 

Railmen cite the losses or meager 
profits of carriers during the first 
five months of this year. 

It is expected that several 
months of hearings will elapse be- 
fore the ICC hands down a ruling. 
It is likely that various industries 
affected, such as automotive, will 
enter protests. 


St. Louis Blues 
U. C. Woman Dealer Loses 
°46 in Slick Theft 
ST. LOUIS.—Mrs. Bobby Long, 
operator of Motor Sales Co., 3601 
. §. Kingshighway Bivd., thought it 
was safe enough to let a stranger 
take .a 1946 Ford for a tryout be- 
cause he left behind the 1946 
Chevrolet he had driven to her 
place. 





When the prospective “customer” 
failed to return with the Ford, po- 
lice discovered that the Chevrolet 
belonged to K. C. Auto Sales Co., 
2400 Big Bend Rd., St. Louis county. 

A man answering the same de- 
scription had persuaded an officer 
of the K. C. company to take the 
Chevrolet ostensibly to a speedom- 
eter repair shop for checking. Po- 
lice have not caught up with the 
swindler. 


¢ Porter Plans Body Shop 

Porter Motor Co., Mitchell (S. 
D.) Chrysler dealership, plans to 
erect a 40-by-60-foot body and 
paint shop. 


says, “is just as vital and impor- 
tant as it is to new car members. 
The problems of both are prac- 
tically the same.” 

TAA reports that its campaign 
is spearheaded by the Knoxville 
Used Car Dealers Assn., under 
the direction of Maj. L. F. Busch- 
baum, president. 


Omaha 


In Nebraska, too, there is an ef- 
fort under way to bring new and 
used car dealers together. Both 
guest speakers at the spring party 
of the Nebraska Used Car Deal- 
ers Assn. were new-car dealers— 
Floyd Randolph, president of the 
state new car dealers association, 
and C. J. Campbell, chairman of 
the State Motor Vehicle Advisory 
board. 


* * * 
Niagara Falls, N. Y. 

On the other hand, used-car deal- 
ers in Niagara Falls protested the 
announced plan of new-car dealers 
to require an agreement from pur- 
chasers of new automobiles not to 
resell to any one other than the 
original dealer for six months. 

The used-car dealers also ob- 
jected to the term “mushroom” 
dealers and “racketeers” as ap- 
plied to some used-car dealers in 
the announcement by the Niagara 
Falls Motor Trades Assn. 

They asserted that in some cases 
a used-car dealer can sell a new 
car at a lower price than the fran- 
chised dealer because “we give a 
higher tradein allowance” on the 
purchaser's old car. 

* 


Detroit 


The publicity furor stirred by the 
Michigan attorney general over 
new-car resales appears to be fad- 
ing out. Funds for grand jury in- 
vestigations in Detroit and Flint 
have been cut from $25,000 to less 
than $10,000. Hearings of 10 used- 
car dealers accused of selling new 
cars while licensed to sell only 
used cars have been postponed for 
30 days at the request of Record- 
er’s Judge W. McKay Skillman, 
grand juror. 

* * * 
Jackson, Miss 

Miles Used Cars, who unwitting- 
ly bought 21 stolen cars, is re- 
ported to be bankrupt after mak- 
ing refunds to purchasers to whom 
he sold the vehicles. The Federal 
Bureau of Investigation reported 
the used-car dealer was duped into 
buying the vehicles for $40,000 by 
bogus ownership papers. It was 
said that the cars.came from Geor- 
gia, Texas and Alabama. 


Gas Crisis Exaggerated, 
Oil Leaders Declare 


MINNEAPOLIS. —Oi1 industry 
leaders meeting here last week 


were agreed in the belief that the! done 


needs of oil and gasoline consum- 
ers will be met despite the recent 
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; Standard Oil of New Jersey, said 
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THREE RETIRING executives, whose combined service with Studebaker totaled 1 
above 


20 

company officers. Left to right: H. 8. 

. and James G. a 
Ga 


Studebaker Names 4 Offic 
Peterson Succeeds Vail 


SOUTH BEND.—Ekection of four 
new officers of Studebaker Corp. 
to fill vacancies resulting from the 
operation of a retirement program 
was announced jointly last week 
by Paul G. Hoffman, president, 
and H. S. Vance, board chairman. 

All of the new executives were 
picked from ranks of the company 
and are comparatively young men, 
Hoffman and Vance said. 

are P. O. 


The new executives 
Peterson, 51, vice-president in 





charge of manufacturing; E. E. 
Richards, 42, treasurer; Paul M. 
Clark, 42, secretary, and A. J. 
Porta, 43, comptroller. 

Retiring are Ralph A. Vail, vice- 
president in charge of manufac- 
turing who first became associated 
with the automobile industry in 
1904; A. G. Rumpf, secretary- 
treasurer and with Studebaker for 
47 years; H. E. Dalton, comptroller, 
who joined Studebaker in 1910, and 
J. F. Cotter, general attorney and 














Thompson, Harrig 
Picked for Key 
Chevrolet Posts 


DETROIT.—I. W. Thompson has 
been named general parts and ac- 
cessories manager for Chevrolet 
and E. L. Harrig, general service 










P. 0. Peterson 


with the company since 1911. Cot- 
ter will continue as a director. 

Peterson has held various posi- 
tions in the manufacturing divi- 
sion in his 28 years with the com- 
pany. Most recently director of 
purchases, he broke into the auto- 
mobile industry as a factory hand 
with Buick. 

Richards came to the company 
in 1941 as assistant to Hoffman. 





manager. 

T. H. Keating, general sales man- 
ager, announced the appointments 
last week. Both Thompson and 
Harrig are veterans in the Chev- 







rolet for 30 years and Harrig a 
key figure in service operations 
for 18. 

Harrig succeeds Ed Hedner, who 
has become co-owner and editor of 
the Chevrolet Dealer News, a pub- 
lication for dealers. He will be 
vice-president of Chevrolet Dealer 
News, Inc., with publication head- 
quarters in Chicago. 

Thompson had been servicing 
under Tom F. Brown, who, as as- 
sistant general sales manager, de- 
voted a major portion of his time 
to the parts and accessories oper- 
ation. Brown has resigned to be- 
come a Chevrolet dealer. 

Thompson began his career with 
Chevrolet as zone assistant parts 
and accessories manager at Balti- 
more. Harrig has been assistant 
national manager of the service 
a mechanical department since 

















A. J. Porta 


Paul M. Olark 






Previously he held various posi- 
tions with a New York banking 
firm. ° 






Clark’s first contact with Stude- 
baker was in 1940 when he was as- 
signed by Cravath, Swaine and 
Moore, New York legal firm, to 
handle war contracts. He was 
made assistant to Vance in August, 
1944. 

Porta, who had been an assis- 
tant comptroller, started with Stu- 
debaker in 1925. He began as a 
billing clerk and progressed 






scare. All agreed that the job will 
be a tough one, but that it will be 







The oil men spoke at the session 

of the marketing division of the 

American Petroleum Institute. 
“There is no reason for com- 








the accounting department. For 
two years he was comptroller of 
Studebaker Pacific Corp. 


‘‘Dealers Tell Me,’’ by John O. Munn, is 
an open forum for the expression of deal- 
ers’ opinions. 






sold extravagant 
Eugene Holman, president of 


that it will be difficult to close the 
small but significant gap between 
record supply and record demand. 
But he added: 

“That 


B. L. Majewski, of the Deep 
Rock Oil Co., said that “it will be 
a tight squeeze, but there is no 
reason for panic or hoarding. We 
will solve the problem.” 

Holman cited statistics to show 
that the needs of the average cus- 
(Continued on Page 44, Col. 3) 


Unless Motor 
Taxes Are Cut 


WASHINGTON .—That the 
growth of American motorization 
cannot continue unless present 
trends toward ever higher costs 
and taxes are reversed, was the 
warning sounded here last week 
by the American Automobile Assn. 
in urging repeal of the federal 
automotive excise taxes. 

In a statement filed with the 


*|House Ways and Means Commit- 
tee, H. J. Brunnier, AAA president, 


pointed out that the taxes were 
imposed on the pretext of “budget- 
balancing” in 1932 and had been 
continued ever since on the basis 
of emergency and expediency. Col- 
lections in 1946 amounted to ap- 
proximately $800,000,000. 

Brunnier declared that current 
trends threatened a diminution 
of motor vehicle use that would 
have far-reaching impacts upon 
the entire national economy. 

Pointing to a prewar survey 
showing that 70 percent of the na- 
tion’s passenger cars are owned by 
families earning less than $2,000 a 
year, the statement continued: 

“The car owner suffers a double 
impact from inflated prices and 
high taxes; with his resources 
drained by expenditures he must 
make as an individual, he faces 
the fact that owning and operating 
a car has become tremendously 
more expensive. Present trends give 
rise to the very definite threat that 
millions of car owners in the lower 
income brackets may be forced 
from the highway by spiraling costs 
and by multiple taxation, constant- 
ly rising to higher levels. 

“The absolute necessity of main- 
taining private passenger car 
transportation manifested itself 
during the war years. By extra- 
ordinary exertions, we were able 
to keep this precious national re- 
source in being. To allow it to de- 
teriorate through unwise tax and 
price policies would be the course 
of reckless disregard for the na- 
tion’s future. 

“The time for repeal is now. If 
the Congress waits until actual 
diminution of car usage has set in 
because of the depressing effect 
of the tax load, removal of these 
taxes at some later date might not 
be effective in preventing disaster. 

“The corrective action must be 
taken before cars of the lower 
income groups have been forced 
from the road in large numbers 
and before the downward spiral 
has gathered too much momen- 
tum. 


The AAA statement said that the 
federal automotive levies were con- 
tributing to the progressive de- 
moralization of the entire struc- 
ture of highway finance and ad- 
ministration. 

“The federal government, the 
state governments, the counties 
and the municipalities are imposing 
taxes of one kind or another on 
automobile ownership and opera- 
tion,” Brunnier said. 

“Scores of bills were introduced 
into state legislatures this year— 
and some have been enacted into 
law—to increase motor vehicle tax- 
ation by the states and to permit 
many additional counties and mu- 
nicipalities to reach into the mo- 


through virtually every division of |torist’s pocketbook.” 


Sanucci Motor Sales 


A business name has been filed 
for the Sanucci Motor Sales, 466 
Washington St., Buffalo by Paul 
Sanucci. 
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A DBALER tells me he is going 
to try to forget the past five 
years and get back to the princi- 
ples that: built his business. That’s 
a good resolve. 

None of us should let the cur- 
rent shortage of cars blind us to 
the fact that the time is coming 
when dealers of every make will 
again have more cars than cus- 
tomers. 

He says selling is a thrill, al- 
loting a headache. I agree with 
this statement, too. But haven’t 
we need for the most intensive 
brand of selling we Have ever 
employed right now? We need 
to sell our fair policies with re- 
spect to delivery of new cars. 
Sell the fairness of our used-car 
allowances. 

We may be in the driver’s seat 
now. But we have to sell and sell 
to keep and build the goodwill that 
we will so critically need when the 
competition era returns. 

+ * c2 


Pay More Attention 


To Your Employes 


ae dealer says to better 
serve his customers, he will pay 
more attention to his employes. It’s 
good psychology to inspire and set 
a good example for co-workers. 
The only way we can meet the 
demands of customers and the 
aspirations of our employes, at 
the same time meeting competi- 
tion, is by greate? productivity 
per man, per hour. 
* * + 


Incentive Pay Plans 


Called Beneficial 


Wits small units like automobile 
dealerships, incentive compen- 
sation plans can be a very effective 
means of building an outstanding 
organization. One dealer, who has 
everyone except the janitor and 


the watchman on a profit basis, 


says the deglership almost runs 
itself. Everyone is interested in 
saving expenses, bringing in more 
business, increasing the efficiency 
of his work and improving the 
quality of the jobs turned out. 


instituting one. When profits are 
divided, there always seems to be 
more profit to divide. 

*I am certain, however, that no 
plan is best for all dealers. The 
plan selected should be one that 


fits the type of management. Even/ 


Just Among 
Dealers 





Lzonarp B. Hartman (Chevrolet- 
Oldsmobile), Salamanca, ; 
born Oct. 18, 1894, in Glenn Lyon, 
Pa, Like many 
dealers, he start- 
ed out in service 
and repair work 
and after a year’s 
experience opened 
a Maxwell agen- 
cy. For many 
years he has been 
a director of the 
New York state 
S association, and 

is now president 
i. B. Hartman 4f the local 
county group. He was president of 
Rotary for three years and is an 
officer in the Salamanca Foard of 
Trade and the County Health Assn. 
During World War IT he manu- 
factured airplane parts employing 
128 people. The citizens of his 
town recently celebrated his 25th 
anniversary with a testimonial din- 
ner. 





Frank CuiarK (Packard), Okla- 
(Continued on Page 27, Col. 1) 





























the size of the town and the line 
of cars the dealer handles have a 
bearing on which plan would work 
out best for a given dealer. Many 
dealers are awaiting the report of: 
an NADA committee which is now 
considering this subject, before 
deciding what type of plan would 
work to the best advantage in their 


organization. 
* = * 


Keep Employes 
On Your Team 


EFORE the NADA committee 

makes its report and recom- 
mendations, you will be interested 
in what Claude Klugh, manager of 
the Pennsylvania Automotive Assn., 
said about the subject in a recent 
bulletin to his members: 

“Since it is the SERVICE DE- 
PARTMENT in which we are in- 
terested, let’s talk about it—man 
to man. Doubtless, every one of 
you wants to give prompt and effi- 
cient service, and you want your 
employes on your team. Put your- 
self, for a moment, in the position 
of your service department em- 
ployes. What kind of compensation, 
and what kind of working condi- 
tions would you want? 


“If something comes up that is 
of general interest to all of your 
service employes, talk it over 
with them—show them you are 
on the beam and are keeping 
pace with the parade. Be as ready 
to fix something that is wrong 
in that department as you are to 
fix your customer’s car or truck. 
When an unreasonable demand is 
made upon you, show your em- 
ployes that it IS unreasonable, 
and then resist it. If your em- 
ployes have come to respect you, 
they will know that they will be 
up against your backbone, and 
it should not be too difficult to 
make peace. 

“Good Employer-Employe Rela- 
tions is a matter of keeping your 
own house clean, so that someone 
does not have to come in and clean 
it up for you. Your employes, for 
the most part, want to be on your 
team ... they want to work with 
you ... pledge them sincerely that 
they will never have cause to re- 
gret casting their lots with you. 
KEEP THAT PLEDGE, and your 
relations with your employes will 
be a MINOR—rather than a MA- 
JOR problem.” 


Tenn. Sales Tax 
Void on Handling, 
Fuel Charges 


NASHVILLE, Tenn.—Carson 
Vaughn, state sales tax director, 
has ruled it illegal for dealers to 
impose the 2 percent sales tax on 
handling charges and gas and oil 
in delivering a new car. 

The tax may be charged, how- 
ever, on top of the federal excise 
tax and freight charges, he de- 
clared. Both these items are ap- 
plicable to the manufacturer’s cost 
and become a part of the purchase 
price, he explained. 

Vaughn made the ruling in con- 
nection with the following case: 

A new car was sold for $1,631.25. 
The price included $74 for federal 
excise tax, $54 for freight from 
the factory, $20 for handling and 
delivery, and $3.50 for gasoline, oil 
and grease. 

The purchaser was allowed 
$531.25 for his old car, and this 
was subtracted from the purchase 
price, leaving a balance of $1,100. 

The dealer computed the 2 per- 
cent sales tax upon the balance 
and added $22 to the total for the 
state sales levy. 


Vaughn ruled that the dealer 
should have deducted the handling’ 
and fuel costs before calculating 
the amount of tax. Handling and 
delivery charges are exempt as a 
service, he said, while gas, oil and 
grease are expressly exempt by 
law. 
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Court to Rule 
On Dealer’s Defi 
In Delivery Quiz 


MILWAUKEE. — < circuit 
court of Milwaukee county has 
been asked to rule on whether a 
car dealer can be compelled to 
disclose his method of selecting 
purchasers of new cars without 
reference to priority of date of 
order. 

The problem arose as the result 
of an adverse examination of a car 
dealer June 28 before a court com- 
missioner. An attorney for a car 
purchaser requested the adverse 
examination on behalf of a client, 
who claimed the dealer has sold 
a 1947 Pontiac to a customer who 
did not have priority, the client 
having placed his order with the 
dealer long before the buyer who 
got a car had placed his order. 

The client also claimed that 
others who had ordered new cars 
recently had received them from 
the dealer mentioned, without ref- 
erence to date of order. 

Th attorney for the car dealer 
vigorously objected to the ques- 
tions asked of the dealer. The 
questions complained of were as 
to the dealer’s method of selecting 
purchasers of new cars, the num- 
ber of new cars received and sold, 
and whether person or per- 
sons had been given preference in 
deliveries in spite of a waiting list. 

The court commissioner over- 
ruled the protests of the dealer’s 
attorney, to which the latter re- 
plied that he would have the mat- 
ter decided before a circuit court 
judge. This will delay the decision 
in the case of the court commis- 
sioner until the court has ruled 
whether or not a dealer must an- 
swer all questions put to him by 
a court commissioner. 


Ford Absolved 
From Liability 
In Delivery Suit 


RICHMOND, Va.—Auto manu- 
facturers cannot be held respon- 
sible for any failure of their deal- 
ers to deliver a new car when 
promised, according to Judge Jul- 
ian Gunn, of circuit court here. 

Judge Gunn handed down the 
ruling in sustaining a demurrer 
filed by Ford Motor Co. as a de- 
fendant in a new-car delivery suit. 
The other defendants are Univer- 
sal Motor Co. (Ford) and W. B. 
Leake, sales manager of the deal- 
ership. 

The plaintiff, Henry G. Bartsch, 
stated in the bill of complaint ac- 
companying his suit that the com- 
pany declared in its advertise- 
ments that Ford dealers would fill 
orders in the order in which they 
were placed. Bartsch’s attorney 
said his client had suffered “dam- 
ages” by believing the advertise- 
ments, 

Judge Gunn ruled that Universal 
Motor Co. is an independent firm 
and that there was no evidence 
of a contract existing between 
Bartsch and the company. 

The complaint said that Leake, 
after entering into a contract with 
Bartsch on Oct. 26, 1945, prom- 
ised delivery around Jan. 1, 1946. 
The plaintiff alleged that after this 
promise was “broken,” Leake in- 
formed him last December “that 
an automobile should not be de- 
livered to him under any circum- 
stances.” 

A demurrer filed by the dealer- 
ship contended that the dealer- 
ship’s contract with Bartsch was 
not binding in that it was indefi- 
nite and did not specify the type 
of car or price. 

At the close of the hearing, the 
dealership’s attorney revealed that 
Bartsch had been offered delivery 
of a new car. 


New Car Becomes ‘Used’ 


Upon Resale in Texas 

AUSTIN, Tex.—State Atty. Gen. 
Price Daniel has ruled that a new 
car can become a “used car” in 
Texas when it is sold by an auto- 
mobile dealership to a used-car 
dealer for the sole purpose of re- 
sale. 

Daniel also ruled that the used- 
car dealer is exempt from the 
state’s one percent sales tax under 
such an arrangement, and that he 


Billy Hughson, presiden 
is not required to register the car. | Hanford A. Crockard, president of the Northern California dealers group. 








Follows 2-Year Probe .. . 


Pa. Finance 





igned; 





Bul S 


Effective in‘60 Days - 


HARRISBURG, Pa. — (UTPS) — 
Culminating a two-year investiga- 
tion of alleged “unconscionable and 
exorbitant finance charges” in the 
sale of automobiles by a committee 
of the State Joint Government 
commission, Gov. James H. Duff 
signed into law last week the 
Lichtenwalter-Sorg bill designed to 
regulate motor vehicle financing 
in Pennsylvania. 

The new law, known as the 
Motor Vehicle Sales Finance Act, 
becomes effective within 60 days 
and will be administered by the 
State Department of Banking. 


Des Moines Acts 
To Plug Leaks 
In Fleet Sales 


DES MOINES, Ia.— Efforts to 
plug “bridge table” leaks of new 
cars into the black market have 
been launched by the Des Moines 
Automobile Dealers Assn. 

Newton Margulies, association 
counsel, described “bridge table” 
sales as those resulting from di- 
version of fleet account cars to 
individuals outside the firms with 
fleet purchase contracts. 

He said that automobile dealers, 
who service but don’t sell new 
fleet cars, now are beginning to 
check ownership of cars that get 
out of fleets in the first place and 
into used-car lots soon afterward. 

Such diversion, it was explained, 
often starts at the bridge table or 
in other social conversation about 
difficulty someone is having in get- 
ting a new automobile. Somebody 
with a fleet account offers to get 
the impatient customer a car. In 
such cases, the car gets out of the 
fleet into the hands of a customer 
for whom it was ‘whever intended. 

What the dealers here are doing, 
Margulies said, is to check on fleet 
cars getting into the hands of pri- 
vate purchasers so they can pass 
on the information to the manu- 
facturers. The Iowa Automobile 
Dealers Assn. will spread the 
checking of fleet accounts to other 
cities throughout the state, accord- 
ing to Margulies. 

Meanwhile, the dealers’ license 
division of the state department of 
public safety and the state asso- 
ciation are cooperating in a drive 
to prosecute persons dealing in 
new or used cars without a state 
license. In April and May there 
were 43 prosecutions for sales with- 
out licenses. 


Wright Drives Patrons 


To Work in Strike 

ST. LOUIS.—Wright Motor Co. 
(Nash) furnished free courtesy 
transportation for its customers 
during the transit strike that be- 
gan June 13 and tied up all elec- 
tric surface streetcars and buses 
in St. Louis. 

Cars left the Wright company’s 
service department at 6111 Delmar 
Blvd., in the western section of 





the city, at 8:15 a.m. and followed 
a route to the eastern edge of the 
downtown district. The service was 
continued throughout the business 
day. 

































All automobile dealers selling on 
finance terms, finance com- 
panies, and all collectors and re- 
possessors must be licensed after 
Oct. 1. 

The new law places a ceiling of 
6 percent interest on time pay- 
ments for new cars; 9 percent for 
used vehicles two years old or less, 
and 12 percent for older used cars. 

Standard form contracts, sub- 
ject to rigid regulations, are pro- 
vided for. 

The following license fees are 
provided for in the law: $10 for 
an installment seller of motor ve- 
hiclés; $100 for a sales finance com- 
pany, and for a_ collector-repos- 
sessor. 

The measure provides stiff pen- 
alties for violations. Any person 
not obtaining a license as re- 
quired 


$5,000, 
ment of not less than six months 
ol ge than three years, or 


Violators of provisions of the act 
are subject to a fine of $500 for the 
first offense and a like fine or im- 
prisonment not to exceed one year 
for each subsequent offense. 

Also approved were three other 
bills resulting from the probe in- 
stigated by former Gov. Edward 
H. Martin after the receipt of 
numerous complaints from veter- 
ans and persons in low-income 
groups who charged they were be- 
ing mulcted through sharp prac- 
tices. These will give further pro- 
tection to consumers against abuses 
in conditional sales, chattel mort- 
gages and bailment leases. 


Canadian Dealers 
Acting to Curb 
Resale Racket 


OTTAWA.—Reports of tremen- 
dous profits being made in the re- 
sale of new vehicles indicate that 
authorized dealers have not been 
at fault in this racket. Suspicions 
about new car dealers’ connection 
with such operations are practic- 
ally non-existent, with the dealers 
themselves fighting against the 
racket by all means at their com- 
mand. 

It is understood that dealers are 
contemplating further steps to 
combat this traffic, including such 
moves as the operation of an index 
system and an agreement by the 
buyer of a new vehicle not to re- 
sell it for a period of at least six 
months under certain conditions. 


It is no secret in Canada that 
new vehicles have been resold by 
purchasers as so-called “used” ve- 
hicles at profits ranging from $400 
to $800. It is simply a case where 
purchasers themselves have de- 
cided to take advantage of the 
gap between the supply and de- 
mand of new vehicles to gain huge 
profits, with nothing in the law 
itself preventing a purchaser from 
carrying out such a transaction 
since price control or ceilings have 
been lifted in Canada. 


There are profit-making opportunities in 
AN Want Ads. See inside back cover. 
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AUTOMOTIVE WE STAND FOR: 

4 11. Fair and equitable contracts between manufac- 
LP >< M turers and dealers in motor vehicles, parts and ac- 
ef cessories. {2. A fair profit to the dealer on every 
A used vehicle accepted in partial payment for a new 
L car or truck. 13. Every dollar of gasoline tax col- 

lected by state or federal governments applied to 
e the building and maintenance of highways. 14. The 


elimination of governmental and bureaucratic con- 
trols over this industry. 15. A return to the pre- 
cepts of independence and the rewards of applied 


NEWS 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 
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Labor Reform No Cure-All; 
Employer Effort Needed 


the Taft-Hartley law offers some hope of restor- 

ing the balance between management and labor, it cer- 

tainly will be no substitute for individual labor rela- 
tions for dealers and manufacturtrs. 


It may provide a better atmosphere for bargaining and 
clear away some of the viciousness that has marked the 
rampages of some unscrupulous union leaders. But, whether 
we are in a new labor era or an old one, individuals will 
continue to play an important part in labor relations. 


Much honest effort on the part of employers will con- 
tinue to be necessary. In the case of dealers particularly 
this will be so, for most dealerships are of such a size 
that dealers can know their workers personally and gain 
their confidence. 


That is a most important factor. It was lack of confidence 
in employers that paved the way for the great union marches. 
Matty have said that this was inevitable with the growth of 
great concerns where it was impossible for the boss to know 
all his workers. Yet many in industry today believe it was 
not inevitable, and are trying to reestablish contact with 
their workers. It may be impossible for the boss to know all 
the workers, but enlightened bosses are trying to find means 
to project themselves to the workers through improved per- 
sonnel systems. 


Continuation and expansion of these efforts are necessary. 
They offer hope of increased productivity, as well as har- 
mony. 

In most cases, dealers do not face the problems 
brought on by size of business concerns. They can know 
their workers; they can demonstrate to them a policy of 
fairness that will win their confidence. In addition, by 
the more scientific employe-selection facilities that are 
available today, dealers as well as manufacturers can 
avoid the malcontents who seem to like trouble for 
trouble’s sake. ; 

One auto leader points out that in the mine run of job 
into excellent 
workers, a third fair workers, while a third are “nothing- 
is-ever-right” guys. 

So, we believe, careful selection of workers and individual 
effort on the part of employers to gain their confidence, 
will be vitally important, whatever changes the Taft-Hartley 


- brings. 





Letterbox 


His Side 

There has been a great deal of 
talk, most of it bad, toward the 
new-car dealers (of which I am 
one, De Soto-Plymouth) about ex- 
orbitant prices they are charging 
for 1946-47 models. 

After waiting for many months 
for the new cars to start rolling 
through to me and only receiving 
about six per month, the writer 
conceived an idea in January of 
this year to start handling used 
1946 and 1947 cars. 

We have a most aggressive pro- 
gram and have acquired the repu- 
tation in this area of being the 
largest dealer handling 1946-47 used 
cars. We all must remember that 
members of the public are the ones 
who sell the brand new cars to the 
dealers. Incidentally, I have never 
purchased a new car from another 
dealer, but the new-car dealers, 
including myself, are most selfish 
in wanting to make a lot of profit 
out of every deal, which is only 
natural. 

I say that the dealers selling 
new cars steal practically every 
tradein because immediately they 
resell it with a profit of 25 to 300 
percent. 

Frequently customers come to 
me to buy late model cars, and 
they have a tradein for which we 
offer practically the full market re- 
sale price, generally $400 to $700 
more than new-car dealers had 
offered them. 

This is the practice of new car 
dealers in Louisville, some of them 
officials of KADA. I would be most 
strong against being regulated by 





know about it. Once we had shaken 
off the unusually heavy rains like 
a Chesapeake retriever coming out 
of a pond, this state emerged with 
just about as ideal summer weath- 
er as you would expect this side 
of heaven. I hope it is general, 
and you too are enjoying it! 
* 











IT’S A LONG time since I have 
mentioned private planes and the 
possibilities they offer automobile 
dealers. Perhaps my enthusiasm 
over the possibilities have tempered 
without good reason. We know of 
any number of dealers who use 
their own planes and many who 
are selling and servicing them. Now 
we wish you who have made a 
success of this operation would let 
us have your experience for the 
benefit of our readers who are in- 
terested. If you don’t have the time 
to write the story yourself, we will 
have a correspondent come and in- 
terview you and maybe get some 
pictures. The same, by the way, 
holds true for tractors and other 
farm equipment, which we know 
many Southern and Midwest deal- 
ers are handling successfully. Let 
us hear from you. 

o * +. 

BECAUSE of the steel shortage, 
26,000 here in Detroit are taking 
enforced vacations as I write this. 
Yesterday’s papers carried pictures 
of long queues lined up outside 
every unemployment compensation 
office in this city. In my generation, 
we were taught that we had to lay 
a little something aside “for a rainy 
day” and, if we didn’t, we knew all 
too well that we woukin’t eat if we 
were laid off. Guess we are just too 
old and stubborn to appreciate this 
paternalistic form of government 
which deprives a man of his God- 






































given right to protect his own fu- 
ture and that of his loved ones. 
Why a man should be forced into a 
dole line because the factory where 
he works is closed for a few days 
is beyond me!—G.M3S. 
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‘Dealer’s Choice sa hua apts 


This is an open forum for the discussion of any subject of interest to 
readers, and your letters are welcomed. No attention is given to 


that 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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it will not be 


the government for this practice, 
but if this is not stopped we cer- 
tainly are going to be. ... 

My salesmen tell all customers 
who purchase later model cars 
from me that we are giving imme- 
diate delivery with full value for 
his tradein and it is the net dif- 
ference you trade on that counts, 
which in most cases does not ex- 
ceed $100 to $150 more than he 
would have had to have paid fran- 
chised dealers. As I have stated 
above, my used cars are priced 

(Continued on Page 33, Col. 1) 


Coming Events 

¥ 

daly 21-23—Detroit (Book-Cadillac Hotel). 
Midsummer meeting, Automotive Trade 
Assn. Managers. 

July 31-Aug. 2—Saratoga, N. ¥. 1947 con- 
vention of the New York State Automo- 
bile Dealers, Inc. 

AUGUST 

Aug. 21-22—Los Angeles (Biltmore Hotel). 
SAE West Coast Transportation & Main- 
tenance meeting. 


SEPTEMBER 

Sept. 1-4—Salt Lake City (Hotel Utah). 
Fall meeting of the Soolety of Mechan- 
ical Engineers. 

Sept. 17-18—Milwaukee (Hotel Schroeder) 
SAE Tractor meeting. 

Sept. 18-19—St. Louls. Annual convention 
National Used Car Dealers Assn. 

Sept. 21-22—Myrtle Beach, 8. ©. 
Ocean Forest). Annual meeting of South 
Carolina Automobile Dealers Assn. 

OCTOBER 

Oct. 2-4—Les (Biltmore Hotel). 
SAE Autumn Aeronautical meeting. 

Oct. 3-4—Atiantic City. Annual convention 
of Pennsylvania Automotive Assn. 

Oct. 6-8—Houston, Tex. Petroleum Mechan- 
ical Engineering Conference. 

Oct. 30-Nev. 1—Boston. (Hotel Statler). 
15th semiannual meeting, American So- 
clety of Tool Engineers. 

NOVEMBER 

Nov. 6-7—Tuisa, Okla. (Hotel Mayo). SAE 
Fuels & Lubricants meeting. 

Nov. 6-7—Detroit (Rackham Memorial). 
Second annual technical convention ef 
the American Society of Body Engineers. 


DECEMBER 
Dee. 1-3—Kansas City (Hotel Continental) 
SAE Air Transport meeting. 
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PONTIAC 


A fine car made finer 6 













A Product 
General Motors 


a — 


car for most people! 


Most people would be well advised to own a Pontiac. 











In the first place, it fits readily into the average budget—for, 


These Features Make Pontiac « Better Balanced Valve 
over the years of ownership, no car is more economical. ee 


SMOOTH, POWERFUL 4..weaD anouas—Your choice of i 

is < pfull Pressure Metered Flow Lubrication, Gesshocnee soe 
Temperature Conti Re Setey Camel ed Alt Wenher Popiae 
am gy nol , i anecting Rods, Electroplated 
unmatched dependability.” ee 7. 


PERMANENT On Cusanan — Highly efficient fi 
Protection. Contributes Breatly to longer engine 1 


rav-aac sarery STEERING — More iti : 
bination with small turning clrcle, makes parkinn ts effort. Io 








And, in the second place, it serves so dependably and gives 
such complete satisfaction, that the average family is content 
to keep a Pontiac to the full period of its usefulness. 











lace, gi i 
When a car combines such outstanding economy and such a ene 


high degree of satisfaction to its owner—the combination is, 
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go : TRIPLE. CUSHIONED — 
; oe hard to beat . Hydraulic Cushion Lennaeeel mansion, Dulles Springs, 
ioe, Coes Seen Consider Pontiac when you order your next car. Regardless MUAN-SAL HYDRAULIC BRAKES —Protected agai 8 _ 
er- Pe of when you expect to get it— Pontiac will prove a wise choice. smoother and safer stops, longer life. water for 














s00Y ay Bi . 

ae 4 : aa Ventilation, Hiren Safety Peg os 

ers itn ha THE SOONER YOU PLACE YOUR ORDER for a new Pontiac, the earlier 

ars Ci ‘ you will get it. In the meantime, take care of your present car—you will 
: Vite toad get more for it when your new car is delivered. 


ronstruction, Fisher No-Draf, 
» Custom-type interiors, . 






Always Drive Carg 







lif- 





tel). 


ymno- 
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[ain- 
tion of the four fundamentals of dealer success: A 
Fine Product, a Wide Market, .Unequalled Public 
Acceptance and Far-Sighted Factory Co-operation. 


nan. It is true that no car can be all things to all people. 
But it is also true that no car so closely approaches 
1 this ideal as Pontiac. 


: i iti dealer success, the 
This holds true not only for those who buy Pontiac, In the qualities that make for , . 
uth but also for those who sell it. Pontiac franchise is the right franchise—the fran 


1 ition i} i i itive dealers 
Pontiac dealers enjoy their enviable position in the chise that Pontiac dealers and competitive 


industry because they have an unequalled combina- alike call the profitable franchise. 
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By William Ullman 

Washington Correspondent 
HE legal problems which con- 
front M. Robert Deo, general 
for National Automobile 
Dealers Assn., 
varied. First of all, he is responsi- 
ble for legal counsel to two sepa- 
rate corporations, 


No. 8 NADA and the Nation- 
ina al Automobile Dealers 
Series Used Car Guide Co. 
on NADA These corporations 


maintain separate 
offices on different floors of the 
same building in Washington. 


Both corporations are non-profit 
organizations, but the guide com- 
pany, which publishes the “NADA 
Official Used Car Guide,” is subject 
to federal income taxes. NADA is 
exempt from income taxes as a busi- 

ness league. The 
. problems pose d, 
therefore, by the 
guide company 
differ in many re- 
spects from those 
of NADA, and 
Deo is confronted 
with many ques- 
tions from his 
immediate asso- 
, ciates See — 
proper m o 
M. Robert Deo = procedure within 
the non-profit charters of these two 
corporations. 

The by-laws of NADA present- 

ly provide that NADA directors 


Denver Dealers 
Screening Orders 
In Resales Fight 


DENVER. — Tom Braden, secre- 
tary of the Denver Automobile 
Dealers Assn., and E. Jack Beatty, 
NADA state director, of Hoskins- 
Beatty Motor Co. (Oldsmobile), de- 
clared last week that new-car deal- 
erships here are doing everything 
in their power to keep new auto- 
mobiles within legitimate trade 
channels. 

“Manufacturers are policing their 
dea.ers to see that they stay with- 
in ine ist price in the sale of new 
cars and dealers are screening their 
order lists to prevent resale for 
profit, but in many cases the temp- 
tation for profit is too great for the 
new-car buyer,” Braden said. 

In Braden’s opinion, between 70 
and 80 percent of the 1947 models 
on used-car lots in the Denver area 
are coming from the automobile 
centers in the East, where new cars 
are available through manufactur- 
ing company empjoyes and other 
sources. 


“But still it goes back to the 
private individual who resells a new 
ear for profit,” Braden cdntinued. 
“Our survey shows that a very 
small percentage of new cars reach 
used-car dealers through new-car 


ts. 

Both Braden and Beatty said the 
situatign will not clear up until the 
backlog of orders for new automo- 
biles is filled. Some dealers, how- 
ever, are considering a plan to 





compel purchasers of new cars to 
sign contracts that the automobiles 
are for their own use and will not 
be sold within six months for more 
than the purchase price. 








Legal Watchdog 


NADA’s Bob Deo Guides Dealers on Vital Matters, 
Scrutinizes Legislation, Elections 


are many and, 





shall be elected by mail elections, 
conducted under the direction of 
the secretary of NADA. NADA 
operates under a plan by which 
there are 54 states, including two 
in California and the metropoli- 
tan areas of Chicago, Cleveland, 

Detroit, New York City and the 

District of Columbia, in addition 

to the 47 others, each electing a 
director every three years. 

These elections are on a rotating 
plan so that 10 directors, or one- 
third, are elected each year, with 
approximately 28,000 members en- 
titled to vote. The vote is handled 
through the central Washington 
office, which mails the individual 
ballots. Deo exercises, under the 
direction of the secretary of NADA, 
careful scrutiny over the right of 
franchise. The voting usually takes 
two weeks, and more, of course, in 
the western states. Both the nom- 
inating and election ballots are 
counted by a special committee ap- 
pointed by the president of NADA. 

* + * 


| fevers the heading of matters 
affecting the general member- 
ship of NADA, the general counsel’s 
work in connection with legisla- 
tive questions is highly important. 
NADA’s attitude toward pending 
legislation is considered by the 
Public Contacts committee, of 
which the chairman must be a 
member of the NADA Executive 
committee. Deo acts as legal ad- 
viser and counsel to this Public 
Contacts committee. 


The committee also works in con- 
junction with the Public Contacts 
Counsel. The portal-to-portal act 
affords a good example of this 
work. Cooperating with Deo, the 
Public Contacts committee “took 
the bill apart” to study the main 
facts affecting the membership of 
the association. They were an- 
alyzed carefully and passed on to 
the officials of NADA for further 
consideration. 

Floods of inquiries have come 
to the general counsel’s office on 
the application of the Wage and 
Hour law to the automobile deal- 
er. While this law has been on 
the books for nine years, it is 
still a hard one for the dealers 
to interpret and apply to their 
own business. 

Also the general counsel has been 
very active in wage and hour mat- 
ters and is continually watching 
the actions of the Wage and Hour 
division of the Department of La- 
bor in order to keep members 
versed on latest developments. 

* + * 


win the decease of OPA, deal- 
ers’ inquiries have turned in 
many new directions, and Deo re- 
ports that these inquiries arrive in 
steady volume and require contact 
with many governmental offices to 
ascertain the necessary informa- 
tion or in obtaining rulings. 

Deo has been general counsel 
for NADA for 38% years, is a 
native of Michigan, was gradu- 
ated from the law school of the 
University of Michigan, and then 
carried on private practice in 
Michigan for 11 years before 
coming to Washington to join the 
NADA staff. 

He is a member of the State Bar 
of Michigan, the bar of the Dis- 
trict of Columbia, and the bar of 
the United States Supreme Court. 
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MYRON 
three city champions at the Akron finals. 


DETROIT.—In the 135 commu- 
nities throughout North America 
where the All-American Soap Box 
Derby is run, Chevrolet dealers are 
enthusiastic about the event as a 
goodwill-builder and an attention- 
getter. 

“The Derby is an important 
leisure-time activity for boys who 
take part,” said T. H. Keating, 
general sales manager of Chevrolet. 
“Its character-Building quality is 
emphasized throughout, and our 
dealers are quick to recognize these 
values.” 

During this tenth anniversary 
year, the Derby is being run in 
135 cities and towns in the United 
States, Canada and An 
estimated 4,000,000 persons will 
witness one or more of the many 
phases of the Derby activity, and 
between 30,000 and 50,000 boys 





INTEREST IS mounting in 
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Victory in the national and in- 
ternational final races, to be run 
Aug. 17 on the specially-built race 
track at Derby Downs, Akron, is 
the goal of the champions from the 
sponsoring communities. The final 
race attracts national attention in 
the press, radio and newsreels and 
annually draws a capacity crowd 
estimated at 100,000 people. 

The Derby is sponsored by Chev- 
rolet, in cooperation with local 
newspapers in the communities 
where it is run. Chevrolet dealers 
in each of these communities have 
a vital part in the Derby picture. 

Every boy who registers to build 
his own gravity-powered racing 
car and race it in the Derby must 
do so at the Chevrolet dealer’s 
showroom. He must be accom- 
panied by a parent or guardian, 
who also has to sign the registra- 
tion form. 

Most dealers take an active part 
in promoting the Derby, cooper- 
ating closely with the local spon- 
soring newspaper or civic organ- 
ization. 

“We feel that the Derby has a 
very definite spot in community life 
which we have an obligation to 
fill,” said Charles Ames, sales man- 


E. SOOTT, director of Chevrolet’s All-American 
some pointers on the race, and on how to build the best types of racing cars, to 





Box Derby, gives 





Goodwill Builders 


Chevrolet Dealers Busy Helping Contestants Prepare 
For Soap Box Derby Trials 


ager of Bresee Chevrolet Co., Syra- 
cuse, N. Y. Ames is Derby director 
for Syracuse. 

“If we can help, by this ac- 
tivity, to direct the thinking of 
American youngsters along good, 
wholesome lines, we feel we are 
doing a good job,” continued 
Ames. “We do not expect to sell 
any cars directly by this activity; 
but the Derby is a great adver- 
tising medium, and we believe it 
will pay off in the future.” 

“The Soap Box Derby is the 
greatest goodwill builder I have 
ever seen or know about,” said 
W. F. Schneider, of Schneider Mo- 
tor Sales, DuBois, Pa. “The Derby 
does something for boys that is 
above any suggestion of commer- 
cialism or personal gain. The good- 
will developed and the esteem of 
the kids is something no one could 
buy. I’m for the Soap Box Derby 
100 percent.” 

Lou Kornick, of Guaranty 
Chevrolet, and R. B. Campbell, of 
Campbell Chevrolet, both in San 
Diego, say the “goodwill -engen- 
dered by this activity should not 

be discounted by a single dealer.” 
Roy J. Miller, vice-president and 
general manager of City Chevrolet 
Co., San Diego, said: 

“We at City Chevrolet feel keen- 
ly our responsibility to contribute 
something to the betterment of the 
community. Certainly, by co-spon- 
soring the Soap Box Derby, with 
its proven character-building rec- 
ord for our youngsters, we have 
a perfect medium.” 

Gilbert Klecan, champion of the 
1946 Derby, entered the race 
through City Chevrolet, San Diego. 

Scores of dealers from cities 
where the Derby is sponsored at- 
tend the Derby finals at Akron. 
Last year between 75 and 80 deal- 
ers and their wives registered at 
the special dealer headquarters at 
Akron and attended the race. 

Philadelphia Chevrolet dealers 
have appointed a Derby committee 
headed by Col. J. Howard Berry jr. 
as director and J. A. Lafore jr. as 
chairman. Committee members are 
A. R. Shuman, Howard S. Neiman 
jr, H. J. Mugrauer and Morris 
Brown. 

A Derby manager has been ap- 
pointed in each of the 27 Chev- 
rolet dealerships in metropolitan 
Philadelphia and Camden. A goal 
of 100 applications has been set 
for the area. 


“Dealers Tell Me,’’ by John O. Munn, is 
an open forum for the expression of deal- 
ers’ opinions. 


Miami Assn. Opens 
War on Resales; 
Cuba Mart Booms 


MIAMI—Directors of the Miami 
Automobile Dealers Assn. have 
launched an allout campaign to 
block the resale of new cars to 
used-car dealers. 

A “blacklist” is to be compiled 
of individuals known to have pur- 
chased new cars and sold them 
at a profit. Members of the asso- 
ciation will contribute the names 
of new-car purchasers, the list be- 
ing available as a check against 
prospective purchasers. 

R. W. Pierce, president of the 
dealer’s association and general 
manager of Nolan - Brown Co. 
(Cadillac), called for immediate 
action to stamp out practices 
which are bringing dealers into 
disrepute following newspaper sto- 
ries charging racketeering in the 
new-car field. 

Meanwhile, prospective Miami 
purchasers have fumed at the sight 
of new cars being loaded on barges 
headed for Havana. One dock on 
the Miami river reported loading 
an average of 100 cars a week for 
the Cuban market. 

Replying to-charges that dealers 
are demanding tradeins for new 
cars and offering ridiculously low 
prices for them, Magnus Aultmey- 
er, general manager of Ungar 
Buick Co., said that as far as his 
company was concerned, tradeins 
have been obtained on only one- 
third of the new cars sold, where- 
as before the war they constituted 
95 percent of the transactions. He 
said he and many other dealers 
were following the old OPA ceiling 
prices in establishing the*value of 
tradeins. 

Ben McGahey (Dodge-Plymouth), 
chairman of the association’s pub- 
lic relations committee, recom- 
mended that the group advertice 
the list prices of new cars, ¢ 
purchasers to sign statements ple: 
ing them under obligation not to 
resell for at least six months, and 
adopt a standard of values such 
as the old OPA price for cars 
offered in trade. 

Pierce told Automotive News 
that the dealer association is de- 
termined to go all the way to 
stamp out improper practices with- 
in the trade here, and that it has 
been pledged full cooperation by 
the membership. 

Frequent meetings of the asso- 
ciation are to be held in an effort 
- ae the situation under con- 
rol. 


Politeness Pays - 
Courtesy Brings ’Em Back 


To Curry & Schram 


CHARLESTON, S. C.—‘‘We have 
fun being polite,” says William 
M. Schram, president of Curry & 
Schram Motors, Inc. (De Soto- 
Plymouth) here. 

“We've found some folks who 
deal with the public who aren't 
very polite these days,” Schram 
asserted. “Maybe they’re too busy 
or business is too good. 

“Over here at Curry & Schram 
Motors, however, we find it’s really 
fun being polite to car owners,” he 
continued. “We get along much 
better with 'em and they seem to 
keep coming back. 


“Of course, being courteous isn’t 
new with us—or the only reason 
why we do a million dollar motor 
car business. We keep our prom- 
ises. Do a good job on our service 
= repair work. Our prices are 
air. 





DRIVERLESS JEEP. A civilian jeep, its 
Gescribe a 30-foot circle, makes its driveriess rounds of the auto- 


(Calif. 





speed set at five miles per hour and front 


Willys dealer Cliff Bayless. The cy 
and evening crowds. How many rounds bas the 
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Rein wanted 













Of course he’s going places. But he’s: like the car dealer trying to sell tires without a well- 
considered plan. He lacks a rein to give him direction. 


The Goodyear Proved Profit Plan for Car Dealers supplies that guiding rein. It helps him 
make tires the backbone of his accessory sales .. . enables him to make all the extra tire profits 
to which he’s entitled. Expert Goodyear merchandising men offer assistance with planning 
‘fire service as well as sales. The dealer can call on them from first to last . . . from preliminary 
planning to tested, money-making sales methods. 


TN oo (6 
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With the Goodyear Proved Profit Plan, the car dealer gets a big competitive advantage in 
_ the popularity of Goodyear Tires—and in the demand for LifeGuard Safety Tubes. These remark- 
able tubes offer blowout protection to the user . . . extra profit to the dealer in add-on sales. 


j 
: | The Goodyear line is the best-advertised in the industry. That’s one reason why it’s true 


— 


today—as it has been for 32 straight years—‘‘More people ride on Goodyear Tires than on 
any other kind.’’ Get the full story of the Proved Profit Plan for Car Dealers now. Address the 
Goodyear District Office or Goodyear, Car Dealer Department, Akron 16, Ohio. 


GOODSYEAR 


THE GREATEST NAME IN RUBBER 


—————————E 


iF YOU ARE NOT NOW SELLING TIRES 


you have a ready-made opportunity in the Goodyear fine. 

You already have the building, the facilities, the personnel, ond the 
prospects to sell tires. A tire department will help attract 

new customers, hold old ones. It will help create business for other 
departments ... and give you an added source of profit. 
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purchased a total of 1,209 new mod- 
els for resale in the last five 
months. Half of these automobiles, 
he said, had come from dealers and 
individuals outside this city. 

“There were 1,139 new 1947 model 
cars sold by these 15 used-car deal- 
ers, involving a gross business of 
$3,076,685,” he said. “One dealer 
sold 291 cars, doing a gross busi- 
ness of $755,588. 

“About 50 percent of these sales 
were made to used-car dealers in 
New York City and to dealers out 
of town. Approximately 8 percent 
of the cars were exported, princi- 
pally to South America. The re- 
maining 42 percent of the cars were 
sold to individuals in New York 
City and out of town.” 

Details of some of the transac- 
tions were cited by Fielding. A 
Cadillac convertible coupe that was 
sold by the manufacturer for $2,993 
was purchased by the dealer for 
$5,250 and went “to the user for 
$6,000, he said, while a Ford super 
deluxe sedan that left the factory 
for $1,339 was bought by a second- 
hand dealer for $1,823 and sold by 
him for $2,115. 

Reporting that unlicensed per- 
sons had been found to be buy- 
ing and selling as many as five 
to six 1947 models within a pe- 
riod of 15 days, Fielding said his 
department was seeking to prose- 
cute these persons for violation 
of the city administrative code. 
William Williams, president of 

the New York Used Car Dealers 
Assn., attributed much of the blame 
for excessive prices in new-car re- 
sales to “peddlers” and “curbstone 
operators.” These types of traders, 
he asserted, derived the gain be- 
tween the original sales and the 
rate paid by the used-car dealer. 


“The used-car dealer,” Williams 
said, “sells a car for a profit of no 
more than 5 percent return on his 
money and in many cases less. The 
publicity that has been given out 
in the last two or three weeks re- 
garding car prices has furthered 
the cause of the curbstone oper- 
ator or peddler who .under the 
guise of an individual owner has 
puffed rates skyward, thereby caus- 
ing a higher market scale.” 

As one solution for existing 
conditions, Williams suggested 
that the used-car dealers stop 
buying and selling 1947 automo- 
biles for 60 days as a move to 
lower the market value to a level 
where purchases could be made 
“at a fair and reasonable rate.” 


Pointing out that “apparently 
misrepresentation is not a factor 
in these automotive transactions, 
H. J. Kenner, general manager of 
the Better Business Bureau of 
New York City, said that his group, 
therefore, had no legal right to 
interfere in the over-price sales of 
“new-used” cars. 

“Manufacturers and authorized 
dealers can make a real contribu- 
tion toward solving the problem by 
advertising the delivered prices of 
new cars,” he added. “To a large 
extent the public seems ignorant 
of these rates.” 

On the basis of the turnover by 
the dealers covered by Fielding’s 
survey, it was estimated that city- 
wide profiteering in car resales in- 
volves some $100,000,000. 

Meanwhile, the concern of 
manufacturers over price gouging 
was indicated in a letter from 
the Ford Motor Co. to William 
J. Gottlieb, president of the Auto- 
mobile Club of New York, who 
had urged that manufacturers 
and dealers resume the prewar 
practice of advertising the prices 
of their cars. The letter noted 
that authorized Ford dealers 
throughout the country “post de- 
livered prices of all types of cars 
and trucks in prominent places 
in their showrooms.” 

At the same time the New York 
State Automobile Dealers Assn. 
cited a drastic warning given by 
General Motors to dealers to pre- 
vent resale of cars at exorbitant 
prices. Selling new units to used 
car dealers, it said, might result 
in loss of franchise. 

Pointing out that scarcity of new 
vehicles is likely to extend into 
1949, the association warned its 
members against allowing the spec- 
ulator to prey on future customers. 

Carl E. Fribley, president of the 
group, urged that purchasers of 
new cars be required to sign agree- 
ments whereby they would promise 
not to resell their automobiles with- 
in a specified time, except to the 
original dealer. 











Legal Curb Doubted 


N.Y. City Dealer Chief Skeptical Over Success 
Of a Law Regulating Resales 


NEW YORK.—Doubt that over-| paid. This should. help to ile 
price sales of “new-used” cars| courage speculative 
could be curbed effectively by local,| In seeking to eliminate aouiiates 
state or national legislation was | profiteering, many automobile man- 
expressed last week by Fred L.|ufacturers have inserted clauses in 
Yarrington, president of the Auto-|their contracts imposing severe 
mobile Merchants Assn. of New| penalties on dealers whose vehicles 
York. are allowed to pass through unau- 

“The Automobile Merchants Assn. | thorized channels, Yarrington 
has for many months been studying | Pointed out. 
— to — the oe ‘co best and quickest method 
of new cars from the original pur- | of nging automobile prices back 
chaser to the used-car dealers,”|to normal,” he continued, “is for | wotee und csscattree Mr NA er eat Cay gine ew Nash assembly plant in 
Yarrington said. “But no matter|the public to refuse to i in ex- that’ wacked Seocatives ot Nach Ratvinater to right: 8. ay 8 gy capess oui 
how careful is the screening, there|cess of the manufacturers’ sug- | ®#¢t: J. P- ; : 
is a certain percentage of buyers | gested list prices. We do not think Gane —— + sales manager, and Col. Laurence Higcins, president of the 
that cannot resist the temptation |that the present situation can be 
of making fast money by a quick | corrected through legislation local, | worked up a scheme in the sale of| tion be drafted so that his de- 
turnover. state or national. cars that was comparable to “the| partment could cope with what 

“Some dealers in this area are “It is the law of supply and de-|worst evils of the former OPA| he called “an unprecedented sit- 
requesting new-car purchasers to mand working and when the sup-|black market racket.” He issued| uation.” He said the proposed 
sign an agreement to the effect ply approximates demand the con-|his statement after questioning 15/ legislation should be drawn on 
that if the purchaser sells within dition will remedy itself.” used-car dealers about the sale of| “either a national, state or city 
a ths : New York City License Commis-|"¢W cars as second hand at ex-| level” to be used as a public 

months of the date of deliv- | incr Be orbitant profits. 
ery the vehicle must be offered to Se tiem nane. 
the original sclli lier declared, after a three-week Fielding sent a letter to City | of the present trade practices. 
' ng source at a |survey, that second-hand auto-| Corporation Counsel Charles E. Fielding said that the 15 used- 

price not in excess of the rate mobile dealers in n_ this city had Murphy req requesting that legisia- | car dealers covered by his study 
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— for the news of the year in the shock absorber field. 





— for the merchandising and the advertising that will 





boost your sales. 






—for profits that can’t be matched in the greatest un- 





tapped market in replacement products. 







a WATCH THE LEADER 


Monroe Hydraulic Shock Absorbers are standard equip- 







ment On more makes of new cars than all other shock 
absorbers COMBINED. 
















MONROE AUTO EQUIPMENT COMPANY 
MONROE, MICHIGAN 


WORLD’S LARGEST MAKER OF RIDE CONTROL PRODUCTS 
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“| think too many 
people feel they have to wander 
all over the face of the earth to find their rainbow and its 
pot of gold. Often they never find it. 


“As for me, I had all the homing instincts of a 
pigeon, and when the t:me came to get into big time busi- 
ness I did it right where I was born. 


“Sure, I had to find myself. Who doesn’t’ Sure I 
started working for almost nothing delivering groceries. 
So have a lot others. Sure, | kept working away f>urteen 
hours a day,—at a lot of early jobs, bur 
other fellows have done 
that too. 





“When we asked for the Dodge-Plymouth deal- 
ership we were all set to do a job. We'd been selling used 
cars and doing a nice business fixing all kinds of cars and 
trucks for about five years. We wanted Dodge to sell be- 
cause we liked it best of all the cars that came in our place. 


“No, I can’t walk home to lunch any more. We 
live in a fancy suburb now and the children are all getting 
higher educations, or going to get them. I hope it doesn’t 
spoil them. I also hope that when they start there won't 
be any red tape to short-circuit their abilities. And, of 
course, I wouldn’t mind if some of them stayed home to 
carve out their futures as I did. 


“If I have any message for 
the younger generation, I'd say this: 
—'The automobile business is a mighty 
good business for anybody who wants 
to work at it; but I mean work. A lot 





Pot of Gold, 
n Front Yard ... 
Aye We Beading time: 






See Fe 





“W here I'm different. maybe. is 1 wanted to stay 
home,—right where I was born. And, I wanted it to be 
the automobile business or nothing. I could see things 
coming. And I could see them coming my way,—if I just 
stayed home, did business with my friends from child- 
hood, and added new friends to the old. 


“Well that’s how it was. I quit a good job, went 
into debt, asked my brother to join me, and lived on 
nothing, almost, ’til we got things really going. We could 
walk home to lunch. and walk right back to the place 
after lunch or dinner. 





of success can be had, but you've got to earn it. Probably 
none of it will come ‘the easy way.’ Yes, and I think the 


future will be even brighter than the 
past.” 












We have an interesting booklet containing a num- 
ber of there typical success stories taken from our 
files. If interested, write Chrysler Corporation, 341 
Massachusetts Ave., Highland Park 3, Mich.. for 


vour free copy. 


Chrysler Corporation 


PLYMOUTH + DODGE « DE SOTO + CHRYSLER * DODGE “Job-Rated” TRUCKS 





10 Zo ed 
°47 Glidden Tour 
To Chug Through 
New England 


FLINT.—The 1947 Glidden tour 
of antique automobiles will take 
place in New England, it was an- 
nounced last week by Charles A. 
Chayne, chief engineer of Buick 
and president of the Veteran Motor 
Car Club of America. 

More than 100 automobiles built 
before 1915 will assemble in Hart- 
ford, Conn., and drive over a 500- 
mile route to the White mountains 
in New Hampshire and south to 
Newport, R. L., passing through all 
six New England states. Details of 
the trip are being arranged in co- 
operation with the New England 
Council at Boston. 


“The Glidden tour,” said Chayne 
in announcing the selection of New 
England, “was a famous pilgrim- 
age of self-propelled vehicles run 
annually in the early years of this 
century to prove that the motor 
car could travel between two wide- 
ly separated points without a 
breakdown. The tour, which was 
last held in New England in 1905, 
was abandoned in 1913 and then 
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FORD DEALERS IN THE Cleveland district met to analyze and pian ahead 


Cleveland District Ford Dealers Advertising Fund. New members of the committee 

serve during the following year are Birkett L. Williams, Cleveland; J. R. Dall, Elyria; 
4. W. Miller, Elyria; Les F. Donnell, Youngstown; Frank Stanton, Youngstown; C. H. 
Jordan, Grove City, Pa.; Joe DeMarsh, Canton; Fred P. Potschner, Dover; C. Q. Zahner, 


Louisville; Neil Grover, Columbus; K. D. Bebout, Mt. Vernon, and E. Hell, Worthington. 


reinstituted last year by an en- 
thusiastic group of antique auto 
fanciers.” 

The 1947 route, he said, includes 
some of the same roads used by 
the 1905 tour, but this year’s trip 
will take less than half the time 
due to hard-surfaced roads and 
the new tires now available in the 
old sizes. 


Reed Jack Weed's ‘‘Backshop’’ for some 
highlights in the service field. 





It’S RUMORED THAT 
planes have always been faster than cars! 


Definitely not true! When the Army bought its first plane in 
1909, specifications called for a top speed of 40 mph. The 
auto speed record at that time was 91.4 mph. set by Henry 


Ford’s famous 999 driven by Barney Oldfield. 





IT’S RUMORED THAT 


of all rings tried on a fleet of 702 trucks, Perfect Circles were 
found best for worn and old 


engines! 


We quote ‘‘Much has been said about the good 
Rings have done in automobiles. The same can 


about trucks of all makes. We have 702. After 


make of ring, the final outcome is Perfect Circle. 


rings.” 





IT’S RUMORED THAT 
pills will soon replace steak dinners! 


“Not if the eaters of America have their way!’’ comments 
J. C. Stentz, First Vice President of John Morrell & Co., 
Meat Packers. ““How would you like to order a steak and 
have the waitress ask you if you want it well-done, medium 
or rare . . . meaning a gray pill, a brown pill or a red pill?” 





IT’S RUMORED THAT 
there'll be two cars in every garage by 1950! 


Now, who do you suppose pulled that old chestnut out of 
the fire? Anyway, we asked just about every politician we 
know and, believe it or not, they aren’t talking. So just 


draw your own conclusions. 


Perfect Circle Corporation, makers of Perfect Circle Custom Made Piston Ring Sets, will pay fifty dollars 
($50) for each rumor, fact or fiction, accepted for this page. Send your rumor to Rumor Page, Perfect Circle, 
Hagerstown 5, Indiana. All contributions become our property and cannot be returned or acknowledged. 





wg PC 
said 
ing every 
service 


department now maintains a large stock of these fine PC 
Contributed by D. L. Nielson, Downey, California 


Keller Motor Plans 


$18,500 Annex in N. C. 


Keller Motor Co., Midway, N. C., 
announces plans for an $18,500 ad- 
dition to its building to make way 
for a complete service department. 

After the addition is finished, the 
present building will be remodeled 
extensively, turning the entire 
front of the structure into display 


space, according to Floyd L. Keller,| ahead of the same period in 1946. 


owner, 





as the 
to 





Below Prewar, But... 


Tire Inventories Increase 


During Past Year 


the industry produced 27,002,089 
passenger car tires as compared 
with 20,113,196 last year. 


Total production of truck, bus 
and passenger car casings through 
Apr. 30 was 33,333,735 units, as com- 
pared with 25,340,388 units in the 
same period of 1946. 


Production of passenger car, 
truck and bus inner tubes from 
Jan. 1 to Apr. 30 was placed at 
31,143,631 units, as compared with 
21,498,823 in the first four months 
of 1946. 


Camelback Output 
Hiked 350% Over 


Prewar Volume 


NEW YORK. — Production of 
camelback, the rubber tread ma- 
terial used in the recapping of 
tires, has increased approximately 
three and a half times over pre- 
war volume, the Rubber Manufac- 
turers Assn. reported here last 
week, 


Increases were attributed to 
“war-learned lessons” in the econ- 
omy of recapping as an extender 
of tire life, the association said 
in a report on 1946 production. Out- 
put of 171,000,000 pounds of camel- 
back in 1946 compared with 49,- 
000,000 pounds in 1940. 

“Present day camelback, manu- 
factured of high-grade, American- 
made rubber for use on passenger 
ear tires is far superior to the 
camelback used during the war, 
which was an emergency substitute 
adopted when the war cut off our 
normal supplies of natural rub- 
ber,” the association report stated. 

Increased use of recapping as a 
means of extending the useful life 
of a tire was attributed by the 
association to the immeasurable 
improvement during the war years 
in the camelback treads themselves 
and to improved techniques in ap- 
plying new tread materials to tires. 
Tires retreaded with present day 
materials and by modern methods 
give comparable mileage to new 
tires, the association said. 

Wide use of retreading is found 
among owners of passenger cars, 
trucks, tractors and airplanes, as 
well as on heavy earthmoving and 
hauling equipment using giant size 
tires, because of the economy and 
safety. Owners have learned that 
the worn treads can be replaced at 
a fraction of the cost of a new tire 
with comparable mileage and 
safety of new tires. 


NEW YORK.—wWhile still below 
their normal prewar levels, tire in- 
ventories have increased in the past 
year, the Rubber Manufacturers 
Assn. reported last week as man- 
ufacturers reached the annual hot- 
weather driving peak of tire de- 
mand. 

Reporting on production, ship- 
ments and inventories for the first 
four months of 1947, the association 
said inventories had risen to 4,- 
399,795 units in passenger car tire 
sizes by Apr. 30. 

A year ago, manufacturers’ in- 
ventories in passenger car tire sizes 
stood at 2,411,595 units. Before the 
war, manufacturers’ inventories 
normally ran from seven to eight 
million units. 

Passenger car tire production for 
the four months likewise was well 












From Jan. 1 of this year to Apr. 30, 





Speed Demon! 
Ford Model T Spans Country 
In 4 Days, 9 Hours 


SAN FRANCISCO.—Frank Hoc- 
evar, driving his 1927 Model T Ford, 
arrived in San Francisco just four 
days and nine hours after leaving 
the Times Square Western Union 
telegraph office in New York City, 
to beat a Model T transcontinental 
record set by racing driver “Can- 
non Ball” Baker back in 1926. 

Hocevar, a 56-year-old hoisting 
engineer, has a hobby for motor- 
ing and has been after the Baker 
record since last fall when he 
made the cross country tour in 
six days and a half in the same 
Model T Ford. Baker’s old record 
was five days, two hours and 13 
minutes so Hocevar didn’t even say 
anything about the November trip. 
Bad snowstorms and blizzards de- 
layed him on the other trip. 

“This time in spite of floods in 
the Middle West,” said Hocevar, 
“I came through on schedule. I 
made the trip alone, only stop- 
ping for refueling and to grab a 
sandwich and a cup of coffee at 
the same time.” 

Hocevar reported no trouble with 
the Ford Model T and Clem Pow- 
ell, assistant manager of Ford's 
Richmond district, who welcomed 
Hocevar on his arrival here, said 
that the Model T was standard in 
every respect. 








‘‘Dealers Tell Me,’’ by John O. Munn, is 
an open forum for the expression of deal- 
ers’ 0 
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om @ Violent sex offenses against women and children are files bulge with case histories, to tell the causes and 


found increasing in America—and newspaper headlines almost suggest what your community can do to stop these sor- 


ioe daily tell of these atrocities. Yet sex criminals continue did assaults by sex maniacs. You owe it to your family 
g and | to get light sentences, easy parole, or “another chance.” and your community to read... 


+ ane THE AMERICAN MAGAZINE believes that something 


Byes must be done beyond the mere reporting of the fact, HOW SAFE IS YOUR DAUGHTER? 


red at 


w tire and so we asked F.B.I. Chief J. Edgar Hoover, whose by J. Edgar Hoover 










HOW SAFE IS AMERICA? 


untry 


Month after month THE AMERICAN MAGAZINE goes into 
action to help safeguard America. Whether the threat be to 
the American family, community, or economy, you find it 
exposed and discussed in our pages. 

And millions of other Americans find it, too — 2,500,000 
families, men and women, look to THE AMERICAN MAGAZINE 
each month for authoritative articles by important people 
on important problems of the day. 

These two and a half million American families are alert 
to the problems of making a better life—alert to the products 
that make a better life. 

Dollar for dollar, page for page, no other magazine 
can match the multimillion male-female circulation 
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SEVERAL THOUSAND persons attended the opening of Alien’s ewan an W. War- 


War Factory Purchased 
By National Equipment 
MARSHALL, Tex.— National 
Equipment Co. here recently 
bought the former Continental Mo- 
tors Corp. war plant at Garland, 
Tex., for $800,000. The deal was 
closed with the WAA. 


Detroit Highlanders. Scottish musicians, were among 
comprises 15,000 square feet of floor space, of which more than 





entertainers. 


president of the ngw equipment 
concern. He is president of the 
Sollberger Engineering Co. here. 
The new concern proposes to as- 
semble tractors and other farm 
equipment, officials have an- 
nounced. 


‘‘Dealers Tell Me,’’ by John O. Munn, is 
an open forum for the expression of deal- 


Small Business Plan 


CED Study Group Issues Recommendations 
Designed to Strengthen Position 


WASHINGTON.—A program de- 
signed to strengthen small business 
in its management, in its finance 
and with respect to taxation, and 
to improve competitive opportunity 
is contained in a statement on 
national policy made public last 
week by the Committe for Eco- 
nomic Development. 


The statement, which follows 
two years of study by the CED 
research and policy committee, was 
made public by Paul G. Hoffman 
and Raymond Rubicam. Hoffman 
is president of Studebaker and 
CED chairman, while Rubicam is 
chairman of the research and pol 
icy committee. 


“In releasing the statement at 
this time we do so fully aware of 
the fact that small business, in 
most lines, has been unusually vig- 
orous and prosperous since the 
war,” Hoffman said. “But the boom 
times of 1946 and early 1947 will 
not last forever. 

“As war accumulated backlogs 


competition for markets becomes 
increasingly keen, the curve of 
discontinuances and failures will 
begin to mount. This statement 
takes a long run view of the spe- 
cial problems of smaller enter- 
prises. In so doing we recognize 
that what helps small business 
helps all business and the na- 
tional economy as a whole.” 

The statement declares that the 
No. 1 problem of small business 
is management, and that more 
failures are due to lack of skill 
in running the enterprise than to 
any other single cause. The com- 
mittee makes several recommenda- 
tions to solve this problem. | 


It proposes that manufacturers, 
suppliers and trade asociations in- 
crease their technical aids to small 
business, that community organiza- 
tions widen their services and that 
colleges and universities set up 
special training courses in this 
field. Continuing research in the 
field of small business and ex- 





J. N. Laughlin has been named ers’ opinions. 


panded service to it by the De- 








Typical example: the B. F. Goodrich 
tire that outwears prewar tires - 


me always a chance that any 
tire, of any make, will roll up an 
impressive mileage if all factors are just 
BO But it’s more than chance when 
all four of the tires on a car used for 
hauling on gravel roads deliver over 
30,000 miles each—and are still going 
strong. 

Let Bill Hamilton, who drives for the 
Pacific Guano Company, Berkeley, Cal- 
ifornia, tell the story in his own words: 

“My territory was in a farming area. 
Many of my miles were over gravel and 
dirt roads. My four B. F. Goodrich 
Silvertown tires took an awful beating, 
for I traveled better than 1,000 miles a 
week, hauling a sack loader behind the 


car. Despite these conditiois, my B. F. 
Goodrich tires have covered over 30,000 
miles each. There still remains enough 
tread for several thousand miles more, 
but since the weather is wet, I will take 
no chances and will recap them now.” 


Pipe in hand, Mr. Hamilton appears 
above, pointing to one of these 30,000- 
mile tires. He concludes, “I have re- 
ceived nearly half again as much mile- 
age from these tires as I did from pre- 
war tires. 


One reason B. F. Goodrich tires out- 
wear prewar tires is that the tread is 
wider and flatter. This improved tread 
supports the weight more evenly, 
spreads the wear, absorbs the pounding 


of rough roads. Today we are receiving 
letter after letter from pleased B. F. 
Goodrich owners telling us that this 
wider tread works out as well in prac- 
tice as it does in theory—gives more 
miles of service than any prewar tire 
they ever owned. 

If you need tires, it’s probably good 
news to you to know that your B. F. 
Goodrich dealer now has most sizes 
right in stock. You can probably get 
tires right off his rack without waiting 
The B. F. Goodrich Company, Akron, Ohio. 


B.E Goodrich 


PIRST IN RUBBER 


|partment of Commerce also are 


recommended to improve the lev- 
els of management. 

In the field of financing, the 
statement points out that the big- 
gest problem of small business is 
long term credit and equity cap- 
ital. It also states that while in 
times of prosperity most small 
businessmen receive all the short 
term financing they can reasonably 
use, small business needs assur- 
ance that its credit sources will not 
dry up in emergencies. 

The report suggests that bank- 
ers’ associations prepare credit 
manuals and expand counseling 
services to assist small enterprises 
in their financing operations. It is 
recommended also that financing 
institutions engage actively in the 
formation of financial companies 
which will invest in small or new 
concerns. 

Belief is expressed that the 
federal government should avoid 
subsidies, direct loans or unre- 
stricted guarantees on commer- 
cial loans to business, except in 
periods of grave emergency. The 
report declares “it is important 


needs of private business un 
all ordinary circumstances.” 

On the subject of taxes the com- 
mittee favors reforms in those 
present provisions of the taxing 
system which are harmful to all 
business but which, in its opinion, 
bear on small business with special 
severity. The committee does not 
advocate creating tax privileges in 
favor of small business as a class, 
but points out that the need of all 
business is for risk capital and that 
the soundest sources for such cap- 
ital are individual savings and the 
plowing back of earnings into the 
business. 

It is recommended that as rap- 
idly as is consistent with the main- 
tenance of high employment and 
production without further infla- 
tion there should be a general re- 
duction in both business and per- 
sonal income taxes. Corporate and 
non-corporate business should have 
the right to carry forward losses 
from business operations to apply 
against subsequent earnings for 
a period of six years, the state- 
ment says. 


Other recommendations are that 
taxpayers should be permitted to 
average their income tax over a 
period of years to reduce present 
discrimination against those with 
irregular incomes, that greater 
latitude be given for depreciation 
and that double taxation of cor- 
porate income be eliminated. 


Voluntary action by business, 
large and small, it is contended, 
can do much to promote free and 
fair competition and to strengthen 
small business. Removal of barriers 
to interstate trade is urged, also 
the abolition of arrangements with 
other firms or with labor unions 
to limit competition or to shut out 
new products, also that tie-in sales 
and other monopolistic practices 
be stopped. 


The committee says that trade 
associations can help important- 
ly by emphasizing measures to 
better the position of small busi- 
ness, such as grouping of re- 
sources for more effective mer- 
oo buying, advertising, 
e 
Finally it offers as one of its ma- 
jor recommendations that the ex- 
isting federal legislation relating to 
competition and business practices, 
such as the Sherman Anti-Trust 
Act, Miller-Tydings Amendment, 
Clayton Act, Federal Trade Com- 
mission Act, Robinson-Patman Act, 
etc., be reexamined and recast to 
clarify objectives and insure con- 
sistency in the application of rea- 
sonable principles and methods to 
further these objectives. 

Along with the clarification of 
federal legislation, the committee 
recommends a reappraisal of cur- 
rent state and local legislation 
which under the guise of prevent- 
ing u..fair competition may deny 
competitive freedom and force sub- 
terfuges that are especially damag- 
ing to small business. 

An improvement in employe se- 
curity programs of small business 
and a general study of manage- 
ment-labor relations with respect 
to small business are also recom- 
mended. 


Interesting items in Bob Finlay'’s adver- 
tising column. 
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Evans Announces 
New Combination 


Heater, Defroster 


PLYMOUTH, Mich.—Completion 
of engineering and release to pro- 









‘|gold enamel 
-|chrome. Five adjustable heat out- 
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| 
duction of a _ heater - defroster) 
termed super deluxe for both pas- 
senger cars and truck cabs is an-| 
nounced by A. R. Lintern, man- 
ager of the Thermo-Aire division 
of Evans Products Co. The Evans 
Airfoil fan is featured with the 
product. 
The heater-defroster, designated 
Model MD-10, is finished in autumn 
and trimmed with 


lets permit directional control of 
heat to driver or passenger. The 
heater case is aluminum. The ex- 
tra-large core is heavy gauge brass 
with copper heat transfer surface. 

The Airfoil fan, molded of dur- 
able bakelite, the manufacturer 
states, cannot go out of balance. 
Its design, based on aerodynamic 
principles, makes possible delivery 
of maximum amount of air from 
a limited space, according to 
Evans. 


The heater-defroster has three 
fan speeds. Low is used for mild 


weather operation, normal for ordi- | - 


NEW SUPER DELUXE heater-defroster| nary winter conditions and high 
manu 


by Thermo-Alire division, 
Piymouth, Mich., fea- 
enamel 


tional heat outlet doors permit exact ad- 


for conditions requiring extreme 
defrosting capacity. 


justment of heat flow to meet driver and There are profit-making opportunities in 


passenger needs, it Is said. 


AN Want Ads. See inside back cover. 
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"Or, OU— WHEN WE HANGS TWAT TAG ON Yun HE 
AIN'T HAPPY ABOUT SOMETHING. “ 


Seneca Motor Sales 


A business name has been filed 
for the Seneca Motor Sales, 2666-72 
Seneca St., Buffalo by Agnes R. 
Drumsta. 


| 





Calls for Contract Respect 


GM’s Seaton Says Labor Illwill Will Cease 
If Terms of Agreement Are Honored 


| SARANAC LAKE, N. Y.—Build- 
| ing respect for the terms and pro- 
| visions of the union contract is the 
first and most important step 
toward securing good industrial re- 
lations and the harmonious day- 
by-day administration of that con- 
tract, it was declared by Louis G. 
Seaton, director of labor relations 
of General Motors, at the five-day 
industrial relations institute held 
here recently by the National Assn. 
of Manufacturers. 

| “Both parties to a labor contract 
{must have a clear understanding 
of the terms and provisions of the 
|agreement in all its ramifications,” 
|Seaton declared. “Equally impor- 
|tant is the sincere acceptance of 
|the spirit and intent in which it 
was written so as to foster amica- 
ble relations. 


“In administering the contract, 
there should be no chance of mis- 
interpretation and no compromise 
of either the rights of employes 
or employers. The fair day-to-day 
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Superior Brake Drums: 


Kelsey-Hayes scientifically developed brake drums are defi- 
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@ Greater dissipation of heat 
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administration of union agree- 
ments, with full consideration to 
the human elements, is the foun- 
dation for good labor-manage- 
ment relations. 

“If the union and its representa- 
tives, together with all manage- 
ment members, including the first 
line of supervision, will abide by 
and observe in good faith the spirit 
as well as the letter of the con- 
tract, there will be few, if any, ‘in- 
cidents’ to interrupt production, 
create illwill and destroy coopera- 
tion in the plants.” 

Unity and teamwork between all 
members of the management group 
can be strengthened to the benefit 
of all the public, C. F. Hawker, 
vice-president in charge of manu- 
facture of Armstrong Cork Co., 
tokd the business and industrial 
leaders attending from 33 states. 


Greater plant efficiency, which 
means lower prices to the con- 
sumer, will result if all manage- 
ment members including foremen 
are given proper authority and 
prestige, he said. 

Other discussion leaders included 
Dr. Ralph Robey, chief economist 
of the NAM, who warned that with 
workers under constant barrage of 
“misinformation and half-truths” 

| from labor unions seeking to dis- 

credit management’s good faith, it 
is imperative for employers to 
make crystal-clear their genuine 
concern for the welfare of their 
employes. 

“Unless employes understand 
far more than they do now about 
the simple economic facts and 
get to know and trust their man- 
agements,” he said, “it may very 
well be management has 
lost, by default, the confidence 
and respect, the cooperation and 
goodwill of its employes.” 

Production in the average Amer- 
ican plant could be “increased tre- 
mendously through sound wage-in- 
centive plans,” it was declared by 
J. R. Bailey, supervisor of manage- 
ment engineering for E. I. du Pont 
de Nemours & Co. 


“Much of the controversy over 
wages could be. eliminated by a 
sound wage and salary program 
which is thoroughly accepted by 
employes,” he said. 

a + * 


‘Pattern’ Wage Pacts Hit 


By U. S. Steel Executive 

NEW YORK.—Use of wage agree- 
ments in key industries as patterns 
for the rest of the country can 
heighten industrial mortality and 
encourage unemployment, John A. 
Stephens, vice-president in charge 
of industrial relations of United 
States Steel Corp., warned at a con- 
ference here of the American Man- 
agement Assn. 


“Uniform wage increases in all 
segments of the economy may ac- 
centuate cost rigidity, render haz- 
ardous the affairs of many enter- 
prises, discourage new ventures 
and increase the vulnerability of 
the economy,” he declared. 


Discounting the bellwether 
status accorded steel industry 
agreements, he asserted that col- 
lective bargaining not conducted 
as an intimate process and with 
full regard for the individual cir- 
cumstances is wrong. 

Stephens praised the United 
Steelworkers of America-CIO, say- 
ing that in it “we think we see a 
union increasingly concerned with 
removal of basic causes of diffi- 
culties in the administration of 
labor agreements.” To aid in the 
continuing development of sound 
industrial relations, however, rea- 
sonable legal regulation of union 
power and competitive tactics is 
needed, he added. 


Gettysburg (Pa.) Motors 
Expanding Facilities 

Gettysburg Motors (Chrysler- 
Plymouth), Gettysburg, Pa., has 
announced intentions of building a 
large combination service station, 
garage and display room. 

Gienn C. Bream, president, also 
stated that a real estate develop- 
ment would adjoin the plant. 
Bream entered the automotive field 
in 1935. 
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OMAHA.—The number of fam- 
ilies owning cars in the Greater 
Omaha market has decreased by 
3.1 percent in the last two years, 
a consumer analysis by the Omaha 
World-Herald showed last week. 

The survey, patterned after that 
developed by the Milwaukee Jour- 
nal, found that 49,855 families own 
cars now, or 60.2 percent of the 
grand family total. This compares 
to 58,724 families two years ago 
and 53,392 last year, or 70.9 per- 
cent and 63.2 percent respectively. 

Other results of the automobile 
portion of the consumer question- 
naire were as follows: 


A single-color car is preferred 
by 82.4 percent of Omaha men 
and 83.2 percent of the women. 
Black is the favorite color of 
47.3 percent of the men and 43.2 
percent of the women. 

Almost 80 percent of the car 
owners buy gas at one station most 
of the time. 

A third of the owners report 
they need new tires now, with 48.3 
percent of those so reporting being 
in need of two tires. 

Three-fourths of the car owners 
used branded anti-freeze this year, 
compared to 83.1 percent in 1946. 


Standard Red Crown was the 
gasoline preference, claiming 24.3 
percent of the drivers polled. Phil- 
lips 66 was second with 22 percent. 

Phillips 66 led the field in motor 
oils with 13.3 percent. Mobiloil had 
13 percent and Quaker State 11.5 
percent. 

The most popular anti-freeze was 
Prestone, whose 45.4 percent was 
followed by Du Pont Zerone and 
Du Pont Zerex. 


Market families classified in 
the high income bracket record 
the largest automobile owner- 
ship this year, the World-Herald 
said, with 74.7 percent—a de- 
crease since last year of 8.1 per- 
cent. 

The smallest ownership decline 
was registered by families of the 
upper middle income group—3.4 
percent. The lower middle earnings 
group showed a drop of 12.8 per- 
eent, while the largest decrease 
was recorded by the low income 
bracket, 14.1 percent. 

There are 23 brands of gasoline 
sold in the Greater Omaha mar- 
ket, it was found, compared to 18 
last year. Standard Red Crown, 
which copped top preference hon- 
ors this year, placed second in 
1946 behind this year’s runner-up, 
Phillips 66. 

The number of motor oil brands 
sold in the Omaha area rose nearly 
two-fold over last year. There are 
63 different types of oil on the 
market here now, as against 33 
last’ year. 

Only 154 percent of the men 
polled expressed preference for 
two-tone cars. A slightly greater 
number of women—16.4 percent 
—indicated a desire for more 
than a single hue. 

Of the men favoring a solid 
color, the preferences ran as fol- 
lows: 

Black, 47.3 percent; blue, 18; 
maroon, 15.3; green, 8.5; gray, 7.9: 
brown, 1.5; yellow, 0.5; others, 1.5. 

A score of two-tone combinations 
were listed by both men and wom- 
en preferring a color duet. The 
five leaders for the men were two- 
tone blue, 20.3 percent; two-tone 
green, 18; two-tone gray, 16.3; two- 
tone maroon, 10, and blue and 
gray, 7.8. 

Black, 42.3 percent; maroon, 


Pa. Bridge Purchase 


Considered by House 


Passed by a vote of 50 to 0 in 
the Senate, the Taylor-Wade bill 
to change Pennsylvania’s constitu- 
tion to permit the state to buy 
the 10 remaining toll bridges with 
motor license funds has been sent 
to the House. 

The proposed change will require 
approval by the House, re-passage 
by the 1949 legislature, and then 
adoption by the voters in a state- 
wide referendum before it may be- 
come effective. 





. It costs you about a penny-a-day to 
keep abreast of the automotive news—bet- 
ler renew NOW! 


Auto Survey in Omaha 


Family Ownership Dips 3.1% in Two Years; 
Color Choices Also Determined 
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20.6; blue, 19; green, 8.3; gray, 7.4; 
brown, 0.8; yellow, 0.4, and others, 
| 1.2. 

Two-tone green was the leader 
| among women favoring two colors, 
|taking 19.4 percent of this ballot. 
| Following were: 

Two-tone blue, 15.7 percent; two- 
|tone gray, 14.1; two-tone maroon, 
10.1; blue and gray, 7, and two- 
tone brown, 6.8. 

The survey showed that 20.9 per- 
cent of the car owners need one 
new tire now; 48.3 percent need 
two; 8.3 percent need three; 17.3 
percent need four, and 5.2 percent 
need five. 
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Stinson Deliveries 


Pass 3,000 Mark 

BANDERA, Tex. — Deliveries 
of four-place Stinson personal 
aircraft reached the 3,000 mark 
June 29 as Col. Jack Lapham, 
owner of the famed Flying L 
ranch here, received a new Fly- 
ing Station Wagon from Wil- 
liam H. Klenke jr., Stinson gen- 
eral sales manager. 

Klenke disclosed that Stin- 
son’s 18-month production rec- 
ord is equivalent to the total 
number of four-place personal 
aircraft produced by the entire 
industry during the six years 
prior to the war, according to 
statistics of the Civil Aeronau- 
tics Administration. The 3,000 
Stinsons represent a dollar-vol- 
ume of almost $18,000,000, he 
added. 





‘Another Record 3 


In Truck Registry 
Likely for April 
DETROIT.—New truck registra- 
tions for April appear headed for 
another record-breaking month, 
and may surpass 80,000 units when 
registration tabulations for all 


states are completed, R. L. Polk 
& Co. reported last week. 

A record-breaking month was es- 
tablished for March when 79,344 
new trucks were titled, surpassing 
by nearly 5,000 units the previous 
alltime high of 74,708 units, set in 
October, 1946. 

On the basis of returns from 39 
states, new truck registrations for 
April totaled 60,426. The states tab- 
ulated represent normally 72.64 per- 
cent of the U. S. total, and if pres- 
ent ratios hold, registrations will 


ACME 538 
PRIMER 
SURFACER 


2 15 


pass the 80,000 mark for the first 
time in the history of the trucking 
industry. 

New passenger-car registrations 
for 43 states in April totaled 244,812 
units, with indications that when 
all states are tabulated more than 
275,000 new cars will have been 
registered for the month. 

Preliminary figures on new pas- 
senger car registrations for May 
foretell that registrations may even 
go higher, with a possibility of 
surpassing 300,000 units. 


Wiggins and Kingston Opens 
For De Soto in Fla. 


Wiggins and Kingston (DeSoto- 
Plymouth), Fort Myers, Fla., with 
10,800 square feet of floor space, 
held its formal opening recently. 

The entire building is fireproof 
and has three service entrances 
covered by. electrically-controlled 
sliding doors. 





- « « and each job is well begun! 
KLIX dissolves hard, embedded wax. 
KLIX brings up wax, grease, and 

road film for easy wiping off. 
KLIX prevents swelling of the new 

finish over sand scratches. 
Works fast; cleans thoroughly. Costs 
very little; 1 gallon does 12 to 15 big 
car jobs. 


ACME 
RUBBING 
COMPOUNDS 


ACME 45 for hand-rubbing and 
polishing SYNTHETIC ENAMEL. Con- 
tains finest of abrasives; absolutely 
scratch-proof. Water base. 

ACME 48 for hand-rubbing and 
polishing LACQUER. Brings up the 
dull irregular surface to a smooth 
lasting lustre. Cuts fast. No wax; has 
a water base. 

ACME 49 for use with polishing 
wheel on lacquer surfaces. Water 
base. Cuts and polishes rapidly in 
one operation. 

KEEP ALL THREE ON HAND! 


ACME WHITE LEAD 


it dries to sand in 
record-breaking time 
with excellent adhe- 
sion. It sands easily, either wet or 
dry; feather-edges smoothly without 
breaking. Has unexcelled adhesion to 
either old finish or bare metal; holds 
out the color with full natural lustre. 


COLOR EYE 


Matches colors accurately; 
quick and easy to use. For 
your small spot jobs, you 
mix only what you need. No 
waste, no time lost waiting 
for deliveries, no partly 
used cans cluttering up your 
shop. A LIMITED NUMBER 
NOW AVAILABLE. As illus- 
trated: 3012” high with for- 
mula book and ACME basic- 
tinting colors. Send for full 
information. 


& COLOR WORKS - DETROIT, 11 
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AUTOMOTIVE PAINT PRODUCTS 
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AUTOMOTIVE WASHINGTON 


U.S. Aid Extension Paves 
Way for Road Program 


By William Ullman 
Washington Correspondent 


POSTWAR DEVELOPMENT of state highway systems 
to the full extent contemplated by Congress in the Federal- 
Aid Highway Act of 1944 has been made possible in an 


amendment to that law, signed by President Truman, giving 
the states an additional year in which to qualify for funds 


made available by Congress 
for highway construction in 


the first three postwar years. 
The Highway Act of 1944 allocated 
$500,000,000 a year for each of the 
three years directly following the 
war. 

Without the extra period of 
grace, made possible by the amend- 
ment, more than $150,000,000 in fed- 
eral aid could have been lost on 
June 30, 1947, for permanent, vital- 
ly needed road construction and 
improvement throughout the coun- 





William Uliman 





built or p'anned 
today under the, 
act, particularly 
around cities, are 
designed as parts 
of projected high 
capacity, modern | 
road systems ex- 
pected to meet 
traffic needs for 
many years to 
come. 

Since the origi- 
nal legislation was 


trv. _Many of the highways being! enacted while the war was still in 


progress, the tremendous difficul- 
ties of converting to a large-scale 
highway program could not be 
foreseen. 

During 1946, the first full year 
of peace, material, equipment and 
manpower shortages for highway 
construction were severe. Also, 
many state highway departments 
voluntarily deferred hiv~hwavy pro- 
grams in line with the President’s 
request for a moratorium on pub- 
lic works until the materials situ- 
ation improved. 

Materials are now in more 
plentiful supply and new con- 
striction equipment has become 
available. The highway con- 
tractors of America are now in 


| a position to use their full skill 


and ability to build the roads 
the country needs, from six-lane 
controlled-access highways de- 
signed to meet the needs of large 
volume of heavy traffic into met- 


| ropolitan centers, to secondary 


roads reaching out to agricultural 
areas. 

The conditioning, rebuilding and 
modernization of existing main 
roads, a task that largely had to 
be deferred during the war, will 
continue for an indefinite time into 
the future. 

Public Roads Administration offi- 
cials estimate that 65,000 miles of 


highway are in need of reconstruc- 
tion and that many thousands of 
miles more of highway must be 
stepped up to the four-lane design. 
The majority of arteries into cities 
need redesigning to meet present 
and expected traffic needs. 

In the opinion of Managing Di- 
rector H. E. Foreman of the Asso- 
ciated General Contractors of 
America, the time lost in transi- 
tion from war to peace can be 
made up and the three-year na- 
tional program, the first postwar 
step toward building the essential 
projects needed to relieve traffic 
congestion and make highway 
transportation safer and more effi- 
cient, will be completed on schedule. 

* * - 


Motorists Again ‘Fed Up’ 
With Traffic Congestion 


BACK IN 1920, when the na- 
tion really began to take to wheels, 
motorists were impatient. Road 
builders had to build roads simply 
and quickly to link cities and con- 
nect centers of population. There 
was no time for future planning. 
And highways that were construc- 
ted for the Model T can’t do the 
job today. 

And so again the motorist is im- 
patient. He’s fed up on traffic con- 
gestion. He doesn’t want to drive 





THE MAN AT THE WHEEL 
TELLS THE MAN NEXT DOOR 


Few salesmen can be more convincing than a proud owner. 


In a nationwide poll, the vast majority of new De Soto 


owners said, “De Soto is the best car I ever owned, regard- 


* Tess of 


>? 


price! 


These thousands are saying the same thing 


to their neighbors. Echoed from coast to coast, this tribute 


to a great car is helping to build brilliant futures for every 


De Soto-Plymouth Dealer. 





TIP-TOE HYDRAULIC SHIFT and gyrol FLUID DRIVE 


LET YOU DRIVE WITHOUT SHIFTING 


DESOTO 





his new car over outmoded roads. 
It costs him more. He wants to be 
safe when he’s driving and he’s 
driving all the time—everywhere. 
And when we add it up, it means 
we've got to rebuild our roads and 
streets. 

The mileage that carries most 
of the traffic and is responsible 
for most fatalities demands first 
attention. Our state highway sys- 
tems have some 338,000 miles of 
primary roads in which the fed- 
eral-aid system is included. 

The primary federal-aid system 
comprises 231,285 miles, approxi- 
mately 7 percent of the total high- 
way mileage in the*United States. 
This is the system we use most. 
On this system, including rural 
sections and city connecting routes, 
we run up about 35 percent of all 
our mileage. 

Although 60 percent of this mile- 
age has been improved with fed- 
eral funds, more than half of it 
needs reconstruction to safer stand- 
ards. Replacing existing highways 
and the additional surfacing of 
roads needed on the system will 
require a continuing program of 
16,000 miles a year. 

Despite some early predictions to 
the contrary, the 1947 highway con- 
struction program is showing im- 
provements over 1946. According 
to late estimates by Federal Works 
Agency, the highway construction 
expenditures for 1947 will approxi- 
mate $1,250,000,000. This compares 
with $706,000,000 for 1946. Contracts 
awarded for the first quarter of 
1946 totaled $113,068,000 and com- 
pare with $161,367,000 for the same 
period in 1947. 

State highway contracts for new 
construction for the first quarter 
of 1947 amounted to $137,000,000 
which was 45 percent above that 
of the corresponding 1946 period. 
The value of federal aid contracts 
showed an increase of one-third 
over the total of a year ago. 
County and municipal highway and 
street contracts showed an increase 
of 30 percent. 

* 


* * 


Tire Industry Heading 


For 2nd Sales War 


HABITS OF motorists probably 
| have been influenced in favor of 
tire retreading and longer use of 
inner tubes as a result of war con- 
servation practices. If so, they will 
not be so ready as formerly to 
buy a new tire or tube if an old 
|one will provide further econom- 
ical service. 


However, there is an encouraging 
prospect for large sales of new 
| cars calling for original-equipment 
| tires. But the rubber-manufacuring 
industry—-which never used 90,000 
|long tons of new rubber in any 
| month until late 1946, and which 
| averaged 94,602 tons monthly in the 
| fourth quarter of 1946 and 98,939 
|tons monthly in the first quarter 
| of 1947—-has recently operated at 
| an alltime high record which can- 
| not reasonably be expected to be 
naintained. 


A listing of statistics, showing 
U. S. production of automobile 
casings in the period 1910 through 
1946, fails to portray the strivings 
of businessmen who established 
over 300 tire - manufacturing 
plants in the U. S. where, today, 
only 26 companies with factories 
in 40 cities in 18 states handle 
the entire business. 

The period between the two wars 
was one of intense competition, 
failures, mergers and financial 
| headaches—a period in which, in 

the 1920s, the international agree- 
| ments restricting plantation-rubber 
| production with the objective of 
| improved prices for the commodity 

played an important part. The com- 
petition between tire producers 
made for rapid improvement in 
tire construction and design as well 
by for low prices of tires. 


| MceQuay-Norris Leases 


'Atlanta Warehouse 
ST. LOUIS.—McQuay-Norris 


| Mfg. Co. and King Quality Prod- 


ucts Co., with headquarters here, 
have leased 7,500 square feet of 
warehouse space in Atlanta, Ga., 
for a period of five years and have 
opened a factory branch at 690 
Murphy Ave., S. W. 

Robert Schrader is manager of 
the Atlanta warehouse and ship- 
ping service and Glenn L. Moore 
is sales representative. 





You get the best results in our Classified 
Section, inside back cover 
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THIS NEW BOOK LISTS AND DESCRIBES READY-BUILT 
INDUSTRIAL FACILITIES WHICH ARE AVAILABLE NOW 


Send For Your Free Copy Today 


This new, revised, up-to-date edition of the Plant-finder 
can be a big help to American industry, big and little. Espe- 
cially right now. 

Building materials are still short, equipment deliveries are 
slow and other new-construction “headaches” continue to 
delay or block the establishment of new enterprises, parent 
plant expansion plans and branch manufacturing or distribu- 
tion relocation programs. 

Many industrialists and management executives have 
already solved their problems by purchase or lease of Gov- 
ernment-owned surplus industrial facilities—quickly, easily 
and at sound competitive costs. But there still are hundreds 
of good, usable, strategically-located properties immediately 
available. 

Check and investigate the many desirable plants and facili- 
ties listed and described in the new Plant-finder. One—or 
more—of these may be just right for you, or readily adaptable 
to your needs. Write for your copy of the Plant-finder today— 
to the address shown below and on your Company letter- 
head, please. 


x 








HIGHLIGHTS 


The new 200-page Plant- 
finder 


—describes many immediate- 
ly-available properties; in- 
cluding Chemical and 
Light Metals Plants, Iron 
and Steel Plants, General 
Manufacturing Facilities, 
Utilities and Maritime 
Properties 


—lists others which may 
soon be made available 


—indicates many additional 
facilities now under lease 
that may be purchased 


—is indexed and cross-in- 
dexed for your conven- 
ience; by products or 
functions, by states and 
sizes. 









WAR ASSETS ADMINISTRATION 


OFFICE OF REAL PROPERTY DISPOSAL 


ROOM 137 + 131 INDIANA AVENUE - WASHINGTON 25, D. C. 1236-T 


DETROIT PUBLIC LIBRARY 
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The Other Side of the 


MR PALNTCAN, I'D LIKE ro 
HAVE YOU LETTER THIS 
SIGN FOR ME. 1'M STARTING 


A SAFETY FIRST CAMPAIGN 
THESE 
KS? 7 
~ SPD >) 
@ 
& 











Mexico Receives 
Auto Deal Loan 


DALLAS, Tex.—Dallas Rupe & 
Son, Dallas investment banking 
firm, has announced the comple- 
tion of loan arrangements to the 
Mexico City firm of Financiera Y 
Fiduciaria Bush, 8S. A., to finance 
the purchase of approximately 
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Picture 


BY GOLLY, THIS OUGHT TO 
HELP STOP TH' ACCIDENTS 


' $2,000,000 worth of motor vehicles 


by Mexico. 2 


Arrangements for the loan were 
completed after a series of con- 
ferences, both here and in Mexico, 
between officials of the Dallas firm 
and Pablo Bush, who heads the 
Mexico City firm and who is un- 
derstood here to be the head of 
Mexico’s largest Ford distributing 


company. 





Temperature and oil dial 


ns | 


Fruehauf | 
New Fla. Branch | 
JACKSONVILLE, Fla. — Frue-| 


hauf Trailer Co. announces the} 
opening of a new factory sales 
and service branch here at 1422 
King’s Road. E. E. Springer is 
branch manager. 


et UCM la LL 








(Cartoonist Kempf, a Willys dealer, welcomes suggestions for his week- 
ly cartoon strips. Write him care of Kempf Motor Co., Kearney, Neb.) 





Denver Paper Tells 


DENVER.—Robert L. Chase, 
writing in the Rocky Mountain 
News, recently went a little deeper 


than usual into new-car resales. He 
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Beauty 47 WORK ... on another new car 
with Du Pont ‘“LUCITE’”’ 


ply , temperature and other driving essentials. 


On 15 different makes of new cars 
there are 58 separate parts made of 


Du Pont “‘Lucite’’ 


The parts shown here are on one of these new 
cars. Here is a practical kind of beauty— 
practical because the optical properties of 
“Lucite” and its ability to edge-light help 
provide the driver with instant answers to 
urgent questions concerning speed, fuel sup- 


Byer Tumi 


Parts shown above molded by: Hoosier Cardinal Corporation, Evansville, Ind., 
(horn button); The General Industries Co., Elyria, Ohio, (temperature and oil, gasoline 
and ammeter and speedometer dials); Erie Resistor Corp., Erie, Pa., (indicator dials). 

































And in addition, ‘‘Lucite’”’ acrylic resin 


retains its beauty and its clarity 


for years. 


For ‘‘Lucite”’ resists moisture, sunlight, and 
weathering. It has high tensile and flexural 


strength. 


Du Pont ‘‘Lucite’’ is available in your 
choice of colors or in colorless transparency . 


Write for booklet, ‘‘ Heat-Resistant 


‘Lucite,’” 


E. I. du Pont de Nemours & Co. (Inc.), 
Plastics Dept., Room 217, Arlington, N. J. 


*REG. .U S. PAT. OFF. 
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Gives Dealers’ Side 


By Fred Kemp} 





Fit. 1 0" e =z 





Public How Dealers 


Feel About New Car Resales 


said that a lot of strange things 
are happening in the world today, 
but he considers that one of the 
screwiest is the spectacle of a mo- 
torist buying a “slightly used” auto- 
mobile for $500 to $1,000 above the 
list price new. 


The reason, of course, he 
points out, is the big gap be- 
tween the number of automo- 
biles coming off the assembly 
lines and the number of cus- 
tomers lined up with dough in 
their hands. 


He said further: 


“But I thought we ought to find 
out how automobile dealers feel 
about this whole business. So I 
asked Charles Hover, Hover Mo- 
tors, Ford, president of the Den- 
ver Automobile Dealers Assn., and 
Tom Braden, secretary of the or- 
ganization. They’ve heard all 
about it and, brother, they find 
it a big headache. I got the im- 
pression it makes them very un- 
happy to see automobile custom- 
ers cheerfully handing over the 
extra dough for the same cars—a 
few hundred miles newer—which 
the association members would 
like to have on their sales floors. 


“They think most of these ‘black 
market’ cars are being driven in 
here from the East and Middle 
West—where the situation is even 
more of a migraine than it is 
around here. But that isn’t the only 
source of supply. 


“Once a car has been sold to 
a customer, the dealer has no 
further control over what hap- 
pens to it. If it turns up a few 
days later with a racket price 
tag, about all the original deal- 
| er can do is rm and fret— 
and take anoth k at the or- 
ders he can’t 

“The association members are 
pledged to try to restrict sales to 
legitimate buyers, who have no 
resale plans. They offer to get the 
license, arrange the title and at- 
|tach the license plates. Anybody 
who doesn’t want this service is 
|a@ suspect. A daily list of car sales 
is issued to dealers by the asso- 
ciation to aid in spotting any re- 
sales tendency on the part of any 
prospective customers. 


“State laws and city ordinances 
which prohibit a new-car dealer 
from advertising a new auto of a 
}make he does not handle and pro- 
| hibiting used-car dealers from ad- 
| vertising for sale any new cars 
|help a little bit. But they don’t 
| touch 1947 models which have been 
|driven far enough to make them 
|‘slightly used’—and that doesn’t 
| have to be very far.” 

Chase, in his story, also calls 
attention to the fact that there 
has been some “squawking” in 
Denver that the only new cars 
for sale come equipped with 
everything from a compass to a 
windshield spray—all neatly 
priced. Denver dealers, however, 

| say this isn’t so, but they do 
like to sell accessories. 


| “The unhappiest guy I saw,” 
|continued Chase, “was a Ford 
| dealer, who has just seen a 1947 
convertible coupe. He didn’t have 
any fault with the car, which lists 
jat $1,600. But the price tag on 
this ‘slightly used’ version was 
$2,600.” 


— 














‘Dealers Tell Me,’’ by John O. Munn, is 
an open forum for the expression of deal- 
ers’ opinions. 
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LADIES HOME JOURNAL 
*"TaAE BEavuTY AN®D DISTINCTION orf custom CAR STVYLIUIne* 


_atat/ 


SAYS—OF THE KAISER AND THE FRAZER— 
“SMART, COSMOPOLITAN STYLING” 


Miaxinansan furs forecast the trend of tashion, command the patrongge of 
smart women from all over the world, His lavish creations reflect his long 
European experience and sure taste in design. “! am glad to learn that 
postwar motor cars will have a more simple elegance of line,” he said. “The 
new KAISER and FRAZER will appeal to discriminating women everywhere 
For here is smart, cosmopolitan styling. These cars ‘look the part’t” 











hings 
oday, 
f the 


| mo- 
auto- 
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a 7) 
KAISER a FRAZER 


Kt is true that the new functional beauty of the KAISER and the FRAZER 





find has an irresistible appeal to all women who insist that their motor 
vars he as up-to-date as thew apparel. There are atyles in autometiles, and 
the postwar style trend has been established by these completely new 
creations, with their fashionable exterior and interior color schemes and A fabalows sate sole 


the appointments. Remember. more people see your car than see your home! ov 


PS The Katsen Hyd the FRAZER are beautiful in Per Hoggan, bese 
i 


oors. d RAISER -FRAZER CORPORATION, WiLtOow FUN, MICHIGAN 


E | ity? on Kaiser-Frazer 


v0dy 
Pov In June, Kaiser-Frazer joined the growing 
SSO- 


re- number of automobile manufacturers who recognize the differences 

any 

wa between men and women and advertise accordingly. 
— 2 A new Kaiser-Frazer advertising campaign in four-color pages is 


of a 
pro- 


ad- addressed specifically to women. This advertising speaks their 


on't own language, with the accent on style, beauty, luxury —uses a 
sn't special sales strategy, totally unlike that used in selling to men. 
alls And then Kaiser-Frazer sees to it that the greatest 


b magazine audience of women anywhere (4,600,000 of them) will see 





ya this campaign in their favorite magazine. 


‘ 
. 
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A Smashing Iriumph breets~ 
VROLET 





Ww 
ie a 
; 
int od ed 
were introquced... 
Smashing advertisements in local news- 
papers broke the big news throughout 
America. The Chevrolet truck program 
was launched! 
= 





National magazine advertis- 

ts ing backed up local advertis- 

ks tha ing. This powerful two-page 
e ures spread was the opening gun 
\\ qnes© fea! +. A\ in the borrage. 





"s highways and 
is advertising support 
rf smashing triumph! | 





* TRUCKS 
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s- New Advance-Design 


Not long ago America’s truck owners sat up and took 
notice. 

There was news in the making! America’s leading 
truck builder was introducing a new line of trucks to 
the world of commercial transportation. 

That announcement was the opening gun in a full- 
scale advertising campaign—the kind of advertising 
support that holders of the Chevrolet franchise can 
count on when a new Chevrolet product “hits the 
showroom.”’ 

With this thorough backing, Chevrolet dealers really 
opened the eyes of truck buyers. They raised the 
curtain on a complete line of great new Chevrolet 


with the Cab 
that Breathes 


trucks, including tractor-trucks and _ special-equip- 
ment chassis. They demonstrated such revolutionary 
Chevrolet developments as the cab that “‘breathes,’’* 
to bring new comfort and safety to drivers. They 
showed how advanced engineering had set a new 
standard of truck values, with new features, greater 
strength and durability, scores of improvements. 

Truck buyers saw .. . and were sold. The new Chev- 
rolet trucks were launched in a smashing triumph. 
And the men who deal in “Transportation Unlimited” 
for business, industry and agriculture recognized 
“opportunities unlimited” in this latest product of 
Chevrolet. 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 


*“Fresh-air heating and ventilating system optional at extra cost. 


__ | 
CHEVROLET ey 
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Auto Personnel 


Koppers Vice-Presidency 
Goes to Gen. Minton 


Brig. Gen. Hugh C. Minton, pro- 
duction manager of Koppers Co., 
Inc., has been appointed a vice- 
president of the company, it is 
announced by Gen. Breton B. Som- 
ervell, president. 

The new vice-president and pro- 
duction manager of Koppers di- 
rected the Army Service Forces 
production division during World 
War II. In that capacity he report- 
ed directly to Gen. Somervell, who 
was commanding general of the 
Army Service Forces. 

* + * 


Altoona Area Branch 


Opened by Trailmobile 

A. L. Struble, vice-president and 
director of sales for Trailmobile 
Co., announces the opening of a 
new factory branch in the Altoona 
(Pa.) area at Hollidaysburg. 

W. G. McManus has been pro- 
moted to branch manager, and will 
be in charge of the new branch. 


4 
Bo 


McManus previously served in a 
sales capacity for Trailmobile in 
the Altoona area. 


New Finance Corp. Starts 
In West Palm Beach 

M. F. Game, former district man- 
ager for Universal CIT Credit 
Corp. at West Palm Beach, Fla., 
and Louis Feit, former operations 
manager of the Atlanta (Ga.) office, 
have joined with Julius L. Katz, 
former Studebaker and Nash deal- 
er at Wheeling, -W. Va., in organ- 
izing the Dixie Finance Corp., 331 
First St.. W. Palm Beach, Fla. 


* + * 
Motorola Executives Cited 


By War Department 

War department certificates of 
appreciation have been presented 
to Daniel E. Noble and Donald H. 
Mitchell by Col. Frank E. Kidwell, 
signal officer of the Fifth Army 
at a ceremony held recently in the 
offices of Paul V. Galvin, president 
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and founder of Motorola Inc., ore 


Chicago. 

The certificates presented to 
Noble, vice-president of the com- 
munications and electronics divi- 
sion of Motorola, expressed appre- 
ciation for his “outstanding contri- 
bution to the war effort in the de- 
velopment of Radio Set SCR-300 
and VHF radio teletype communi- 
cations.” Mitchell, director of Mo- 
torola Engineering, was commend- 
ed for his service “in a position 
of trust and_ responsibility” in 
“assisting in the research, develop- 
ment and production of Radio Set 
SCR-536.” 

* 


Hudson Names Newell 


Detroit Service Chief 

Appointment of John Newell jr. 
as zone service manager of Hud- 
son Sales Corp. in Detroit has been 
announced by Carl M. Palmer, zone 
manager. 

Newell, who has been with the 
Hudson organization since 1936, 
joined Hudson sales after being 


released from the Navy in 1945. 
* * * 


Promotions Announced 


By New Departure 
George A. Smith, general manu- 
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OF Cam 90 ome 


ANOTHER NASH 10-POINT select dealer received honors at a dinner in Great 
Bend, Kans., when Eari Delmer, of the Farl Delmer Nash Co., was awarded a special 
plaque. Left to right: Byron J. Howard, Nash assistant zone manager, Kansas City: 


Delmer; Hohl, 


facturing manager of the New De- 
parture division of General Motors, 
Bristol, Conn., has announced the 
appointment of Harry P. Hender- 
son as general supervisor of meth- 
ods and plant layout for the Bristol 
plant. 

Ernest F. Morris and Oscar P. 
Liebrich were also appointed as- 
sistants to the Bristol factory man- 
ager, who is A. F. Herold. E. W. 
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district manager, and Earl L. Limb, Kansas City zone manager. 


Bolduc was appointed assistant to 
director of inspection, R. E. Young. 
* * + 


Hatten Joins G-P Sales 


As Southwest Manager 

Appointment of J. C. Hatten as 
manager of the southwest sales 
region has been announced by B. 
A. Te Paske, vice-president in 
charge of farm equipment sales 
for Graham-Paige Motors Corp. 

Before joining the farm equip- 
ment sales force of Graham-Paige, 
Hatten held the position of sales 
manager for Pontiac (Mich.) Foun- 
dry and Machine Co. His headquar- 
ters city for farm equipment sales 
will be Dallas, Tex. 


Goodyear Reorguniece 
Purchasing Department 


Reorganization of the purchasing 
department of Goodyear Tire & 
Rubber Co., with the creation of 
three division manager posts, is 


announced by E. H. Brooks, com- 
pany director of purchases. 

Rollin Chittenden and Mare W. 
Laibe are assigned to two of these 
division managerships, and L. A. 


Mare W. Laibe 


Murphy, who has been purchasing 
agent at Goodyear Aircraft Corp. 
in Akron for six years, will be the 
third division manager. H. A. De- 
laney, of the tire company’s pur- 
chasing department staff, has been 
transferred to aircraft as purchas- 
ing agent. 

The reorganization follows the 
death of George E. Price jr., who 
served for 25 years as purchasing 
agent in the department. 

Chittenden joined the company 
in 1920 in its factory efficiency de- 
partment. Laibe has been with the 
company since 1925. Murphy began 
his service with the company in 
July, 1925, in a factory training 
course. 

# * a 


U. S. Tire Names Gannaway 


Head of Spokane District 


H. S. Gannaway has been ap- 
pointed district manager of the 
Spokane (Wash.) sales district, it is 
announced by W. D. Baldwin, sales 
manager of United States Rubber 
Co.’s U. S. Tires division. Gannaway 
succeeds L. E. Chalenor, who is re- 
tiring after 25 years with the com- 
pany. Gannaway was previously di- 
visional representative in the Pa- 
cific Northwest division with head- 
quarters at Portland, Ore. 

oo & * 


Socony Boosts Simpson 


Thomas P. Simpson, who joined 
Socony-Vacuum Oil Co., Inc., in 
1925, has been named director of 
the firm’s research and develop- 
ment laboratories, Paulsboro, N. J. 
Simpson was formerly assistant di- 
rector of the laboratories. 

* + + 


Fisher Shifts Labor Men 


Appointment of Roland J. O’Brien 
as resident director of industrial 
relations at Fisher Body’s Grand 
Rapids (Mich.) plant succeeding 
J. Bronson Overbey, who was 
| named to a similar post at Fisher 
| Body’s new Los Angeles plant, has 
| been announced by C. W. Moyer, 
division industrial relations direc- 
‘ tor. 
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sary to absorb at least 100 
percent of the total expense 
of the business. 

10. How to spend enough but not 
too much to get the desired 
volume of business. 

11, The effect of trade discounts 
on the wholesale sales and 





Dealer Business Counsel 


Accountant’s Duties Are Many and Varied, 
But They’re Vital to the Firm 


By J. B. Van Tassel operating information each month 
1 accountant’s responsibilities | and in some cases each day: profits in the stockroom de- 
are many in a dealership. The 1. The trend of the business. partment. 

job is not only one of keeping the} 2, The results of changes in | 12. The effect of inventory and 
books of the company in an orderly policies. receivable turnover on work- 

and accurate) 3. The fluctuations in the vari- ing capital. 
manner, but the ous accounts from month to | 13. How to improve the sales 
coon sneah te Pm month. and profit results by checking 
the credit man-| * The effect of these monthly the performance of depart- 
fluctuations on the business ment managers and the over- 








Great see irat, businan| _ & © Whole. all operation with the guide 
epectal figures, standards of opera- D. E. RALSTON (left), Oldsmobite’s general sales manager, visits with dealers prio 
f aster, bud 5. How many mechanics should i 

se City: ena 2 > ~~ be employed in the shop. tions and expense and com- te the ane meeting held * ee Also are oe bees oo = ae = 
— the business man-| 6 The rate that should be parative figures. ton, Va.; Frank Ensore, eneral manager, Anderson Olds, Inc., Baltimore, and H. L. 
ant to ager. charged for customer labor to The accountants, who are able | Hosford, general manager, City Olds, Inc., Baltimore. 

i lo: with 
roung. There is a to ascure the company of a jto furnish their employers the manufacture of mechanical 


reasonable profit. information such as outlined above, | Ohio Opens New Plant 
7. The number of lost hours by | 4Te recognized by both the factory At Long Beach, Calif 
productive mechanics. and the dealer as business man- ng 9 - 
8 Prepare profit projections |agers. Their importance and re- 


each month as a guide for the | sponsibilities in our business are Rubber Co. announces the open- eS a Te 
ing of a third plant here. The other; Joe McGilvray has joined the 


J. B. Van Tassel great future in 
this business 

for the accountant in a dealer- 
ship who takes the job seriously. 

en as The successful distribution of all 


molded and extruded rubber and 
synthetic rubber products for the 


LONG BEACH, Calif.—Ohio aul and diversified indus- 
tries. 


sales of the products in this business business and check these pro- in value. 
by B. 9 Sepente. largely on the kind of jections daily with the actual ssp Amma GP . plants are located in Willoughby,|sales force of Wray-Furlow Co. 
it in facts a dealer obtains from his results. “Setters Tel Me,’ ty Seba O: emmy & O., and Conneautville, Pa. (Ford-Mercury-Lincoln), Marshall, 
sales field of activity. Without the co- | 9, Required amount of service | an open forum for the expression of deal-| The new plant is equipped with|Tex., A. L. Rembert, manager, an- 
rp. operation of accountants in the and parts gross profit meces- | ors’ opinions modern production facilities for! nounced. 
quip- dealerships, in the proper main- 
-aige, tenance of accurate and up-to- | 
sales date information concerning the 
‘oun- business, both the dealers and | 
quar- the factories stand to take undue 
sales losses in sales and profits that | ¥ 

mi 

cones ed tho Soot boon chaaie.| OLTMAN-O’NEILL announces a new 

able beforehand. 

Here are some of the specific | 4 

responsibilities of accountants, who | | = Ma d ij ) re | TT aa 
tee Se Se SSRN, Sie | 9 J purpose package aelivery poay e 
. be coming successful managers in| 
| this busi : 
ie a a ALL-STEEL Ld 
_ Has Many Duties 
A K == the management advised | cs L L 7 YA L D 3 D 
mene Ct on the following financial and | 
» A. | 

| 





N.Y. Auto Market 
Will Lead Again, 
Survey Predicts 


NEW YORK.—The New York 

- market, city and suburbs, will 
spend well over $300,000,000 this 

year for new passenger cars, more 

than any other market in the coun- 





7 try, the advertising department of 
len the New York Times said last 
week. The statement was part of a 
sing release containing the results of a 
orp. survey among 1946 new-car buyers 
the in New York. 
De- ; In 1946, the survey shows, New 
ur- Yorkers bought 166,694 new pas- 
een senger cars, more than any other 
1as- market in the country. 

Assuming an average cost of $1,- 
the 880, noted in the release as a “con- 
vho servative” estimate, New Yorkers 

spent more than $300,000,000 for 


new passenger cars last year. 
Readers of the New York Times The Packette is packed with outstanding structural and utility fea- 


tures. These include: Advanced styling; double folding doors, fitted 














- alone, the release noted, spent 
e ; : 
ao | — an $150,000,000 of this sum. with convenient door controls; deep, full width, recessed driver’s 
in J es q nd dell pestuction we step; full vision; concealed wheel housing; adjustable driver’s seat; 
ing os * a nus id page Pm a» Bay rugged, all-steel, all-welded construction. Dimensions (back of seat) 
1947 total both im care ee “Aal- 114” long, 75” wide, 64” headroom, giving a cargo space of 306.8 
lars, the release says, should be cubic feet. The Packette is designed for mounting on any flatface 
j well above this. ‘ cowl chassis of 128° to 137” wheelbase. 
The survey was made independ- See MODELS FOR MANY REQUIREMENTS 
ap- ently by Recording & Statistical There is a wide range of body models 
the orp. to ascertain which New York for different vocations. The four Stand- 
» os newspapers are read regularly by ard Van or Wheel House Model sizes 
les new-car buyers. are 9-, 12-, 14- and 16-foot lengths 
ber pinta, pomenteneanrogena eae (inside). Optional designs include: : 
* : i odel. The 
ay side doors, tailgates, double rear doors This is o, Pane weeed oe ge 
re- Hor se Nosed Out or three-quarter (Dutch) doors over ce ae aa Seah PE yd ma . 
m- Texas Registry Up 900 tailgate. Two basic body designs—one cnet ' 
di- fe ee % for chassis with cabs, another for flat- . 
a- In Thirty Years face cowls, facilitate mounting. 
d- AUSTIN, Tex.—A special audit 
C She moter “vemtele Myon of OLTMAN-O’NEILL MEANS TOP QUALITY 
the state highway department re- (oberg) Seas: ng 
vealed recently that motor ve- -. oe Special structural designing, plus all- 
ed hicles on Texas highways have in- “Cargo-tested” steel, all-welded construction insures 
in creased ninefold in the last 30 for bigger pay- maximum strength. The rigid grid 
of years. loads. frame, leakproof steel roof, nonskid 
p- Last year’s figures showed 1,- steel floor, new “X” braced doors, full 
J. 910,000 licenses sold as against reg- length interiors, “equal clearance 
li- istrations for 1917 of 194,720 ve- whee housing, smosth cides, off ovi- 
hicles. Open top oni dence QUALITY. These bodies are Phase Wi audianas ian ar eo 
Last year’s registrations pro- SOT BOSE t mass produced on a production line bodies, Note: The “X” braced doors swing on a 
pop’ y , ce 
duced $27,881,290 in revenues. of in the lowest to insure maximum quality at mini 270° arc, thus permitting them to be fastened 
‘. which 42.20 percent was retained price class. mum costs. flat against the side of the body. 
al by the counties. Passenger cars 
1d produced 53.60 percent of the total Sold exclusively through dealers + Your opportunity to make body profits. 
1g of $14,946,002, the report stated. Wire or Write for Complete information. 
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Lesnick Opens for IHC 


Harry Lesnick has opened his 
new International Harvester sales 
and service building in St. Johns- 
bury, Vt. 





5171 Martin Ave. 


Detroit 10, Mich. 


Phone TAshmoo 5-8502 
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What’s the reason for the great swing to Nash? A great car... great 
advertising ... and a grand dealer organization. Any line-up such 
as this is bound to sweep the country. It’s the winning combination .. . 
by a landslide! And, coast to coast . . . right where it will do the 


most good for an individual Nash Dealer . . . returns indicate this July 
poster is definitely “The People’s Choice!” 


VOU BE AMEAD WITH 


NASH MOTORS DIVISION, NASH-K 





Chrysler Issues 
Book on Growth 
Of War Planes 


DETROIT.—“There is a lesson 
in preparedness for all of us in 
the history of the birth, growth, 
and ultimate triumph in the last 
war of critically important Army- 
Navy aircraft,” according to K. T. 
Keller, president of Chrysler Corp. 

This statement was made in the 
foreword of a book which Chrys- 
ler has just published, entitled, 
“Great Engines and Great Planes” 
and written by Wesley W. Stout, 
former editor of the Saturday Eve- 
ning Post. 

Stout’s book deals with some of 
the contributions which Army- 
Navy aircraft made to the success- 
ful conclusion of the war and de- 
scribes the kind of research, plan- 
ning and general preparation which 
must precede manufacturing jobs 
of this sort. 

“The more we keep the mecha- 
nisms of production, and the de- 
fense forces, abreast with change, 
the less blood will be spent need- 

by men who fight,” Keller’s 
foreword stated. 

“If we heed this lesson, we never 
again shall talk about ‘millions of 
men spring to arms overnight’ or 
of how, by a simple twist of the 
wrist, the assembly lines which 
turn out millions of automobiles 
will be made to produce planes, or 
tanks, or some other decisive 
weapon, at once and in like num- 
bers.” 
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NEWLY COMPLETED BUILDING 
Pomona, Calif. 
gives the dealership 
the latest equipment, 


Road Building 


Rises 


45.5 Pct. During April 


WASHINGTON. — New construc- 
tion started in April totaled $846,000,- 
000, a 7.6 percent increase over 
March, the construction division of 
the Department of Commerce an- 
nounced last week. 

The April figure represented less 
than a normal seasonal rise from 
March but was a gain of 19.7 percent 
over April of last year. 

New public highway construction 
totaled $80,000,000, up 45.5 percent 
from March and more than a normal 
seasonal gain. Sewer and water con- 


SRRSae eS eee ee eae eee EEE EAS 
The New Improved “WEATHER PROOF” 


ALUMINUM 


With these new features— 


PRIMED A BEAUTIFUL GREEN 
ready for final coloring to match car. 


FULLY ASSEMBLED 


simply attach brackets and install in a few minutes. 


CURVED WASHER 


fits into trough for firmer installation. 


CHROME CENTER STRIP 
for beauty and streamlining. 


REDUCED DEALER PRICES 


for greater profits. 


SUN PROTECTION PLUS BEAUTY 


NO HOLES TO DRILL . . . WON’T TEAR OR RIP 


@ Adjustable to any angle. 


@ Conforms to contour of car. 


@ Chrome plated brackets. 


@ 5 sizes to fit all cars except Lincoln and Studebaker 


without split windshields. 


LIST PRICE 


CAR DEALER’S REDUCED COST 


$15.95 Each 


Please Specify Car Models 


Sold in Carton Lots Only — 
Immediate Delivery 


Terms — C.O.D. 


6 to a Carton — Wt. 43 Ibs. 


F.0.B. Milwaukee 


Distributors 
CHARLES DISTRIBUTING CORPORATION 


2783 'W. Wisconsin Ave. 


Milwaukee 8, Wis. 


struction totaled $26,000,000, a 30 per- 
cent gain over March. 

Privately financed construction in 
April amounted to $636,000,000, a gain 
of 3.2 percent over March and 8.3 
percent above April, 1946. Of this 
total, private residential construc- 
tion (exclusive of farm) accounted 
for $270,000,000, 3.8 percent above 
March, considerably less than the 
normal seasonal rise. Private non- 
residential building during April 
totaled $239,000,000, 2.9 percent be- 
low the March figure. 

The value of new public construc- 
tion in April totaled $210,000,000, 23.5 
percent above March. Of this total, 
public residential construction ac- 
counted for $19,000,000, a drop of 
20.8 percent from March. Public non- 
residential building totaled $35,000,- 
000, 25 Prema eneve Sears above March. 


NAM Opposes Opposes 
Continuance of 


Grants to OTS 


NEW YORK.—Opposition to fur- 
ther appropriations for the Office 
of Technical Service was expressed 
here by Howard E. Blood, chair- 
man of the patents and research 
committee of the National Assn. of 
Manufacturers, on the grounds 
that they would mean increased 
demands upon the federal treasury 
and be injurious to both large and 
small business. 

He declared that the objectives 
of OTS are “exceedingly unlikely 
to be attained”; and that expense 
involved would be prohibitively 
large and out of all proportion to 
any actual benefits to be derived. 

“OTS has made a _ worthwhile 
contribution to industry in gather- 
ing and disseminating technical in- 
formation gleaned from enemy 
countries,” Blood said. 

“But now this task is virtually 
completed and there is, therefore, 
a serious question as to whether 
this organization should be con- 
tinued or the small amount of 
work still to be done in this field 
transferred to the Patent Office,” 
he continued. 

Blood pointed out also that OTS, 
in attempting to locate industrial 
outlets for inventions, would be 
undertaking work that properly 
belongs to specialists. Locating 
such outlets for an invention in- 
volves market research and many 
other technical features which 
OTS could not carry on without 
great cost and a very much larger 
staff than is now employed, he de- 
clared. 


Illinois Registry 
Rises 112,963 


CHICAGO.—Passenger car reg- 
istrations in Illinois during the 
first five months of this year to- 
taled 1,561,687, an increase of 112,- 
963 over the same period in 1946, 
|the secretary of state’s office an- 
nounced last week. 

Trucks likewise showed a gain, 
totaling 249,080, an increase of 
31,081 over the first five months 
last year. 


New Building Opened 


By Medley at Eagle Pass 


Max Medley Inc., Eagle Pass, 
Tex., has opened its new building, 
which is of modern design and 


ASSES ARESS STS cost $40,000 


Appetites and Apparatus 


Mechanics at Bear Co. School Meet ‘Mom’ Hein, 
Artful Purveyor of Fine Foods 


ROCK ISLAND, Ill.—The eating 
habits of the nation’s mechanics 
have changed since prewar days, 
according to Mrs. Mary “Mom” 
Hein, who daily feeds as many as 
40 mechanic-students of the Bear 
Mfg. Co. wheel alignment school 
here. 

Automobile mechanics from 48 
states and several foreign coun- 
tries, attending the wheel align- 
ment and wheel balance school of 
the Bear Mfg. Co., have all at- 
tested to her culinary artfulness. 
Each student remains two to four 
weeks and is fed three times a day 
at “Mom’s” home while attending 
school. 

Mom got into the business of 
feeding crowds of men more than 

18 years ago. Originally, she had 
only a few boarders until one 
day a man called her by phone 
and asked: “How about feeding 
some Bear students?” 

“I thought he meant nude stu- 
dents,” Mom related in recalling 
the incident. “I was so mad I 
wouldn’t answer until he assured 
me they weren’t bare. 

“One day they sent me an Amer- 


Auto Financing 
Continues to Rise 


In Dominion 


OTTAWA.—Canadian finance 
companies handled an _ increased 
volume of motor vehicle financing 
in May, the number of transac- 
tions being higher by 70 percent 
in the case of new vehicles and 
142 percent for used vehicles than 
in May of last year. 

Motor vehicle financing in May 
exceeded that for April, but the 
upward movement between these 
last two months was confined to 
used vehicles. 

A total of 4,072 new vehicles were 
financed for $5,753,895 in May. New 
passenger cars numbered 2,163 and 
had a financed value of $2,521,834, 
while 1,909 commercial models 
were financed for $3,232,061. 

In the used vehicle field, trans- 
actions numbered 7,335 and the 
amount of financing involved was 
$4,563,884. Passenger cars, of which 
5,501 units were financed for $3,- 
028,527, accounted for the major 
portion of these. 


ican Indian. He came dressed in 
a headdress of feathers, just as 
a joke. But I hardly knew what 
to make of it at first. Something 
interesting is always happening.” 

Students at the Bear factory 
schooh receive the latest training 
in proper use of Bear equipment 
from experienced Bear teachers, 
it is said. Special equipment 
teaches students to apply Bear 


This Is Mom 


equipment to every corrective use. 
Chet South, veteran Bear repre- 
sentative, is chief instructor. 

A man without previous auto- 
motive experience should take 
three weeks to learn front end 
work and four weeks if frame 
straightening is included. A man 
with previous experience can do 
the course in two weeks. Final 
grades leading to a diploma are 
based on ability, effort and at- 
tendance, it is said. 

No tuition is charged at the 
school but a $12.50 registration fee 
is charged to cover cost of text- 
books, advertising aids, coat em- 
blems, a diploma, photograph and 
incidentals. Board and room, ar- 
ranged for through reservations 
made by the Bear Co., cost ap- 
proximately $12 to $14 per week. 

During 1946, a total of 867 me- 
chanics attended the Bear school, 
representing the 48 states and Can- 
ada, Hawaii, India, Puerto Rico, 
Guatemala, Mexico. 


Quantity 


PRODUCTION 


ej 
IRON CASTINGS 


GREY 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


SSE: 


rt 


THE WHELAND COMPANY 


‘FOUNDRY DIVISION 


MAIN OFFICE 


AND MANUFAC 


TURING PLANT 


CHATTANOOGA 2, TENNESSEE 
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(Continued from Page 3) 


homa City, Okla., born Feb. 10, 

1896, in the same city. Clark’s first 

experience in the 

industry, starting 

in 1919, was as a 

car washer and 

lubrication man. 

Starting immedi- 

ately after his re- 

turn from World 

War I he met 

with unusual suc- 

cess and when a 

18 Hudson distribu- 

tor discontinued 

ae in 1933 he made 

application for operating the ser- 

vice department of the liquidating 

company. His record was such that 

he was given the service depart- 

ment if he would also take over 

the sales of Hudsons which he did 

and operated successfully until he 

recently sold out his remaining in- 

terest. In the meantime he became 

interested in the Chrysler contract, 

an interest which he has now 

discontinued for the exclusive op- 

eration of the Packard enterprise 

which is now located in a new 
building. 

His son Jack has just returned 
from the war and has taken on 
the distribution of a line of air- 
planes. Clark served as president | 
of the Oklahoma City Dealers | 
Assn. in 1937-1938. 

* * + 


Sam P. Hate (Ford), Ardmore, 
Okla., born Sept. 7, 1894, in Sweet- | 
water, Tenn. He started selling 
Fords 29 years ago and has mer- 
chandised over 
16,000 new and 
used units. Pre- 
vious to his auto- 
mobile experience 
he was a clothier 
at Davis, Tex., 
where he carried 
the largest stock 
of merchandise 
between Okla- 
homa me = 7 
Fort Worth. e 
has expanded Sam P. Hale 
number of times and his present 
modern plant was occupied in the 
summer of 1942. 

He has a knack of making and | 
keeping friends and is_ rather | 
proud of the fact that he has| 
never dismissed a worker, some of 
whom have been with him ever 
since he came to Ardmore. His 
son, Capt. Sam P. Hale jr., has 
just returned from the Army and 
is entering the business. Hale is 
prominent locally having served as 
president of the Ardmore Chamber 
of Commerce, Southern Automo- 
bile Dealers Assn. and Rotary 
Club. He is an officer in church, 
the Salvation Army and Boy Scout 
Council. The automobile business 
dominates his life, but as a hobby 
he is building up a fine herd of 
cattle on a ranch he owns nearby. 

* + + 


A. J. Atran (Studebaker), Ar- 
buckle, Calif., born May 13, 1881, 
in the same city. He first sold auto- 

mobiles in 1904, 
taking a Stude- 
baker contract in 
1909. This per- 
haps makes him 
the oldest Stude- 
baker dealer in 
America. One of 
his early experi- 
ences was selling 
a used car to a 
customer in 1912, 
who lived 20 miles 
from town. Atran 
accompanied him home to teach 


Budd Co. School 


Graduates Six | 


PHILADELPHIA. — Edward G. 
Budd jr., president of Budd Co., 
gave diplomas recently to six grad- 
uates from the company’s appren- 
tice school. 

Graduates were John Mathis, 
Edward Kazio, Walter Zulinski, 
John Bowen, George Leavesley and 
Frank Kearn. 

Karaga Motor Service | 

A business name has been filed | 
for Karaga Motor Service, 2368 | 
Hamburg turnpike, Lackawanna, 
N. Y, by Stephen Karaga jr. 


him to drive. On the way they 
passed a neighbor and the cus- 
tomer traded the car for six mules, 
which he started home with. He 
stopped by the wayside to visit a 
ranch friend and sold the mules 
and finally borrowed a rig to take 
Atran home. 
* > * 

Atvan T. Futter (Packard), Bos- 
ton, Mass., born Feb. 27, 1878, in 
the same city. He is reputed to be 

the oldest indi- 
vidual motor car 
dealer in the 
world, having 
brought the first 
motor vehicles to 
the port of Bos- 
ton in 1899. He 
has been a Pack- 
ard _ distributor 
since 1903. He 
: arr owns in ad- 
ition to his 

a i ae activity, 
a Cadillac - Oldsmobile distributor- 
ship in Boston, Packard outlets in 
Worcester, Mass., Providence, R. 


L., Philadelphia, Pa., and a Dodge 


and Plymouth outlet in Boston. 

In 1915 he served in the House 
of Representatives and resigned 
from Congress to become Lieuten- | 
ant Governor of the state in 1921. 
He was elected governor of Massa- 
chusetts in 1924 and 1926. 

+ * . 

VERNON M. Batt (De Soto-Plym- 
outh), Elkhart, Ind., born Dec. 21, 
1893, in the same city. For many 

years he man- 
aged a Ford deal- 
ershipandin 
1928, when De 
Soto was first pro- 


Vernon M. Ball 


of the school board and as an offi- 
cer in a local bank. 


Keller Project OK’d 


Keller Motor Co., Kannapolis, N. 
C., has been authorized by the con- 
struction division, Office of the 
Housing Expediter, to proceed with 
construction of an $18,500 building 


project. 


Each to the Other 


A smarter picture... 


= FT 
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Getto ho le 


MeMAHAN-SPRAGUE MOTORS (Studebaker) has just completed 


is finished in 


Hii. ties 


this building in 
Sprague heads the 


St. Matthews, Ky. The $50,000 structure makes use of glass blocks for trim, while 
the plywood. Dean dealership 


showroom 
with Roy F. McMahan as vice-president. 


S. D. Registrations 
Up 10,000 


PIERRE, S. D.—With 6,717 of 
the total representing new ve- 
hicles, 147,814 automobiles and 42,- 
021 trucks were registered in 
South Dakota during the first five 
months of the current year, com- 
pared with 137,222 cars and 35,820 
trucks for the same period last 
year, according to the secretary 


of state’s motor vehicle division. 

The division listed registration 
for 25,494 trailers, 1,157 motor- 
cycles and 227 buses in addition 
to 836 dealer licenses and 969 dup- 
licate plates issued. Total vehicu- 
lar increase over the first five 
months of last year was set at 
20,825. 


‘Dealers Tell Me,’’ by John O. Munn, is 
an open forum for the expression of deal- 
ers’ opinions. 


© 1947 THE CONDE NAST PUBLICATIONS INC. 


-when your smart car and 


Vogue’s smart reader get together. A smarter selling campaign... 


when Vogue’s influential audience works for you. 
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FOB FACTORY 


New Plant Reflects 
Expert Planning 


By A. H. Allen 


AN AMAZING feature of the new Chevrolet-Fisher Body 
assembly operation in Flint, at least to this observer, is the 
high degree of coordination in the flow of materials and 
parts. By no means the largest of the 10 Chevrolet assembly 


units presently operated throughout the country, still the 
O———$————— 


plant reflects thorough and 
meticulous planning as far as 
getting the right parts and 
the right components to the right 
place at the right time. 

Viewed overall, it looks simple— 
just a few miles of slowly moving 
conveyor chain weaving in and 
out, and up and down, to which 
the various parts and subassem- 
blies afte hooked in such fashion 
that when the time comes for them 
to be fit into the moving chassis of 
body, there they are. 

Back of this accurate scheduling, 
for one thing, is 
a 10-station Tel- 
autograph system 
which indicates 
in just what or- 
der cars are be- 
ing scheduled; but 
beyond that must 
have been a ter- 
rific amount of 
planning by 
equipment layout 
forces, materials 
handling experts 
and plant engineers. The observ- 
able results are to be commended. 

The plan used by this plant, as 
well as by other assembly plants, 
of building up frames completely 
from stocks of siderails, cross 
members, bracing, brackets and 
other elements, rather than buying 
the frames completely assembled 
from suppliers operating compli- 
cated equipment for doing this job 
exclusively, was new to some ob- 
servers. 

The reason is fairly simple: 
More material can be piled into 
freight cars by shipping the 
frame elements separately than 
by buying the completed frames. 
lower shipping costs 


er costs of fabricating them at 

the assembly plant. 

Another possible advantage could 
be that with parts from all sup- 
pliers interchangeable, any short- 
age at one supplier could be made 
up by higher shipments from an- 
other, and a steadier float of frames 
thereby maintained. . 

* + 



































Ford and General Motors, for ex- 
ample. 


One financial analyst, after look- 
ing at the ratio of inventories to 
gross sales of various car produc- 
ers, has noted that Chrysler fig- 
ures show a strikingly lower in- 
ventory ratio, which possibly could 
explain the more frequent exhaus- 
tion of steel supplies, assuming of 
course that Chrysler is unwilling 
to extend steel inventories. From 





4. H. Allen 


THE SECOND enforced suspen- 
sion of assembly operations at a 
number of Chrysler division plants 
because of lack of sufficient body 
steel has led to speculation over 
whether other passenger car man- 
ufacturers may be receiving more 
steel proportionately than do the 
Chrysler divisions. 

There appears to be no particular 


Nominating Unit 


Named by ATA 


WASHINGTON.—Appointment of 
a 13-man nominating committee to 
recommend a slate of seven to fill 
the top offices of the American 
Trucking Assns. was announced 
last week by Ted Rodgers, who is 
retiring as ATA president in the 
fall. 

Officers to be elected are the 
president, four general vice-presi- 
dents, a secretary and a treasurer. 
C. F. Weilbacher, of Viking Freight 
Co., St. Louis, was named chairman 
of the nominating committee. 





IHC to Build in Ottawa 


OTTAWA, — International Har- 
vester Co. of Canada, Ltd. has 
been granted a permit by the 
building inspection department 
here for excavation and founda- 
tion work for a two-story office, 
showroom, service and warehouse 
building on Carling Ave. at an es- 
timated cost of $150,000. 


‘‘Dealers Tell Me,"’ by John O. Munn, is 
an open forum for the expression of deal- 
ers’ opinions. 





reason why this should be true, 
yet at the same time there have 
been more frequent and longer as- 
sembly tieups at Chrysler than at 






all accounts, this would be a rather 


difficult assumption to believe. 
+ + + 
WHETHER manufacturers will 
continue to push sales of white- 
wall wheel rings once white side- 
wall tires are again in plentiful 
supply is a debatable question. 


One manufacturer of the steel 
wheel rings has launched an ad- 
vertising campaign to convince 
prospective 
rings are better looking than 
white sidewall tires, but against 
= Poo. espe are heard that 

e installed rings, particularly 
the plastic variety, discolor too 
easily, may warp out of shape 
and become noisy, while the steel 
rings are said to be subject to 
vibration periods resulting in 
wheel hum. 

Whatever the claims and coun. 
terclaims, the public in the final 
analysis will be the judge and pre- 
sumably it will come down to a 
matter of price. If a set of white- 
wall tires can be bought for no 
more premium than the charge for 
wheel rings, then buyers probably 
will take the tires, even though the 
maintenance of white tire walls is 
more of a problem than wiping off 
wheel disks. 

+ + + 


WE ARE informed through offi- 
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"46 Registration 
Sets Alltime 


Record in Canada 


MONTREAL. — Registration of 
motor vehicles in Canada in 1946 
totaled 1,610,296, the highest on rec- 
ord, comparing with a total reg- 
istration of 1,491,326 in 1945, the 
Canadian Automobile Assn. recent- 
ly reported. Highest previous reg- 
istration was the 1941 total of 
1,572,784. 


Almost half of the 1946 registra- 
tions were recorded in Ontario, 
totaling 711,106 compared with 662,- 
718 in 1945. Quebec reported 255,172 
for 1946, compared with 328,681 in 
1945. 

Other 1946 totals by provinces: 
Saskatchewan, 147,944; British Col- 





cial channels that a recent state- 
ment appearing in this department 
to the effect Buick would offer the 
“Hydra-Matic” transmission on its 
1948 models is “100 percent incor- 
rect.” We accept the correction and 
regret the error, but wonder 
whether the inaccuracy might have 


been avoided if we had written 
“automatic” instead of Hydra- 
Matic. 












umbia, 147,075; Alberta, 138,103; 
Manitoba, 97,747; Nova Scotia, 61,- 
276; New Brunswick, 42,172; Prince 
Edward Island, 9,028; Yukon, 673. 


Shapiro to Build Addition 


Shapiro Motors, Inc. North 
Adams, Mass., has received per- 
mission from the Office of Housing 
Expediter to erect a $5,000 addition 
to its present commercial garage. 






















































Half-hour Network Radio 
Every Thursday. 15 Mil- 
lion Listeners. 154 CBS Stations. 
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DUKE RANDALL (Chrysler-Plymouth) opens one of California’s show places in San Pedro. He spent 
and equipment. The ‘‘grand opening’’ was on the “‘Hollywood”’ scale, with 8,000 persons in unten. en ee 


daily to and from their hotel ac- 
commodations at Richmond. The 
bus is also used to take the group 
to New Castle for the foundry visit. 
When not engaged by the clinic, 
the bus will be available for vari- 
ous other corporation activities 
which require mass transportation. 


Perfect Circle Buys Bus 


For Motor Clinic Men 
HAGERSTOWN, Ind. — A new 


bus has been purchased by Per- 
fect Circle Corp. here to provide 
transportation for men attending 
the Doctor of Motors clinic. 
Members of the clinic are driven 












SENSATIONAL DEALER PROGRAM 


Walter L. Barber, Inc. 


Walter L. Barber, Inc., Benning- 
ton, Vt., has filed articles of asso- 
ciation with the Vermont secretary 
of state to operate an automobile 
dealership. Five hundred shares of 
aon common stock were author- 


Gordon Jenkins 


PHILADELPHIA. — SEC’s ap- 
proval of the $20,000,000 Tucker 
stock issue last week was not an 
unmixed blessing. 


SEC warned prospective inves- 
tors that they should base their 
decisions on the amended regis- 
tration statement filed by Tucker, 
asserting that many past state- 
ments “appear to be grossly mis- 
leading and in many cases false.” 

Meanwhile, in Chicago, Preston 
Tucker, president of the newest 
firm in the auto field, said his 
company is driving its produc- 
tion program to the utmost, and 
hoped to have cars in dealer 
showrooms by late fall. 


Advance stock prospectuses, he 
said, will be widely disseminated 
so that any interested persons will 
have a full opportunity to exam- 
ine them in advance of the public 
offering. 

The commission declared that it 
had proved its accusations that 
Tucker had made false statements 
and omitted facts in its original 







Helen Forrest 


























Saturday Evening Post, 

Collier’s, Liberty, Farm 
Journal, Southern Agriculturist, 
Successful Farming, and other 
leading publications. 
















Full color pages in the 
country’s greatest Sun- 


day Newspapers through Amer- 


















ican Weekly and Rotogravure. 
Exclusive advertising in 

* AAA maps and books, 

nation-wide highway signs, 


“Plug-Chek” Inspection Service, 
and the premium Wrapper Plan. 







































Tucker--Pro and Con 


Firm Pushes Efforts; Public Warned 
On Past Statements 








registration statement filed May 6. 
However, the amended state- 
ment, filed June 26, SEC said, 
appeared to have corrected the 
misstatements and omissions. 

Tucker's publicity in newspaper 
and magazine advertisements prior 
to filing of the amended statement, 
the commission said, was such that 
it presented a strong contrast be- 
tween itself and that information 
contained in the prospectus. 

“The publicity,” the commission 
warned, “as amended is so pro- 
nounced that we deem it necessary 
to warn the investing public of 
the danger of relying on any past 
judgment based on prior literature 
in determining whether to pur- 
chase securities of the registrant.” 

In the meantime, the War Assets 
Administration, administrator of 
the Chicago plant now housing the 
Tucker operations, extended the 
time limit under which Tucker was 
to have shown financial responsi- 
bility to Nov. 1. 

Additional information on the 
development of the automobile 
was supplied in the amended 
prospectus, SEC disclosed, and it 
shows that extensive tests must 
still be made on the pilot model, 
possibly resulting in necessity for 
material changes in engineering 
design. 

It was further indicated by SEC 
that delay in attainment of quan- 
tity production might occur as a 
result of the outcome of future 
testings of the unconventional ve- 
hicle. 

Throughout its opinion, SEC 
emphasized that it did not ap- 
prove or pass on the merit or 
lack of merit of any security of- 
fered. 

As to the handling of funds by 
Tucker corporation, the commis- 
sion cited certain instances which 
raise “grave questions as to wheth- 
er a proper stewardship of corpor- 
ate funds has been consistently 
maintained.” 


This criticism was aimed at 
Tucker, who, the commission said, 
“has had complete control of the 
corporation from its inception.” 

The commission said _ that 
Tucker has made no net cash 
contribution to the company. 

He has received directly or in- 
directly “payments from the com- 
pany aggregating $217,669... in- | 
cluding $11,172 for salary and $15,- 
604 for expenses from Jan. 1 to 
April 21, 1947,” SEC said. 

SEC called attention to the com- | 
pany’s revised balance sheet of | 
April 21, 1947, showing current as- 
sets of $850,387 and current liabili- 
ties of $1,025,201. 

This is in contrast to the orig- 
inal statement, which showed as- 
sets of $2,099,137 and liabilities of 
$915,201. 

And while the original state- 
ment contained no _ intimation 
that further financing might be 
necessary, the amended state- 
ment now states that circum- 
stances may arise which may re- 
quire substantial additional 
funds, and that no plans have 
been formulated to procure any 
additional funds. 

If such additional funds become | 
necessary, they may occupy a posi- 
tion senior to that of the 4,000,000 


class A common shares, covered in 
the registration statement. Failure 
to obtain additional funds, if need- 
ed, may result in substantial loss 
to purchasers of Class A common, 
| SEC pointed out. 

As for the WAA side of the pic- 
|ture, Administrator Robert V. Lit- 
tlejohn said that company had 
paid $600,000, including $200,000 for 
rent from September until now 
‘and a $400,000 good faith deposit. 
The deposit will be forfeited if 
Tucker does not exercise his option 
to lease or otherwise defaults the 
agreement, it was said. 


Mossberg Names Schumm 


Hyman Mossberg, president of 
Mossberg Motors, Inc. (Kaiser- 
Frazer), Hartford, Conn., has an- 
nounced the appointment of Louis 
P. Schumm as wholesale manager. 
Schumm has been connected with 
the automobile business for 37 
years, most of the time being spent 
in the sales field. 
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Keating Leaves 
For Flying Trip 
In Far West 


DETROIT. — Using a company- 
owned airplane to speed the per- 
sonal | delivery of sales messages, 

omas H. Keat- 

leer eter. 
manager ev- 
rolet, left today 
(July 7) on a 
5,300-mile sales 
trip to the far 
west. 

By using air 
travel, Keating 
will accomplish 
in days what for- 
merly would have 

. taken months. It 
enables him to speak personally be- 
fore dealers and Chevrolet field 
officials in widely separated areas, 
the division said, and facilitates 
his return to the central office in 
Detroit with reports from the field. 


The current trip concludes a se- 
ries of four such trips which Keat- 
ing has taken since last fall, and 
will bring his total of air-miles 
traveled on these trips to approxi- 
mately 21,500. He will have covered 
virtually the entire country. 


The western trip will take Keat- 
ing to Salt Lake City, Portland, 
Ore., Seattle, San Francisco and 
Los Angeles. He will fly 5,355 air- 
miles in an elapsed flying time of 
about 25 hours. 

Previously Keating took three 
sales trips in the southwest and 
northwest, covering 6,175 miles in 
a total of 29% hours flying time. 


Fruehauf to Build 
At 4 Coast Cities 


LOS ANGELES.—In furtherance 
of its program of expanded facili- 
ties, Fruehauf Trailer Co. of Cali- 
fornia has announced plans for 
new branch structures at Oakland, 
Sacramento, El Paso and Seattle. 
Building will start as soon as plans 
are completed and materials be- 
come avaiable, according to R. S. 
Kirksey, president of the company. 


Recently Fruehauf of California 
created the position of regional 
manager, northwest zone, and ap- 
pointed E. C. Henning to the job. 
Formerly Henning was branch 
manager at San Francisco. 











You get the best results in our Classified 
Section, inside back cover. 


AUTO BOOKS 


That Should Be in 
Every Dealer’s Library 








AUTOMOTIVE MECHANICS. Wm. E 
Crouse. A comprehensive and basic course 
on the subject of fundamental automotive 
mechanics. Cloth binding, $4.50 postpaid 


DEALER BUSINESS COUNSEL. Financial 
and operating facts for the guidance of 
aut®mobile dealers. By J. B. Van Tassel, 
Dealer Business Consultant. $2 postpaid. 


DETROIT IS MY OWN HOME TOWN. 
Malcolm Bingay. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid. 


FABULOUS HOOSIER. By Jane Fisher. 
A story of Carl Fisher, early pioneer oi! 
the atitomotive industry. $3 postpaid. 


FASTEST ON EARTH. By Capt. George 
Eyston. Complete history of every land 
speed record from 1898 to the present. 
Paper-bound, $2; cloth-bound. §3. 


FLOYD CLYMER’S MOTOR SORAP- 
BOOKS. Order Edition No. 1, 2 or 3 in 
paper cover, $1.50 each. Deluxe cloth- 
bound, $2.50. Steam-car edition, $2, or 
cloth-bound, $3 postpaid. 


HENRY FORD—HIS LIFE, HIS WORK, 
HIS GENIUS. By Wm. A. Simonds. Re- 
printed by Floyd Clymer. Deluxe edition. 
$4 postpaid. 


INDIANAPOLIS RACE HISTORY—1909 
TO 1946. 852 pages, 1,000 illustrations. 
Deluxe edition, $5 postpaid. Paper bound, 
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LABOR MONOPOLIES OR FREEDOM. 
John W. Scoville. Popular edition, $1 





ONE 4 OP St eee 
by Bugene W. Lewis. $3.50 post- 
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Use the quick-reference Property Lists 
available at any of the WAA Customer 
Service Centers or Regional Offices con- 
veniently located throughout the coun- 
try. Check your requirements against 
available stocks. Information includes 
manufacturer's code number, manufac- 
turer’s catalogue part number, manufac- 
turer’s list price. 


HERES HOW YOU ORDER TRUCK PARTS 


© Go to your nearest WAA Customer Service Center or Regional Office. 
e Ask for the Automotive Parts Section. 
© Examine (a) the Critical Property List; (b) the Normal Property List 
e Make up your own list by manufacturer's part number. 
Place your order. 
That’s how simple it is! 


All the information you need for order- 
ing truck parts at huge discounts is 
compiled in one volume—which is kept 
up-to-date by means of a revised inven- 
tory every six weeks. Supplements on 
critical items, for priority claimants 
only, are issued every three weeks. You 
can tell at a glance what we have, how 
much is available, and the manufac- 
turer’s list price. 


This easy-to-use reference covering 
millions of surplus truck parts is for 
your convenience in ordering. The parts 
listed were manufactured for all makes 


GFFICE 0 6 ¢ 8. Ree 


and models used by the armed forces. 
This information is available at the 
Automotive Parts Section in each 
WAA office, but is centrally compiled 
in Detroit. 


Make full use of this up-to-date in- 
ventory to solve your parts require- 
ments problem. You can place your 
order on the spot for prepaid ship- 
ment. Visit or write the Automotive 
Parts Section of your nearest WAA 
Customer Service Center or Regional 
Office at your earliest opportunity. 


DiS POS Atl 


WAR ASSETS ADMINISTRATION 


en ee 


TRADE DISCOUNTS 
(Minimum sale—$500 net) ° 


Discount off manufacturer's list price 
as shown in Property List: 
Owner (5 or more vehicles) 
45% . 
Service Garage 50%— Vehicle 
Dealer 55% 
Manufacturer, Distributor, 
* Exporter 75% 


WAA POLICY 


For parts in limited supply: When 
orders for such parts are received, 
the parts are allocated equitably as 
follows: 30% of parts in short supply 
will be held to fill orders from Fed- 
eral agencies. Orders from other 
buyers will be filled in the following 
sequence: 

(1) Certified Veterans of World 

War Il 

(2) Subsequent priority groups 

(3) Non-priority 
For paris in normal supply: A reserve 
of 10% of parts in normal supply 
will be held to fulfill the needs of 
priority groups. Veterans of World 
War Il should apply to their nearest 
WAA Office for certification; the 
actual certificate must be attached to 
a Veteran's offer to purchase. 


All orders are subject to existing 


priority regulations and to prior sale. 
EXPORTERS: 


Your business is solicited. Much ma- 
terial which is surplus in the United 
States is urgently needed or is readily 
salable in other countries. Watch 
for offerings which may be of in- 
terest fo your clients; if prices are 
established for different trade levels, 
you are entitled to buy as a whole- 
saler. 





Offices located at: Atlanta «Birmingham « Boston « Charlotte « Chicago « Cincinnati « Cleveland 

Denver « Detroit « Grand Prairie, Tex. «Helena «Houston « Jacksonville « Kansas City, Mo. « Little Rock 

los Angeles « Louisville « Minneapolis « Nashville « New Orleans « New York « Omaha « Philadelphia 
Portland, Ore. » Richmond « St. Louis « Salt Lake City «San Antonio «San Francisco « Seattle » Spokane « Tulsa 
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Highw ays and Safety . 


Anderson, Mallon Named 


AUTOMOTIVE NEWS, JULY 7, 1947 | 





Conference in 1946. Many state and 
local units of the national com- 
mittee are being organized to pro- 
mote national plans and recom- 
mendations on a “grass roots” 


for a six-year term, include E. Reb- 
ert Stevenson and Mrs. Cecilia C. 
Lasbury. 

Four other members of the com- 
mission were reappointed to six- 


33d State (Tex.) Adopts 


Uniform Traffic Code 
Texas has been officially add- 
ed to the list of 33 states operat- 























basis. year terms. They are Supreme . 
+ Court Associate Justice Arthur F.| ing under standard traffic regu- wy 
mmi ittee Chicago Steps Up Ellis, Thomas D. Hanley, Daniel J.| ‘ation with the signing by Gov. i 
Adley and Philip A. Merian. Jester of the uniform traffic allov 
Driver School Plan ei a code law. The new law does not Le 
1 into effect until t. 5. the 
WASHINGTON —M. 0. Ander. vice-president of Pure Oil Co. rep- | seudents haa been extended through |Driver and Vehicle Tests m= om ~~ 
son, president, an m g the American ‘ ‘ ; , theit 
Mailon, former president, will rep- | Institute. eee tt was announced last week |Urged by Endicou, N. Y. rolled in safe driving classes in J ‘hel 
resent NADA on the Inter-Indus-| J. J. Newman, vice-president of | hy Charles M. Hayes, president of | Endicott (N. Y.) safety council Dayton, O. eth 
try Safety Committee, the associa-|B. F. Goodrich Co. and H. D.|the Chicago Motor Club. Eight officials are considering a plan to| Since the program was started old 
tion announced last week. Tompkins, vice-president of Fire-| more high schools plan driver |Campaign for two basic changes|in 1938, approximately 3,000 boys oie 
The invitation to serve on the|stone Tire & Rubber Co. repre-| training in the fall, he added. in the state’s motor vehicle law. | 24 girls have been given training. fair 
committee was accepted by NADA |senting the Rubber Manufacturers Aubemabite 6 - tin The proposals are: Dual-controlled Chevrolets donat- full 
at a meeting of its executive com- | Assn. with the. i nate sg : aes a wm 1. Passage by the legislature of |¢¢ by S-W-S Chevrolet Co. are we 
mittee. Slack is chairman of the inter-|.+¢ Heinz Bros Sictér Co Ford) a law requiring thorough periodic | used, yet eae ae ae Ww 
The committee was created to | industry committee. EB. & N. Chevrolet Sales, Inc. |i™spection of every motor vehicle. | *chool credit for the course. oe 
implement a concerted effort on NADA said that its own traf- | Calumet Chevrolet Sales and Mur.|_ 2 Adoption by the state of the oan exar 
behalf of traffic safety improve- | fic safety program, being devel- | phy Motors, Inc. (Ford). practice of giving a complete re-| Ji], Reducing Fund in tl 
ment on the part of the automo- | oped by a special committee, will 0 ee examination to each driver when A and 
tive, petroleum and tire indus- | be an integral part of the over- he applies for renewal of his opera- For New Highways 102 
tries. Other members are: all safety program. Danie! B. |> Yew Members Named tor’s license. Illinois Senate Republicans have aah 
Lyman W. Slack, vice-president | Brooks, of Baltimore, is chair- |For Conn. Safety Board 4 coaustia snk. | coagyy---onan ". of n 
and general sales manager of| man of the NADA safety com- . . > ; of bi 
Packard, and W. G. Lewellen, vice-| mittee. Other members are wrnity Clean te gineme ales > ome a oom market” roads by the administra- gani 
president in charge of distribution | Ralph Nichols, Nashville, and (new appointees named to the Con- Driving in Dayton tion to $15,000,000. buds 
of General Motors, representing the | Harry Sloate, Hartford, Conn. necticut State highway safety com-| Sponsored by the Dayton (O.) The adjustment was made to ac- will 
*" | commodate the increased demands | 
Automobile Manufacturers Assn. The Inter-Industry Safety Com- | mission by Gov. James S. McCon-/| Automobile club and the Dayton] ¢or school appropriations and to who 
L. T. Kittinger, vice-president of | rulttee is an outgrowth of the | aughy. chamber of commerce, more than keep the governor’s budget in line for 
Shell Oil Co., and L. S. Wescoat, 'President’s first Highway Safety Other new members named, each '500 high school students are en- The $15,000,000 will be drawn from im . 
the general revenue fund. mon 
he we deal 
Half of Cars Fail to Pass on | 
Springfield Safety Test a la 
Be About one-half of the cars in- und 
spected in the Springfield (Tll.) jun- But 
ior chamber of commerce safety and 
lane, which recently opened, were with 
rejected by the officials. have 
The reasons given were faulty mar 
headlights, poor wheel alignment not 
and bad brakes. OP# 
+ * + or § 
But 
heac 
NHUC Charges all 
° ings 
Highway Users hou 
. for 
Pay Unfair Levy ¥ 
¥ see 
WASHINGTON.—Cities, counties Rigi 
;}and towns once paid for most of 
| these local road improvements be- 
cause of the benefits they would On 
| bring, but an overwhelming part I 
| of that financial load has now ap- Mur 
| parently been shifted to the should- littl 
ers of highway users, despite au- car 
thoritative evidence that they of 
|should be expected to bear only wou 
about a third of this local cost, To | 
it was declared here in a report spec 
last week by the National High- am 
way Users Conference. Dea 
In 1930, before the depression pe 
gained momentum, the report as- Om 
serts, cities, counties and other 
local agencies made a record ex- Mem 
penditure of some $1,315,000,000 for a 
road purposes. Since that time the eee 
percentage of their contribution to _ 
total national road expenditures ed 
has dropped off steeply, while oa 
taxes paid in by highway users, ae 
including the private motorist, have 
risen even more sharply. — 
In 1921, urban and rural contri- of u 
butions of revenue for road pur- or 1 
poses were about 72 percent of and 
funds raised for all streets and cars 
roads. In 1946, the figure was only try 
° about 25 percent, according to Sc 
NHUC. Meanwhile taxes on high- new 
way users, which in 1921 brought sale 
- in 11.7 percent of all road money Toh: 
Wherever you turn . . . newspapers ... magazines... raised, by 1946 had risen to 62.7 ee 
outdoor posters... you'll see Sid Hoff’s famous cartoon br ons a V1 ye oo a duct 
ae ccordin oO rthur C. utler, 
characters building super-sales and profits for you and director ef the METUG. these 1948 no 
Super Pyro in new super-safe Super Pyro super ads. <a 7 rs ee, users who 
a ai Oo e States alone, in as i 
New hard-hitting newspaper ads — new four-color ads iene and other levies, an ikon, —_ 
in Collier’s and The Saturday Evening Post — new four- og 91 Seaeaeee: In addition, they tice: 
color outdoor posters .. . reaching 258,322,412 readers le ; saaaneitcemmelr tind ieee - 
... each featuring super-safe Super Pyro . . . with new ee ae fa a amen to- into 
4 ; 7 al o 663,000,000. is total com- cars 
anti-freeze protection ... new anti-rust defense .. . new pares with an estimated $1,603,000,- moe 
freedom from odor ... in the big purple-and-gold can! — expenditure for -" con- new 
, : struction, maintenance and admin- c 
So play it super-safe yourself and call your jobber now istration of all roads and streets — 
to get Super Pyro’s super sales and profits this year! |in the nation last year. w 
Some of the funds collected from has 
aera in 1946 have not yet reco 
been spentfor roads, or have been An 
ldiverted to other uses in som« mon 
| states which do not have constitu- and 
|tional safeguards against such as 
| practices. This accounts for the come 
|fact that highway user contribu- of | 
tions were more than 100 percent Ju 
lof actual spending in 1946 and Just 
somewhat less than 100 percent of ng 
Copr. 1947 * whe 
U. 8. Industrial Chemicals, Inc all revenues raised for road pur- mast 


poses that year. 
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' (Continued from Page 4) 


$500 to $800 over the market price, 
but we have given him full market 
allowance on his tradein. 


Let’s don’t kid ourselves, unless 
the new car dealers are going to 
give the customers full value for 
their tradein. Review all new-car 
dealers’ sales for the past six 
months and you will find very few 
old model cars traded in on new 
car sales. So again I say, let’s be 


fair to the customer and give him | 


full value for his tradein and then 
we will have our house in order. 
We are not making « lot of 
money out of this business. As an 
example, we received and delivered 
in the month of May five De Sotos 
and three Plymouths, and delivered 


102 used cars making only $1,300 | 


net, which you can see is not a lot 
of money for handling this volume 
of business. We have 52 in our or- 
ganization and an _ advertising 
budget of $3,000 per month, and I 
will sell every 1946-47 I have, either 
wholesale or retail, for a $100 profit 
for quick turnover. 


I am a volume operator and only |through this training that I be- | agement. 


through volume can you make any 
money. I was the only automobile 
dealer in Louisville that served on 
the OPA board, and I heard dur- 
ing that time, as well as since, that 
a lot of money has been handed 
under the table to various dealers. 
But I always respected the dealers 
and it is mighty hard to sit idly 
with the downtown location that I 
have and see the good new-car 
market dwindling away. I would 
not deal in used cars during the 
OPA, only selling the half a dozen 
or so that I received as tradeins. 
But I have become known as the 
headquarters for 1946-47 cars now. 
So I think that 


percent of the public drove from | 

|decler to dealer chiseling for the 
last dime and many and many a) 
new car was sold for little or noth- | 
ng over invoice. 

At any rate, John, we are still | 
friends.__Doc Gretner, The Flying | 
| Dutchman, Toledo. 

- * * 


What's Your Opinion? 
With regard to the article which | 


appeared in the June 2 issue of | - 


Automotive News entitled “High- 
ways and Safety”... “Official In- 
difference Called Accident Cause.” | 

I read your column about auto | 
accidents with great interest. I am | 
employed by the Seacoast Finance 
Co., Red Bank, N. J. I have been 
a New Jersey state trooper and a 
local police officer in Red Bank, 
just prior to my present employ- 
ment. The New Jersey state police 
specialize in accident investigation 
among other things, and therefore | 
train their men accordingly. It was 





if more dealers | 


would try to increase their earn- | 


ings, in various ways, keeping their 
house in order it would be better 
for the automobile industry. 

You may use this letter as you 
see fit—H. T. Ruccs, president, 
Riggs Motor Co., Louisville, Ky. 


* * 


On Wholesaling 

I think my good friend John 
Munn expects me to give him a 
little hell for his writeup against 
ear auctions and the wholesaling 
of used cars, and I certainly 
wouldn’t want to disappoint him. 


To begin with, I have a lot of re- | 


spect for John Munn and he is 
a member of our Toledo Used Car 
Dealers Assn. However, I cannot 
agree with him on that particular 
column for several reasons. 

We have a market today that is 


very unstable and prices are fluc- | 


tuating from day to day, and why 
should a new car dealer trouble 
himself about keeping abreast of 
market conditions when we silly 
used car dealers will pay him re- 
tail for used cars. 

About 90 percent of our used car 
supply comes from new car dealers. 

Auctions are keeping the prices 
of used cars at a level that is more 
or less uniform over a wider area 
and encourages the movement of 
ears from one section of the coun- 
try to the other. 

Some of our most successful 
new-car dealers have always whole- 


saled all of their trade-ins. Right, | 


John? 

Our auction in Toledo is con- 
ducted along very strict lines. I do 
not approve of dealers bidding on 
their own cars against the dealer 


who is trying to buy, thus creating 


fictitious. prices, not indicative of 
market conditions. Other bad prac- 
tices are dealers not having proper 


titles, allowing the public to enter | 


ears at random and letting them 
into the sale to watch to see what 
ears are bringing. I am against the 
printing of auction prices in local 
newspapers and the encouragement 
of dealers to buy cars for other 
auctions or for. wholesaling. 

We tell all dealers that someone 
has to finally retail these cars and | 
recommend caution when buying. 
An auction based on these funda- | 
mentals is, in our opinion, fair and | 
and an asset to the dealer body 
as a whole. Our own auction is 
conducted within the framework 
of the suggestions outlined. 

Just one more question, John. | 
Just when did the automobile buy- 
ing public begin to give a damn 
whether the new or used car dealer 
made a dime? Before the war 95! 
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| ROSS MOTORS, INC. (Ford), Middletown, 0., recently opened its $150,000 dealership 
| at 1727 Tytus Ave. Robert H. Ross is president of the firm. The structure is 100 feet 
wide and 200 feet long. Ross has been a Ford dealer nine years and Homer 8S. Mitchell, 
general manager, has been in the automotive business 38 years. ‘‘Ours is tomorrow's 
house built today,” is Ross’ description of the building. 





came quite interested in accident 
investigation and prevention. 


At present my only thought is 
how to further the knowledge thus 
obtained. With this in mind I turn- 
ed to radio, wrote a script, gave 
it to Tom Howard, radio comedian, 
for his advice. He advised me to 
see one of the executives of one 
of the major petworks. The script 
was written along the lines of 
“Sudden Death” from Readers Di- 
gest. 


insurance companies in mind for 
very obvious reasons. I was told 
that an accident program of any 
kind would not go over. Do you 
think I have any grounds for my 
contentions? Do you think any of 
your readers would have an idea 
for furthering this cause? 


I wholeheartedly agree that 
some changes in both enforcement 
and engineering agencies is in or- 
der, but let’s take first things first. 


At this moment, radio listeners 


I did not receive much encour- | are being swamped with mystery 


I had one of the large stories supposedly created to fight 


uch up 


YOUR PITTSBURGH 
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33 
crime. With very few exceptions 
almost the opposite is accomplish- 
ed. The law officers are made,out 
as fools. Police, departments al! 
over the countfy have gone on 
record as requesting movies and 
radio to correct this false impres- 
sion in the minds of the public. 

If you think that this accident 
prevention program of mine is a 
good one, you may publish this 
letter. If it succeeds in guiding 
some of the misdirected energy 
radio is using on the crime drivel 
angle, and directs it into channels 
which will do some good, it will 
really be worthwhile. I feel as- 
sured that any enforcement officer 
who reads this will endorse it en- 
thusiastically. My previous men- 
tion of insurance companies was 
from the sponsor standpoint. 

At this time I feel very discour- 
aged, but still full of fight for what 
I think is a much deserved cause. 
—JaMEesS VAN Raattes, 60 Broad St., 
Red Bank, N. J. 


Merlin Motors to Build 


Merlin Motors, Inc., Norfolk, Va., 
has been authorized by the Office 
of Housing Expediter to erect, at 
a cost of $1,650, a one-story build- 
ing to be used for servicing and 
repair work. 


THE WAY LEADING GROCERY FIRMS DO... advertiae im. 


The Pittsburgh Press 


Last year The Press c 


arried more national grocery 


linage than any other paper in the country except one 
. 1,215,000 lines. The Press, in 7 issues, carried 


more national grocery linage than the other two 


Pittsburgh papers carried in 13 issues. That’s because 


The Press moves merchandise off grocers’ shelves. 


HOW THE PRESS REACHES THE BUCKS 


Survey report: 72% of Allegheny County people who have their 
bucks in checking accounts read the daily Press; 82% read the 
Sunday Press. Best showing of any other paper was 54%. If you 
want people to spend some of those bucks for your product, 


advertise in the paper 





REPRESENTED BY the National 


Advertising Department, Scripps-Howard 


Newspapers, 230 Park Avenue, 


City. Offices in Chicago, Cincinnati, Detroit, 
Fort Worth, Philadelphia, San Francisco. 









they read ... The Press. 
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Boost in Baan Taxes? 


NHUC Doubts Need 


WASHINGTON.—The rising tide 
of the states’ gasoline tax revenue 
is one of today’s most significant 
aspects of the thirty billion dollar 
highway transportation industry, 
according to the National Highway 
Users Conference. 

These increased revenues, being 
shown consistently in most areas, 
indicate that some states consid- 
ering increases in gas tax rates 
may find them unnecessary, accord- 
ing to Arthur C. Butler, NHUC 
director. 

The jump in receipts mirrors 
the unprecedented use of the na- 
tion’s highways today, Butler re- 
ported. He cited recent figures 
by the Public Roads Administra- 
tion showing that traffic on all 
rural roads and city streets 
reached an all-time peak in April. 
In that same month gas tax re- 
ceipts of the states alone totaled 
$91,871,000, 114 percent above 
those of April, 1946. 

Gasoline tax payments to the 
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Hydrovac* 
“first” 





scores one more engineering 
for Bendix. Hydrovac combines in 


states since April indicate that 
new records in highway use are 
still being set, NHUC stated. The 
trend is up even over last year’s 
record payments, when motor fuel 
tax revenues paid to the states 
passed the billion-dollar mark, to- 
taling $1,064,681,000. This compared 
with a total of $691,420,000 ten 
years before, making an increase 
of 54 percent. 

Commenting on 
Butler said: 

“The fact that state gasoline tax 
revenues are still growing indicates 
the value of our accepted methods 
of highway building and financing. 


these figures, 


More people are” traveling more | 


miles, and by doing so they are 
giving the states the revenues nec- 
essary to provide them with the 
improved highways they need. 
“But the increase in gasoline tax 
revenues cannot be looked upon 
wholly with satisfaction. Some of 
these revenues are being diverted 
to other than highway purposes. 
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one compact unit all the advantages of pre- 


vious vacuum power braking systems. With 
three simple tubular connections, it uses 


engine manifold vacuum 


to give smooth, 


positive brake action with a minimum of 
driver effort. Already the industry acclaims 


Hydrovac as “1st in power brakin 
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And some are being wasted on 
unnecessary projects in the ab- 
sence of long-range highway plan- 
ning. 


“In many cases where these 


mands for further increases in 
his gasoline tax. 

“This is a threat which the Na- 
tional Highway Users Conference 
views with real concern. Highway 
transportation has grown great in 
America under a system of gener- 
ally fair and moderate taxation. 
With every gasoline tax increase, 
it becomes that much harder for 
someone, somewhere, to afford to 
operate a car. 

“Our continued highway prog- 
ress depends vitally on making it 
possible for more and more peo- 
ple, not fewer and fewer, to use 
the =arver~ r 


Vermont Revenue Soars 


Vermont’s extra one-half cent 
gas tax, imposed May 1, will bring 
this year’s revenue’ close to the 
$4,000,000 mark, it is reported. 

At the same time, gasoline sales 
to date indicated that 1947 would 
beat the alltime record of last year 
with a 15 percent increase in April 
over the same month in 1946. 
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DON HAMPTON, INC. 


(Deodge-Piymouth), Palo Alto, Calif., recently completed thi. 


$200,000 automotive headquarters. The front is all-aluminum and giass, being one of 
the first automobile dealerships in the United States to use this material. Over 5,000 
people visited the quarters on opening day. The building has 22,500 square feet of 


floor space and extends through the entire block allowing an exit on another street. 





Glass Buys Collins’ Half 
Of Paris (Tex.) Concern 


Robert Glass recently bought the 
interest of his partner, Joe Collins, 
in the Glass & Collins Motor Co., 
Paris, Tex. New name of the com- 
pany will be Glass Motor Co. It is 
dealer for Packard and Willys. 

Collins is retiring from business 
because of his health. Glass joined 
Collins in the dealership four years 
ago. 





BENDIX PRODUCTS DIVISION OF 
SOUTH BEND 20, 
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PRODUCTS 
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Automotive Vehicles 


The dictionary defines engineering as “the science and art of con- 
structing and using machinery.” In no other industry has progressive 
engineering achieved such outstanding results as in the automotive 
industry. Bendix* has been the partner of this progress for over thirty 
years, and has always held a prominent place in the vanguard of new 
engineering development. Tomorrow, as in the past, the industry can 
confidently expect the best from Bendix —First in Creative Engineering. 


*REG. U. S. PAT. OFF. 
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Chevrolet Holds 
Series of Parleys 


On Fleet Setup 


DETROIT. — First - hand experi- 
ence with the requirements and fu- 
ture plans of the persons and or- 
ganizations throughout the country 
who use large fleets of passenger 
cars and trucks was the goal set 
by Chevrolet in a series of meet- 
ings conducted by E. P. Feely, re- 
cently appointed manager of the 
division’s fleet sales department. 


The meetings were held in 10 
key cities in all parts of the na- 
tion over a period of little more 
than a month. Feely and other 
fleet sales department officials met 
in each community with the Chev- 
rolet regional and zone officials in 
one meeting, and with fleet users’ 
representatives in a second meet- 
ing. 

The fleet owners at the meetings 
represented a total of more than 
120,000 trucks and passenger cars, 
Feely said. 


“The purpose of these meetings 
was to get first-hand observations, 
suggestions and reactions to Chev- 
rolet policies from the interested 
people in each locality,” said Feely. 
“We were gratified with the re- 
actions toward Chevrolet which we 
received in all of the communities, 
and were happy to receive sugges- 
tions which may well be put to 
use to improve Chevrolet’s fleet 
sales setup.” 


On the eastern section of the 
tour, meetings were held in Flint, 
New York, Washington, Baltimore 
and Atlanta. At these meetings 
Feely was accompanied by J. W. 
Thayer, assistant manager, and R. 
H. Kress, specifications engineer. 

Meetings in the western part of 
the country were held in Chicago, 
Kansas City, Dallas, San Francisco 
and Los Angeles. Kress and York 
R. F. Giddey, assistant manager, 
accompanied Feely on this section 
of the trip. 


Trouble Shooters 
Jeeps Patrol N. Y. Thruway 


To Reduce Accidents 


NEW YORK.—tThe nation’s larg- 
est city has inaugurated a civilian 
Jeep highway patrol designed to 
reduce traffic accidents on one of 
its most heavily traveled express 
highways. 

Four of the Willys - Overland 
products will operate on the west 
side express highway between the 
southern tip of Manhattan at 
Duane St., where the _ elevated 
highway begins, and patrol as far 
north as 72nd St. Principally, they 
will tow stalled cars off the road. 

Jeeps which began duty on the 
highway are in addition to others 
used for emergency patrol work 
in the Holland and Lincoln tun- 
nels here as well as the George 
Washington and the Staten Island- 
New Jersey bridges. 

Special equipment on each of the 
Jeeps includes a crane of six tons 
capacity, wide steel pusher bump- 
er, special wheel dollies for fiat 
tires, sirens, front and rear flasher 
lights, first-aid kits, fire extin- 
guishers, and special red road 
flares. 






Richmond Buick 

Richmond Buick Co., Inc., Rich- 
mond, Va., of which Walker F. 
Martin is president, has “enlarged 
its purposes,” according to an 
amendment to its charter filed with 
the Virginia corporation commis- 
sion. 
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AUTOMOTIVE NEWS, 








Dodge revealed the other day at 
the annual conference of ‘regional 
managers that cooperative news- 
paper advertising on Dodge trucks 
would be resumed in more than 
2,000 daily and weekly newspapers 
in July. 

These will be the first such 
Dodge ads in almost six years. 

Dodge is now running truck ads 
in national magazines with a total 
monthly circulation of 10,820,463. 
Schedules also are running in a 
large list of vocational, farm, 
trucking and trucking association 
publications. 


De Soto Dealers’ Show 


The more than 3,000 De Soto- 
Plymouth dealers of the country 
will sponsor “Christopher Wells,” a 
radio adventure show, starting 
Sept. 28 on the CBS network. The 
program is slated for 10 p. m. Sun- 
days, and is based on the adven- 
tures of a fictional writer of a syn- 
dicated newspaper column. 


Commercials are all on the deal- 
ers, pointing up their facilities for 
expert servicing of cars, according 
to J. B. Wagstaff, vice-president in 
charge of DeSoto sales. Producer 
of the show is Edward A. Byron, 
who also produces the radio hit, 
“Mr. District Attorney.” BBD&O 
is handling. 


Tell lt to the Barber 


Bill Randolph, manager of the 
Automobile Dealers Assn. of West 
Virginia, has a clever public rela- 
tions idea in his July 1 newsletter. 
He urges dealers to suggest to 
their barbers that they can sort 
of help out if they will tell the 
true story of the dealers’ troubles. 

“Be sure to give him facts 
about the industry as a whole,” 
Randolph says, “and not just 
your particular establishment.” 

It seems to us that it is sure 
worth a try. On the other hand, 
we once knew a professor who 
claimed to have made a serious 
study of barbers. The professor as- 
serted that a barber is a perfect 
example of a conversational zero; 
he has as many opinions as he 
has customers, and agrees with all 
of them. 

How do you rate your barber? 


Scientific Selling 


Dan Beck, of Detroit, is marking 
the second anniversary of his ven- 
ture into the field of scientific se- 
lection and training of salesmen 
and others in the executive side of 
the business. An old automobile 
man with a new idea, Dan decided 
it was time to help concerns inter- 
ested in using something other 
than the old rule-of-thumb method 
of picking key men to bolster their 
staffs. 

Beck has helped a good number 
of auto dealers around the coun- 
try train key salesmen for the day 
when the chips go down. 


Liberty Monthly 


Paul Hunter, publisher of Lib- 
erty, reports that Liberty will go 
on a monthly basis starting with 
the Aug. 2 issue. That issue will be 
on the stands July 18 to Aug. 15. 

Hunter reports that newsstand 
sales have increased 60 percent in 
the last five months, giving the 
magazine a circulation of well over 
1,600,000. Price will remain 10 cents. 

“As a monthly,” Hunter said, “we 
will again increase our newsstand 
sale, and, we believe, materially in- 
crease advertising volume in each 
issue of Liberty. Liberty will con- 
tinue to deliver excellent adver- 
tising value. 

“It is now delivering about a 
quarter-million bonus circulation to 
advertisers and this should in- 
crease.” 


Advertising Booklet 


Compilation of a guide to plan- 
ning and spending the retail adver- 
tising dollar, for use by both news- 
paper space salesmen and mer- 
chants, has been completed by the 
Retail division, Bureau of Adver- 


—Auto Advertising 


Dodge Is Resuming 
Dealer Co-op Ads 
By Bob Finlay 





tising, A.N.P.A., Division Director 
John Giesen has announced. Titled 
“The Retail Advertising Budget,” 
the booklet has 29 pages. 


Names 

Joe Cunningham, who joined the 
promotion department of the Chi- 
cago Sun upon discharge from the 
Marine Corps in May, 1946, has 
been appointed director of the per- 
sonal service bureau of the Swn. 
Richard Stevens has been trans- 
ferred from the Chicago office to 
the New York advertising office for 
“Book Week,” the Sun’s weekly lit- 
erary supplement. Chandler Kime 
succeeds Stevens in Chicago. 


Walter Fishman, formerly with 
the Associated Press in Baltimore, 
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CASCO REPLACEMENT 
HEATING ELEMENTS 


Make a handsome profit on 
Replacement Heating E 


ments mounted on self-selling 
display. They’re easily in- 
stalled: screw into present 
Casco-made lighter knob. Ask 


for No. L-16250-1. Retail: 
each, Fair Traded Price. 












has joined the Kaiser-Frazer pub- 
lic relations staff at Willow Run. 


John B. Millis, formerly on the 
New York public relations staff of 
K-F, has joined the Ford News 
Bureau at Dearborn. 


William V. Linn, of Baltimore, 
has been named advertising and 
sales promotion 
manager of the 
Automotive - divi- 
sion of Therm- 
oid Co, Fred 
Schluter, presi- 
dent, announces. 
Linn began his 
advertising and 
sales promotion 
career with 
American Oil Co., 
Baltimore. After 
war service, he 
returned as editor of the company 
publications, and later became as- 
sistant sales promotion manager. 
He is expected to give added im- 
petus to the advertising and sales 
promotion activities of Thermoid. 





Wm. V. Linn 


C. H. Cowling, advertising direc- 
tor for Motor Transportation mag- 
azine, announces the appointment 
of Jack R. Holmes to the Los An- 
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VIEWING A DISPLAY of human interest truck ads at the Dodge regional managers’ 
conference are, left to right: E. C. Quinn, sales manager; L. F. Van Nortwick, director 
of truck sales, and George W. Malcomson, manager of truck merchandising. 


geles advertising staff. Holmes was | Detroit Times, has joined the ed- 
formerly with West - Marquis itorial staff of Production Engi- 


Agency and Campbell-Ewald. 


Clyde Benham, director of gen- 
eral advertising for the Chicago 
Tribune, is recovering after being 
hospitalized June 11. 


neering & Management, Detroit. 


Homer Rockwell has resigned as 
vice-president and advertising di- 
rector of Liberty magazine. 


Robert Coughlin has joined the 
traffic department of Brooke, 


Bill Silverman, formerly of the! Smith, Fremch and Dorrance. 
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REMEMBER: Casco backs you up with big national 
advertising—week after week, month after month, 
in the pages of Life and The Saturday Evening 
Post (combined readership: 35,000,000 people!) 


REMEMBER: 1 out of every 3 cars on the road to- 
day needs Casco lighter replacements. 


Order from your wholesaler or write direct to 


CASCO Preducts Corporation, Bridgeport 2, Conn. 
new and unusual cifomatve accenoorien, 
We CAS CO 









Casco press & 
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Make a handsome profit on 6 
Pop-Out 
with empty dashboard wells, 
lost lighters. Mounted on self- 
selling display, fit all cars 
with Casco-made automatic 
lighter receptacles. Ask for 
No. L-16680-1. Retail: $1.50 
each. Fair Traded Price. 


Lighters for cars 























































































































CONCORD, MASS. 

' (Concord Auto ‘Auction Sales. E. LeRoy 

} oo manager. Auctions ay every Mon-| ., 
' day. Prices are for June 23.) ee 


'40—Ambassador 4 door, $600. 


NEW ALBANY, IND. 


Used Car Auction Prices 


nee 
’47—FL 4 door, $2,150. '47—-Pickup, $1, tee 
’41—Club coupe, $1, 075; 2 door, $1,050; | 075. 
door, '46—Station wagon, $2,150; cl 


DSMOBILE HOLLYWOOD ene 4 door, $2,150; 
'40—-(8) 4 door, $875; (98) club coupe, (Al Herd) ‘42-4 door, $1,210. 


(Auctions held on Tuesday. W. R. Stone, 


'41—Convertible. [ae club coupe, $1,- 










Our 5 new direct line 
phones mean faster and 
easier parts service for 
your convenience. Sim- 


ply call Calumet 8400. 







We are Illinois distribu- 
tors for “DAB”, the 
amazing apply-it-yourself 
automobile paint. $5.95 
will paint your car. 11 


colors. 
M. J. LANAHAN, Inc. 
SERVICE AND PARTS DEPARTMENT 
Corner of 26th and Wabash—Chicago, linois. 
DODGE « PLYMOUTH DODGE “JOB RATED” TRUCKS 
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or stake, $2,- 


lub coupe, 


BUICK ’40—2 door, on $1. re S02" “oor, $1,700 door, $1,650; 
’20—C " b oor. _ 
re neg ae FORD *41—-Convertible, 180, coupe, $860; 
5 ge $08 e '47—Sportsmna convertible, $2,500. os $1, Bees 3 ae, $1, 
41—Convertible, $1,875; 4 door, $1,-| "46-4, door, $1,750; 2 door, $1,670; te _ 
cou . 
100; 2 door, ‘ante $1,090. “BS Chub coupe, $1,180; 2 door, $1,075;| ‘'41-~Suburban, $875. 
2 door, $800. 
1-—(61) 4 door, $1,750. '41—2 door, $985; 4 door, $820. *47-—Club coupe $1028. 
DE SOTO *40—4 door, $775. ’41—Convertible, $1, 075. 
i| "41—Club one '89- Vt caine "89-2 door, $850; 2 door, $450. 
[ ; 
'46—Half-ton panel, $1,250. 47— (08) 2 door, i '46—4 door, $1880” o 
‘at Conccreiohe * $1,200;  three-quarter- '42—Club coupe, $1,025 MERCURY 
ton pickup, $725 {14 door, ‘47-2 door, $2,100. 
n pickup, , PONTIAC '46—4 door, $1,925. 
4 coor, WS '46—4 door, $2,000. ot on 
'47—2 door, $1,850; 2 door, $1,910;| '41—Coupe, 100. ‘46—2 door, $1 bi 
coupe, 1,787. ’40—Coupe, “ '40--2 door, $750. F 
7s as coupe, $1,650; 2 door, $1,635. STUDEBAKER OLDSMOBILE 
'42—Panel, "40—-2 door, . ’46—Sedanet, $2,270; coupe, $2,060; 
*41- Convertible, ant WILLYS sedanet, $2,260. 
ae $2000 ZER '42—4 door, $780. '42—Coupe, $1,370; 2 door, $1,825. 
‘47- oor, 200 , TRUCKS 41—Coupe, oie OUTH 
414 door, ERCURY ctdaicirmuiee: 41—Coupe: $1,000; 2 door, $1,025 
, Dodge: °46—Half-ton panel, $1,300. , "41—Coupe, $1,000; 2 door, $1,025; sta- 
1d Convert San Ford: "{t-1)5 108 sta fe, aie tion ads cae . 
'46—(600) 4 door, $1,535; (600) 4 door, ete ee eee '30—4 door, $680; 2 door, $700. 
$1,525 International: '41—K-5 dump, $575. PONTIAC 


station wagon, 


*41—4 door, $850; 2 door, $1,100; club 


"89-4 door, sy) 4 door, $800. auctioneer. Prices for June 24.) coupe, $1,060. 
: CKARD BUICK — STUDEBAKER 
’41—(120) 4 toon 1,225. '47—Roadmaster convertible, $38,660. ’41—Commander 4 door, $1,125. 
40—Club ome D5 4 door, $750. 46— Roadmaster 4 door, $2,650; con-| °40-4 door, 
’47—Convertible, $2,425; 2 door, $1,975. verete, See rtible, $1,200; Special 2 door 
'46—4 door, $1,600; 2 door, $1,575. 99: Alig tapmmaalg : BIRMINGHAM, ALA. 
’41—Business coupe, $875; ‘coupe, $985; 40—C tible, $1,225: S seni (Dixie Auto Auction Sales) 
t door 5; 4 door, $650. ar eee ‘| (Sales held every Monday and Friday. 
oa a $1,100; 4 door, $950; 4 door, $1,085. E. M. McElroy and R. A. Waldrep, man- 
a Coupe, $910. . 39-4 door, . agers. Doc Liles, auctioneer. Prices are 
"39— ’ “PONTIAC CADILLAC for June 28.) 
(6) 4 door, $2,060. '46—(62) Sedanet, $4,125; (62-S) se- UICK 
‘se 4 door. $1,200. dan, $8,508. an. 2 door, $1,200; convertible, 
, y 4 '42— an, . b 215. 
41—(8) 4 door, $1,050. 41- 61), 4 Seen, $1,725: sedanet, $1,- - CHEVROLET 
750; (61 oor, $1,850. ‘47—4 door, 
aie wALDOSTA, Dg auc-| '38—(60-S) 4 door. $000. 1 G5 FE 2 door, $1,910; FL 2 door, 
tions every Friday. Prices are for June 27.) 47—Town/Country, $2.900. "41—Club coupe, $1,350; 2 door, $1,100; 
‘“47—FM 4 eee ¢ ee door, $1,300; Suburban, | club coupe, a soTo 
} , $2,135. 1,420. 
'46—Pickup, $1,460. ; ’41—New Yorker sapvertite, $1,400. 46-2 door, $2,215. 
‘41—2 door, $1.250; convertible, $1,195. *40—Convertible. DODGE 
40-2 door, a E SOTO '39—4 door, f "41—2 door, 5. 
“41—4 door, SABE CHEVROLET ; FORD 
a "FORD '47—Club coupe, $2,275; FL 2 door,| "47-2 door, $1,850; 2 door, $1,985; club 
'47—2 door, $2,050. e OU oes A dem, Ge; 4 Gwe) ss $1,280. 
a. — $2,010; club coupe, $1,920: 4 door, $1,-| , ‘41-2 door, $910; convertible, $1,085; 2 
40-2 dane 800; FL 2 door, $3.055; FM 2 door, $1,.| door, $835. 
o DSMOBILE 800: FL, 2 door, $2,175; FL 2 door, $2,150.) 446 iy UDSON 
'42--Convertible, $1,550. 42—Club coupe, $1,400; 2 door, $1,210;| "46—Clu coupe, atts 
'41—(6) 4 door, $1.150. panel, $1,006. 46—Club 1,725. 
PLYMOUTH '41—Club coupe, $1,150; club coupe, 7 uD compe, $ i 
“bth an a2 028. $1,140; club coupe, $1,170: club coupe. 41-2 door, $980: 2 door, $950. 
‘1S en eee $1,815; 4 door, $1,250. ate PONTIAC 
STUDEBAKER '40—Ciub, coupe, "$875. , oe oo 
, ie a | 
47—Commander, $2,500. - DE sOTO | TOLEDO, OHIO 
'46—Suburban, $2,750. (Doc Greiner) 


(Auctions held Thursday. Prices are for 


(Schaefer-Connell Co., Inc., 108 W. Main | 000: club ae $1,125 June 26. Colonel Carl Marker, auctioneer.) 
St., Col. R. V. Martin, auctioneer. Auc- A door, — 4 door, $825. | BUICK 
tions held every Monday. Prices are for DODGE | ..’46—Super 4 door, $2,325; Super 4 door, 
June 238.) "47-4 door, $2,140. $2,360. 
CADILLAC 424 door, $1,075. CADILLAC 
"47—(61) 4 door, $4,000. ‘40-4 door, $775; 4 door, $810. | "46—(62) 4 door, $3,400. 





CHEVROLET 

’47—SM 2 door 1,995. 

"46—4 door, $1 SM 4 door, $1,700; 
FM club coupe, $1,685. 

’41—Convertible, $985 
040. 
*89—2 door, $775. 

DE SOTO 

'41—4 door, $1,060. 

DODGE 

‘47—4 door, $2,310. 

FORD 

"47—2 door, $1,735. 

’46—Half-ton pickup, ies 
wagon, $2,000; convertible. 

*41—Half-ton pickup, aabot 3 ym $995. 

MERCURY 
’46—-2 door, $1,750; 2 door, $1,780. 
NASH 


’40—4 door, $775. 

’B8—4 door, $475. 
OLDSMOBILE 

‘46—(66) 2 door, $2,280. 

’41—Club coupe, $1,050. 


$985; club coupe, §$1,- 


station 


INDIANAPOLIS 
(Ken Schaefer Co.) 
(Auctions held Thursdays. Col. R. V. 
Martin, auctioneer. Prices listed are for 
June 26.) 


BUICK 

’47--RM 2 door, $2,980; Super 2 door, 
$2,760; Super 4 door, $2,600. 2 

*46—Convertible $2,940 ; convertible, 
$2,880; RM 2 door, $2,595; Super 4 door, 
$2,350. . 

’42—Convertible, $1,700. 

’41—Convertible, $1,100. 

40—Super 4 don $1,110. 


CHEVROLET 

’47—FL 2 door, Hath FM coupe, #. 
045; convertible, $2, 160; FL 2 door, $2,- 
010; FL 2 door, $2,010; FL 2 door, $1,980; 
FM 2 door, $1,875; SM 2 door, $1,690. 

’41—Convertible, a> 2 $1,- 
100; club coupe, $1,070; 2 door, $1,060; 
4 door, #1, 025; 2 : $1,000; club coupe, 
$985; 2 door, 3950; 4 door, $920; 2 door, 


$900. 
’40—Club coupe, $900; 2 door, $900; 2 
door, $875; 2 door, $830; 4 door, $820. 
*39—-2 door, $785; 2 door, $760; 2 door, 


$730. 
CHRYSLER 
*41—Royal club coupe, $900. 
*39—4 door, $680. 
DE SOTO 
"47—4 door, $2.790; Suburban, 
DODGE 
42 


4 door, $1,240; 4 door, $825. 
FORD 


"47—Convertible, $2,325; 
$2,175; station wagon, $2,065; 
$2,060; station wagon, $2,050. 

’46—2 door, $1, : 3 goes $1,665; 2 
door, $1,650; 4 door, $1,400. 

42—Convertible,, $1,360 ; 2 door, $1,070; 
2 door, $1,080; 4 door, $975; 4 door, $615. 

’41—Station Wagon, $1,125; 2 door, 
$950; club coupe, $900; 2 door, 

740-—2 door, $925; 2 door, $785; 2 door, 


” 
_- 


$2,750. 


convertible, 
2 door, 


$735. 
FRAZER 
’47—4 door, $1,890. 
HUDSON 


"42—4 door, $840; 2 door, $840. 
‘41—2 door,$690. 
"40-2 door, $460. 

LA SALLE 


4 door, pi 
MERCURY 

’47—Convertible, $2,400. 

door, $1; 

*41—2 door, $1,000. 


OLDSMOBILE 
*47--(66) 2 door, $2,325. 
'46—(78) 2 door, $2,175; (66) 4 door, 


"39 


2,000. 
*40— Club couse, oa $830; 4 door, $750. 
ARD 
'46-—Clipper 4 door $1,925. 
PLYMOUTH . 
41—Convertiblen aaah convertible, 
$2,130. 
46—2 door, $1,490 


"41—Convertible, oa 185; 4 door, $1,070; 
station wagon, 

’40—4 door, ant 2 door, $810; coupe, 
$710; 4 ow $710. 

"89-2 door, $690; 2 door, $540. 

PONTIAC 
*46—(8) 2 door, $2,050; 2 door, $2,020. 
*42--(6) 4 door, $1,150. 


*41—2 door, $a. 
“40 2 door, $1,050. 

STUDEBAKER 
‘47--Commander 4 door, $2,430. 
*41—-Coupe, $810; 4 door, $610. 

WILYS 
'46— Jeep, $900. 
TRUCKS 
Chevrolet: 46 —- Three-quarter-ton trac- 


tor, $1,825; half-ton pickup, $1,025; °42— 
Two-ton tractor, 

Dodge: "47 — Three- -quarter-ton pickup, 
$1,700; 45 half-ton pickup, $1,225. 

Ford: *47—Two-ton C and C, $1,900; 
half-ton pickup, $1,575; °48 — Half-ton 
pickup, 


OKLAHOMA CITY 
A. L. Pollock) 
(Auction held on Wednesdays. Prices for 


June 25.) 
BUICK 
‘46—4 door, $2,380. 
*42—-Sedanet, $1,210; 2 door, $1,300. 
"41-4 door, $990. 
"40-2 door, $975; 4 door, $1,025; 4 
door. $1,000. 
"392 door, $770. 
CADILLAC 

"42--4 door, $2,475. 

"41—-(62) 4 door, $1,715; 4 door, $1,930. 
CHRYSLER 

‘42 -4 door, $935. 

"392 door, $395. 

CHEVROLET 

“47-2 door, $2,275; 2 door, $2,070; 2 
door, $2,280; 2 door, $2,305; 2 door, $2,- 
150. 

'46-—Pickup, $1,360; 2 door, $1,630; 2 
door, $2,140; 4 door, $1,735; 2 door, $2,- 
025; 4 door, $1,545; 2 door, $1,785; club 
coupe, $1,815; panel, $1,260. 

"42-2 door, $1,175; 2 door, $1,410; 2 
door, $1,205. 


*41—2 door, $1,160; 4 door, $695; coupe, 


$950; 2 door, $1,180; 4 door, $1,025; 2 
door, $1,040. 
*40-—2 door, $680. 
*29—Panel, $590; 2 door, $900; coupe, 
DE sOoTO 
*46—4 door, $2,070. 
"40-—4 door, $900. 
DODGE 
os » $2,110; 4 door, $2,360; 2 
door, $2. jonickur. $1,410; 134-ton, $2,- 
125; a $2,320. 
7, $1,940; 134-ton, $1,545. 





FORD 
. $1,760; convertible, gag: 
2 door, $1,480; 4 4 (door, $2,175; 2 door, 
door, $1,990 2 door, ‘$2,000; 2 


$1,750; 4 
door, $2,175; 2 door, 50. 

*46—2-ton, $1,800; pi $1,395; club 
coupe, $1, _? 2 door, $1, 
a gi ase door, $1,225; 2 door, $1,110; 2 
oor, 

*41—2 door, $1,135; convertible, $1.1 =! 


4 door, $975; club coupe, $1 150; 
$780; 4 door, $875; convertible, $1.21 
Coupe, $910; 2 door, $955; 4 door, 


pickup, on. 


$860; 4 





DSON 
’46—2 door, #1 475; pickup, $1,320. 
’42—4 door, $885, HC 
’47—Three-quarter-ton pickup, $1,390. 
LINCOLN 
’41—4 door, $875. 
MERCURY 

’42—2 door, $1,195. 

’41-—4 door, $1,100; 2 door, $1,060; 2 
door, $1,250. 

NASH 
’46—4 door, $1,415. 
*42—Club coupe, $920; 2 door, $1,300. 
OLDSMOBILE 

’47—Convertible, $2,450. 

’46—4 door, $2,105. 

’42—Club coupe, $1,900. 

*41—2 door, $1,150; 2 door, 
door, $1,050. 

PACKARD 
’42—-2 door, $1,195. 
’41—4 door, nee 2 door, $920. 
MOUTH 

"47—4 door, AS ise 

’46—4 door, v1 oes 4 door, $1,650. 

*42—Club cou ,020. 

’41—4 door, 

"40—4 door, $610; pickup, $725. 

*89—2 door, $450. 

PONTIAC 

’47—Station Wagon, $2.650. 

"42—4 door, $1,200; 4 door, $1,025. 

STUDEBAKER 

’39—Coupe, $410. 

WILLYS 

’47—Station Wagon, $1,760. 
SAE Prepares 
Safety Ti 

alety Lips on 

o 
Side Gas Tanks 

NEW YORK.—SAE recommend- 
ed practices covering side-mounted 
fuel tanks for truck tractors and 
intended to minimize highway 
dangers created by sideswipe and 
explosion have been prepared by 
the fuel tank subcommittee of the 
Motorcoach and Motor Truck com- 
mittee of the Society of Automotive 
Engineers. 

The data, incorporating both test 
and performance specifications 
plus installation recommendations 
for fill-pipe location, mounting 
methods and feed-line arrange- 
ment, provide for the use of fuel 
tanks which resist ruptures, leaks 
and explosions in collision with 
vehicles or roadside obstructions 
at speeds up to 30 mph. 

While the data impose no limi- 
tations upon materials or produc- 
tion processes, welded, brazed or 
silver-soldered joints are listed as 
acceptable practice and tank-bot- 
tom fittings must be installed so 
as to avoid tearing loose and to 
assure complete drainage. Top- 
mounted filler fittings and non- 
spill air vents are required. 

Work on the project was started 
in 1939 at the request of the ICC, 
interrupted by war, and resumed 
in 1945. The subcommittee, of 
which Emil P. Gohn, of Atlantic 
Refining Co., Philadelphia, is chair- 
man, now will undertake to pre- 
pare the recommendations for 
chassis - mounted gasoline tanks 
and for diesel fuel tanks. 

Other members of the group in- 
clude: 

Cc. J. Bock, of GMC Truck & 
Coach division; J. H. Dunn, devel- 
opment division, Aluminum Co. of 
America, New Kensington, Pa., and 
F. B. Lautzenhiser, International 
Harvester Co. 

New Seat Fiber 
Fiberglas as Cushion Filler 
Offered by Owens 
TOLEDO. — Fiberglas superfine 
fiber material, for use as filler for 
railroad, aircraft, motor coach and 
automobile seat and _  seat-back 
cushions, is announced by Owens- 

Corning Fiberglas Corp. here. 

The superfine glass fibers, stated 
the manufacturer, provide a low- 
cost, lightweight, non-combustible, 
resilient filler. Identified as Fiber- 
glas Superfine PF, Type A44, the 
individual fibers have an averagé 
diameter of 11 one-hundred-thou- 
sandths (0.00011) of an inch. 

In order to provide dimensional 
stability and handleability, the fib- 
ers are treated with a resin binder 
and formed into blankets of 0.5- 
pound density, one inch thick 
Maximum riding qualities are ob- 
tained by folding, cutting and in- 
stalling the material in accordance 
with tested procedure, it was 
stated. 
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Auto Finance 


Next Chrysler Dividend 
To Hang on Stock Split 


Chrysler Corp.’s next dividend on 
common stock depends on when 
and if the stock is split up. 


The dividend will be payable 
Sept. 12 to stockholders of record 
Aug. 18. Stockholders will meet 
Tuesday (July 8) to decide on the 
stock proposal. 

If the stock split is official be- 
fore Sept. 12, the dividend will be 
75 cents a share. If it is not split, 
the dividend will be $1.50 a share. 
This was decided by the directors 
last week. 

It is proposed to amend the cer- 
tificate of incorporation to increase 
the number of authorized common 
shares from six million to 15 mil- 
lion and decrease the par value 
from $5 to $2.50. 

Shares presently issued number 
4,484,375 which would be increased 
to 8,968,750 if the proposal is car- 
ried. 


Unissued shares number 1,515,625 
and, if the proposal is approved, 
these will increase to 6,031,250. This 
is about four to one in contrast 
to the two to one on the issued 
shares, but it is reported that since 
no one holds these shares and it 
requires SEC approval to issue 
them, no one gains. 

+ ca * 


Jack & Heintz Overcomes 
First Quarter Deficit 


Jack & Heintz Precision Indus- 
tries, Inc., Cleveland, realized a 
profit on its operations during 
April and May, and the total gain 
during those months was sufficient 
to offset the company’s first-quar- 
ter losses and establish a net profit 
for the first five months of 1947, 
it has been announced by Bryon 
C. Foy, chairman. 

* * + 


Corporate Profits Top 

1945 Total by $1 Billion 
Corporate profits before taxes in 

1946 are estimated at $21.1 billion, 


an increase of $1 billion over the 
1945 total but about $3.5 billion be- 


Most Executives 
Doubt Big Price 
Cuts This Year 


NEW YORK.—Belief there can 
be no important price reductions 
before the end of the year was ex- 
pressed by a majority of execu- 
tives surveyed by the National In- 
dustrial Conference Board. 


The survey indicated that man- 
ufacturers of primary products | 
and metal products do not expect 
price declines this year, while | 
about one-quarter indicated that | 
increases may be unavoidable. | 
Makers of other products, the sur- 
vey found, are more inclined to | 
look for a drop in price levels 
which would be of modest propor- 
tions in most instances. 

The study report observed that 
there is little evidence of belief 
that demand would be stimulated 
by lower prices. Some producers 
indicated they are fully booked for 
a long period ahead, while others 
felt that declines might depress 
demand by resulting in more cau- 
tious buying policies and expecta- | 
tions of further price cuts. 

Industries estimating no price 
changes included mining, petro- 
leum, steel, paper, woolen, air-con- 
ditioning equipment, office equip- 
ment and hardware. 

Food product officials generally 
look for lower prices, while foun- 
dries, electrical machinery and 
supplies producers look for higher 
prices. 





Modern Garage Sold 


Modern Garage, Waupaca, Wis., 
which has been operated by Mrs. 
Sherman Salverson since the death 
of her husband, has been sold to 
Al Nelson, who had been employed 
at this garage for 17 years, and 
Harold Stiebs, who was parts man- 
ager for the Ford dealership in 
Waupaca for several years. The 
new owners intend to open an auto 
dealership, the make of car not 
having been announced as yet. 





iow the 1943 war peak, the Depart- 
ment of Commerce reports. 

Corporate profits after taxes were 
at a record high of $12.5 billion, 
$2 billion above the previous peak 
‘n 1943. The larger gain in profits 
after taxes as compared with prof- 
its before taxes was due to the 
elimination of the excess profits 
tax and reduction in the income 
tax from approximately 40 to 38 
percent at the end of 1945, the de- 
partment said. 


$8,000 Working Capital 
Reported by Fish 


J. Robert Fish, head of the Fish 
Carburetor Corp., of Agawam, 
Mass., and inventor of a self-feed- 
ing carburetor, has issued a re- 
port of progress and a balance 
sheet as of May 7, 1947, showing 
current assets of $21,907.16, and 
current liabilities of $13,530.97, leav- 
ing a working capital of $8,376.19. 


Fixed assets are listed as $158,- 
822.69. Other assets include: Pre- 
paid items, $2,535.84; engineering 
projects, $52,112.85, and tax rebate 
due, $1,980.65. 








THE NEW DEALERSHIP recently opened by Laux Motor Co. (Chrysler-Plymouth), 
Appleton, Wis. The firm installed the latest type service equipment combining time and 


money-saving features. 


SAE Extends 
Steel Testing 


NEW YORK. — Preparation of 
standard specifications for cold- 
drawn steels has been undertaken 
by a new division of the Society 
of Automotive Engineer’s iron and 
steel technical committee. The pro- 
ject is viewed as a step toward 
wider use of these basic materials 
in the automotive industries with 


|consequent savings in time and 
production costs. 

| Initial work of the division, com- 
parative testing of automobile pro- 
peller shafts made from 125,000 psi 
cold-drawn, cold-drawn stress - re- 
lieved and heat-treated steels, is 
designed to establish physical prop- 
erties and to suggest potential ap- 
plications. Chairman of the new di- 
vision is Howard M. Smith, of 
Wyckoff Steel Co., Ambridge, Pa. 


Interesting items in Bob Finlay’s adver- 
tising column. 
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Hudson Victory 
Takes First in Brake Test 
By Butler (Pa.) Police 


DETROIT.—A 1947. Hudson car 
competing against 10 other makes 
won all braking tests conducted 
by the police department of But- 
ler, Pa., as part of that city’s first 
annual safety week, the factory 
reports. 

This car, entered by L. J. Forcht, 
Hudson dealer in Butler, like 17 
other cars entered in the ¢éontest, 
was tested for braking distance at 
20 miles per hour and at 30 miles 
per hour. 

While city police and Pennsyl- 
vania state troopers watched, the 
Hudson stopped in 22.6 feet in the 
20-mile per hour test and at 44.6 
feet in the 30-mile per hour test, 
according to the company. 

These braking tests, which meas- 
ured individual reaction time and 
the actual braking distance at set 
speeds, showed that other cars 
traveled an average of 75 percent 
farther than Hudson in stopping 
in the 20-mile per hour test. They 
traveled an average of 33 percent 
farther than Hudson in the 30- 
mile per hour test, it was reported. 








MEMBER OF THE AMERICAN 
NEWSPAPER ADVERTISING NETWORK 


The charm of Aida, Carmen and Madame Butterfly increases 


with each passing year. These scintillating favorites are beloved by 
Cincinnati opera goers. Each opera is endowed with an 
extra sparkle that sets it apart. Each has enjoyed continued acclaim. 
Tested by time, all have earned enviable reputations. 


The Cincinnati Times-Star is an old favorite too. For 108 years 
extra freshness in its pages and added service to readers 
and advertisers have placed it apart. To advertisers and readers 
alike, the Times-Star is their favorite newspaper. 


THE CINCINNATI TIMES-STAR 


OWNERS AND operators OF WK RC ano WCTS 


CHICAGO 1, ILLINOIS 
333 North Michigan Ave. 
Fred D. Burns, Mgr. 


NEW YORK 17, N. Y. 
60 East 42nd Street 
Albert H. Parker, Mgr. 


WEST COAST REPRESENTATIVE 


John E. Lutz, Chicago 11 
435 North Michigan Ave. 


HULBERT TAFT, President 
end Editer-in-Chiel 
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Ready for Business... . 


— 





. M. STINSON (Chrysler-Plymouth), Tuscaloosa, Ala., recently completed a new 
wusaing. An exceptionally well arranged and commodious parts department is a feature 
of the dealership. 





ARCHITECT’S DRAWING of the new home of Egan Chevrolet, Inc., in South St. 
Paul, Minn. General manager is H. G. Egan. The new building will be especially 
equipped to handle a large volume of truck business. 





ALPIN OTOR CO. (Ford), 190 E. Main St., American Fork, Utah, held a house 
warming its recent formal opening. Newspaper ads for the opening stressed the 
dealership’s parts, paint, lubrication, rebuilding departments. Harold Holley is manager. 





HERE IS AN EXTERIOR view of the new sales and service building just opened 
by Allied Motors Sales, Inc. (Nash), in Wilmington, Del. Maurice Winston is president 
of the company. 





MAIN BUILDING AND USED CAR LOT of John Thomas Motors, Inc., new Ford 
dealer at Gadsden, Ala. The dealer has also purchased a new, modern automobile 
building In the rear of the one pictured, providing him with more than 20,000 square 
feet of floor space for the operation. 











A CHEVROLET DEALER since 1919, P. C. Sacchi has opened this plant containing 
more than 12,000 square feet in Arcata, Calif. In the heart of the lumber industry in 
northern California, the new building has an attractive parts and accessories department 
and a completely equipped service shop. The showroom provides facilities for a five-car 
display. 





erection of its new service facili- 
ties of 17,000 feet as soon as ma- 
terials are available. 


* * * 
Bridges Adds Space 
Bridges Motor Co. (Chrysler- 
Plymouth), Cherokee, Okla., has 
completed additions to the show- 


room and parts department and 
renovated its dealership. 


Edwards Expanding 
Emory L. Edwards (Chrysler- 
Plymouth), Hope Valley, R. L, is 
to erect a new showroom and parts 


department. 
* 


Black Building Shop 


Black Bros. Co. (Chrysler-Plym- 
outh), Tyrone, Pa., will complete 
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Dealer 


Scarritt Hands Out Bonuses 
At Ist Annual Banquet 


Bonuses were presented the 54 
employes of Scaritt Motors, Inc., 
at that organizations’ first annual 
banquet in St. Petersburg, Fila. 

F. M. Searritt, head of the or- 
ganization, received a wire from 
W. A. Toms, district manager, con- 
gratulating him for having “in one 
short year achieved phenomenal 
success that ranks with the high- 
est in the entire Lincoln-Mercury 


organization.” 
+ + * 


Pontiac Men Name 
May Chicago Chief 

Election of Walter C. May, Com- 
munity Motors Logan Square, as 
president of the Chicago Pontiac 
Dealers Assn., has been announced 
following a meeting of the group 
representing Pontiac dealers in this 
area. 

John W. McCabe, Community 
Motors Stoney Island Ave., was 
elected as secretary, and Joseph 
Marchi, Marchi Brothers Garage, 
was named treasurer. 

+ +o + 
Sommers Purchases 


Maus Garage in Wis. 


Maus Garage (Pontiac-Buick), 
which was owned by Andrew Maus 
at Thiensville, Wis., has been sold 
to John C. Sommers. The Maus 
garage had been expanded by an 
addition in 1946, and the former 
owner claimed it to be one of the 
most modern in this section of the 


state. 
. + * 


Colliau New President 
Of Pasadena Assn. 


E. H. Colliau, president of Col- 
liau Chevrolet Co., has been elect- 
ed president of the Pasadena 
(Calif.) Motor Car Dealers Assn. 
The association includes in its 
membership practically all of the 
new-car dealers in Pasadena, South 


Pasadena and East Pasadena. 
of * * 


Dell Motors Furnishes 


Courtesy Car for Patrons 


Johnny Dell Motors, Cincinnati, 
has installed an innovation in its 
service department. A Mercury sta- 
tion wagon seating eight persons 
has been placed in service as a 
courtesy car which makes fre- 
quent trips from the dealership’s 
suburban location to downtown 
Cincinnati. 

Customers who leave their cars 
for repair are given free transpor- 
tation to any place on the route 
and are picked up on request on 
return trips. Dell Motors has also 
installed additional shop facilities 
enabling them to handle 50 cars 
per day. 


* * * 


Ohio Tucker Distributor 


Opens in Cleveland 


Ohio Tucker Inc., distributor for 
the rear-engine Tucker ‘°48, is 
opening in Cleveland. J. Frank As- 
sarello is president of the 13-county 
outlet. 

David Zallan has been named 
general manager of Ohio Tucker; 
Joseph .Poliafico, vice - president, 
and Peter P. Leonard, secretary- 


treasurer. 
* a * 


Summerville Purchases 


Russell Motors in Ga. 


Leighton S. Summerville is the 
new owner and manager of Russell 
Motors, hereafter to be known as 
Summerville Oldsmobile Co., lo- 
cated at 200 E. Broad Ave., Albany, 
ar: 

Summerville purchased the com- 
pany from the estate of the late 


Happy Birthday 
Bundy Motor (Ford) Marks 


25th in Cleveland 


C. Ray Bundy and his brother, 
H. T. Bundy celebrated their 25th 
anniversary recently as Bundy Mo- 
tor Co. (Ford), Cleveland. 

Ray, general manager, said his 
company, the second oldest Ford 
dealership in greater Cleveland, 
had sold more than 12,000 new 
cars and transacted more than 
$20,000,000 worth of business in the 
quarter century. 


Doings 


Joseph W. Russell. 





He plans to 
offer both sales and service to 
Albany and southwest Georgia. 

* 


Improvement Program 


Completed by Wellford 


John Wellford Inc., for 25 years 
Dodge and Plymouth dealer in 
Memphis, Tenn., has made a num- 
ber of improvements and enlarge- 
ments in its plant. The parts de- 
partment contains four times as 
much space and the service de- 
partment now has more than 20,000 
square feet. 

Bernie D. Harris is parts man- 
ager; H. F. Minderman, service 
manager, and T. M. Keesee, gen- 
eral manager of the firm. 

oa * * 


Brost Purchases 3 Lots 
For Used Cars, Parking 


As another step in an expansion 
program, Brost Motors Inc., Buf- 
falo, has acquired three lots at 
1256-64-68 Main St., President Ches- 
ter J. Brost announced. 

The lots will be used for used 
cars and for customer and em- 
ploye parking. Brost Motors re- 
cently erected an addition to its 
main showroom building which 


more than doubled floor space. 
- * * 


Marshall Nash Receives 
10-Point Honor Plaque 


K. S. VanDervort, president of 
Marshall Nash Motors, Inc., 34 
State St., Binghamton, N. Y., was 
presented a plaque as the com- 
pany’s first dealer in the area to 
qualify under requirements of 
Nash Motors’ 10-point dealer pro- 
gram. 

The award was made by officials 
from the company’s zone office in 
Buffalo. Lapel buttons were pre- 
sented to VanDervort’s employes. 

* + * 


Precision Service Gets 
Charter in Milwaukee 


A legal notice announces the dis- 
solution of the automotive firm 
known as Automotive Precision 
Service, in which the partners were 
Elmer J. Kuczor, Mathew P. Kar- 
lovich jr. and John J. DiMotto. 


The announcement states that 
the company has been incorporated 
as Automotive Precision Service, 
Inc., with Karlovich as president, 
DiMotto as vice-president and sec- 
retary and Kuczor as treasurer. 
The business will be continued at 
the same address, 534 W. Orchard 
St., Milwaukee. 


Walls Pontiac Building 


To Span City Block 


Walls Pontiac Co. (Pontiac), 
Dallas, Tex., will erect what Irvin 
W. Walls, president, describes as 
“one of the largest and most mod- 
ern automotive sales and service 
plants in the South” on an entire 
block of property bounded by Har- 
wood, Cochran, Olive and Mungar 
Sts. 


Walls made this announcement 
in conjunction with that of the 
purchase of the property. The 
building will be two stories and 
erected of stone and steel. Modern 
architectural design will be em- 
ployed. 


* * * 


Rutland Quits Ford Job 
For Texas Dealership 


R. F. Rutland, plant protection 
chief at the Dallas (Tex.) assem- 
bly plant of Ford Motor Co. and 
veteran of 31 years in the produc- 
tion department of the Dallas 
branch, has resigned his position 
to become a Ford dealer at Grape- 
vine, Tex. 


His son-in-law, Bill Heltzen, for- 
merly with the Dallas Works 
Standards staff, will be associated 
with him in the new dealership. 
G. M. Crittenden, member of the 
plant manager’s staff, has been 
named to succeed Rutland in the 
plant position. 


* oe * 


For $19,000 Building 


Hughes Motor Gets Permit 


Hughes Motor Co., Inc., Graham, 
N. C., has received CPA permission 
to construct a new building at a 
cost of $19,000. 


‘Brake for Kids’ 
Scudiere’s Detroit Dealership 


Gives Free Adjustment 


With the slogan, “Give the Kids 
a Brake,” Joe Scudiere, owner of 
Harper-Berkshire Motor Sales & 
Service (Kaiser-Frazer), Detroit, 
recently offered a week-long free 
brake check and adjustment. 

Scudiere, who planned the drive 
with the help of the Detroit police 
department, stated that he had 
made a proposal to the Detroit 
Auto Dealers Assn. that its mem- 
bers all conduct a similar drive this 
summer. 


Two mechanics were assigned to 
the program and an average in- 
spection took 20 minutes. It was 
said that there was no jam-up on 
other work. 


The check covered brake pedal, 
hand brake and fluid level inspec- 
tion and adjustment if needed, both 
while the car was stationary and 
in motion. 


The service department pasted on 
the auto a windshield sticker read- 
ing “A-1 Brakes.” The sticker, how- 
ever, was designed so as not to 
include the name or franchise of 
the dealership. 

+ + + 


Land Obtains Permit 
For Shop in Bradenton 


Jim Land Motors (Dodge-Plym- 
outh), Bradenton, Fla., has ob- 
tained a building permit. 

The building will be used for 
service and parts only, and the 
concrete block structure will be 
completed at an estimated cost of 
$10,000. 


* * * 


Aubin Motor Awarded 
Nash 10-Point Plaque 


Aubin Motor Sales Co., Malden, 
Mass., has received the 10-point 
plaque awarded by Nash Motors. 

The 10 points include adequate 
floor space, convenient location, at- 
tractive appearance, competent me- 
chanics, genuine Nash parts, strong 
financial standing and businesslike 
accounting practices. 

* ~ + 


Austin, Fitzgerald Head 
Chautauqua (N. Y.) Assn. 


Ralph W. Austin, head of Ralph 
W. Austin, Inc., Jamestown, N. Y., 
has been elected president of the 
Chautauqua County Automobile 
Dealers Assn. 

Other officers named to serve 
with him are: James Fitzgerald, 
vice-president; Arden E. Putney, 
secretary - treasurer, and E. C. 
Towne, assistant secretary - treas- 
urer, 

a * + 


Crowder Enlarges 


Crowder Motor Co. (Chrysler- 
Plymouth), South Charleston, W. 
Va., is erecting an addition, 40 by 


82 feet, that will double the 
amount of shop space available. 
* * * 


Charleston Addition 


Simmons Motor Co. Inc. (Chrys- 
ler-Plymouth), Charleston, S. C., 
has completed an 8,000-square-foot 
addition to its service and parts 
department. 

os *” * 


Stone-Vinson Service 


Stone- Vinson Motors, Inc. 
(Chrysler - Plymouth), Fitzgerald, 
Ga., recently opened a new serv- 
ice department. Cecil Whitaker is 
manager, 

x o + 


Seneca Appoints Schaefer 


Seneca Motors, Inc. (DeSoto- 
Plymouth), 209 Clinton Ave. N., 
Rochester, N. Y., has appointed 
Frank Schaefer service manager 
and Roy Taylor assistant service 


manager. 
* Bg Bo 


Robinson-Edwards 


Frank J. Robinson jr. has joined 
the sales staff of the Edwards Mo- 
tor Sales (Kaiser-Frazer), 119 N. 
Ninth St., Springfield, IIl. 

+ aK a 

The Haus Motor Co., Inc., Brat- 
tleboro, Vt., has listed four shares 
of common stock at no par value 
issued for $400 cash, and 270 shares 
of common stock at no par value 
issued for $1,303.55 cash and prop- 
erty rights, franchises or services. 
The signers were Bernard B. and 
Alice H. Haus. 
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Dealer Doings 





Holcomb Selected to Head 


New Duncan (Okla.) Assn. 


Duncan (Okla.) Automobile Deal- 
ers Assn. held its first meeting and 
elected Ted Holeomb as president, 
Sam P. Jones vice-president and 
Edward Trice, secretary and treas- 
urer. 

Business hours of 8 a. m. to 6 

m. were agreed upon by the 
dealers. 
a + . 


W. and W. Acquires 


More Garage Space 

W. and W. Motor Co., Martin, 
Tenn., recently became the new 
owners of Milner Motor Co. With 
the acquiring of this additional ga- 
rage, W. and W. will expand both 
in space and service. 

Also, W. and W. are now dealers 
for Plymouth and DeSoto cars, as 
well as Willys and Reo. The firm 
has a complete service department 
for cars and trucks. 

+ + * 


Formal Opening Held 
For Ohio Motors 


Ohio Motors, Inc., Columbus, o, | 


has been formally opened at 849 
N. High St. to handle Lincoln and 
Mercury cars. 

Officers of the concern are 8S. Jd. 
Brenza, president and treasurer; 
Henry W. Ringer, general man- 
ager; Frank X. Schaut, vice-presi- 
dent. 


* + * 
Luke Appling Gets Mercury 


As Gift from Fans 


Luke Appling, veteran White Sox 
shortstop, was presented with a 
new Mercury recently as the gift 
from Chicago fans who contributed 
a dime and upwards for the car. 

Luke accepted his new car from 
Cariton S. Drake, of Drake Motor 
Sales, Lincoln-Mercury dealer in 
Chicago, while 29,629 fans cheered. 
Luke has played 17 years with the 
White Sox. 


* * * 


Rugel Names Strickland 


Rugel Motors, Inc. (Dodge-Plym- 
outh), El Paso, Tex., has named 
Col. W. C. Strickland as manager 
of its truck sales division. Col. 
Strickland was for many years con- 
nected with the local GMC Truck 
and Coach division office. 


* * * 


Merlin Motors to Build 


Merlin Motors, Inc., Norfolk, Va., 
has been authorized by the Office 
of Housing Expediter to erect, at 
a cost of $16,500, a one-story addi- 
tion to the company’s present 
building. 


* * * 


Cochran Joins McMillion 


Jack Cochran, who for the last 
15 years has been identified with 


“the most modern Studebaker 
agency between New York and 
Chicago.” 


* * * 


Queen & McDonald 


Queen & McDonald, Inc., Mor- 
gantown, W. Va., has been organ- 
ized with capital stock of $10,000 
to engage in business as automo- 
bile dealers. Principals are Harry 
L. McDonald, D. M. Queen and Ar- 
lene McDonald. 


* + = 
Phillips & Sinquefield 
Phillips & Sinquefield, Inc. 


(Ford), Louisville, Ga., will occupy 
spacious quarters at an early date. 
Construction work on a new build- 
ing is nearing completion. 

+ = * 


Group Insurance Plan 
Cool Chevrolet, 340-360 Culver 
Rd., Rochester, N. Y., has insti- 
tuted a group insurance plan for 
its employes, Charles L. Cool, presi- 


| dent, announces. Cool is the first 





| dealer 


in the city to adopt the 


building is 75 by 110 feet. 








IF THERE IS anything in that old saying, ‘‘People who live in glass houses,’’ 
the men who operate this dealership can save their arms, for it certainly is mighty 
close to a glass house. It is the home of Brook Park Motor (Chrysier-Plymouth), Lewis- 


bure. Pa.. in which Dr. R. W. 


plan sponsored by the New York 
State Automobile Dealers Assn. 
om * + 


Thomasville to Build 
Thomasville (N. C.) Motors will 
erect a new building at a cost of 
$29,000. Project has been approved 
by the construction division, Office 
of the Housing Expediter. 
+. * * 


Englander Adds Shipman 


Formerly with the Veterans Ad- 
ministration, Stephen V. Shipman 
has joined the A. L. Englander 
Ford dealership in Cleveland as 


CLEVELAND AN O 


ete., 


Zimmerman and R. W. Ingewers are the vartners. The 


assistant to the president. The firm | 


is planning to move to its new 
quarters at 14309 Kinsman Ave. 


* * * 


Hicks Motor Repair Shop 


Hicks Motor Co., Covington, Ky., 
has received federal approval for 
erection of a motor repair shop 
building to cost $15,000. 


Hoeschler Buick Sales 


A new garage is to be construct- 
ed at Stevens Point, Wis., for 
Hoeschler Buick Sales & Service, 
according to Gene A. Hoeschler, 
owner. 
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Coastal Clambake 
L. A. Ford Dealers Play Host 


In 4-Day Open House 


Everything from door prizes to 
discounts on parts and services 
were featured during the four-day 
“Open House” held by Ford dealers 
in the Los Angeles area recently. 

Boyd Gibbons’ showroom fea- 
tured drawings with such prizes as 
paint jobs and accessories. Jack 
Fraim’s Highland Park Ford Co. 
displayed a convertible tilted 
toward the street permitting in- 
terior inspection. 

Boyle and Fox Co. attracted no- 
tice with a coffee bar, while Holmes 
Tuttle Motors offered 10 percent 
discounts on parts, service and ac- 
cessories. 

King Motor Co. entertained 1,000 
people on the second and third 
nights, and Ray Bros. maintained 
that the “Open House” provided 
them with an opportunity to “make 
a lot of new friends.” 

* * + 


Warren E. Howland has joined 
the sales staff of Shechtman Mo- 
tor Co. (Federal truck), Hartford, 
Conn. Before the war he sold cars 
and trucks in Vermont. 







the automobile business in Charles- | 

ton, W. Va., has joined the staff | 

of McMillion Co., Chevrolet dealer | 

in that city, as sales manager. 
+ + + 


Doyle Thanks Public 


George Doyle, head of Doyle’s 
Main Motors, 600 Main St. E.,! 
Rochester, N. Y., used a full-page 
ad to thank the people of Rochester 
for their congratulations on the | 
opening of his new sales and ser- 
vice building, which he describes as 


: Real Smash Hit 


Shearer Promotes Baseball 


For Added Publicity 


Shearer Chevrolet, Inc., St. Louis, | 
has entered a baseball team in the 
Mid-City League. | 

At present, the team is in second | 
place and attendance has increased 
from 500 at the first game to the 
latest figure of 2,500. 

Shearer has been given city per- 
mission to raise its balloon over 
the park each Sunday. A sound 
truck stands by broadcasting the 
lineups and giving major league 
ball scores. Shearer also multiliths 
programs and distributes them at 
every game. 


RAND NEW CARS... right off the ship from Detroit... 
and on their way to readers of the Cleveland Plain Dealer. 
Cleveland is one of the largest cities in the country in automobile 
owners on a per capita basis, and car sales, broken down into 
273 census tracts in ABC Cleveland (Cuyahoga County), show 
a striking parallel with Plain Dealer readership. 


Do you know where to locate 
dealers to achieve maximum 
sales volume? Do you know the 
buying power of your potential 
customers? The Plain Dealer 
Market Survey department 
can answer not only these ques- 
tions, but can also reveal de- 
tailed sales break-downs from 
1928 to 1942, and trace Plain 
Dealer readership to car sales. 
We'll be glad to make an 
appointment with you to dis- 
cuss in detail your marketing 
potentialities in Cleveland. 


That’s the reason the Plain Dealer has maintained for so many 
years its high position as one of the leading newspapers in the 
country in passenger car advertising lineage. Today, cars will 
sell where cars have sold before. Take advantage of this thriving, 
ready market. Star the Plain Dealer at the top of your automo- 
bile and automotive product schedules. 
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Survey of States Shows... 


Over Trade 


By Bethune Jones 
Staff Correspondent 

NEW YORK. — While 
background during the war years, 
when merchandise availability 
rather than price was the para- 
mount problem, state legislation 
affecting retail distribution and 
pricing will be an increasing fu- 
ture issue, a survey indicates. 

Battle lines are now forming for 
a bitter struggle over fair trade 
laws, authorizing resale minimum 
price contracts between manufac- 
turers and retailers. Such laws 
currently are on the statute books 
of all states except Missouri, Texas 
and Vermont. Unsuccessful efforts 
to add the latter three states to 
the list were made during legisla- 
tive sessions this year. 

Fair trade law proponents say 
such measures are necessary to 
curb predatory price cutting, pro- 
tect trademark owners and safe- 
guard the interests of small in- 
dependent merchants against 
competition from chain stores 
and what they call “retail mon- 
opolies” and “discount houses.” 
Opponents, on the other hand, 
assert that fair trade laws stand 
in the way of free retail com- 
petition and lower consumer 

rices. 


P 

Although state legislative ses- 
sions this year have adjourned in 
all but a few states, indications are 
that repeal of state fair trade laws 
will be sought on a broad scale 
in future sessions unless retail 
prices fall abruptly in the interim. 

Denying that fair trade laws are 
responsible for high prices, pro- 
ponents argue that the quality of 
fair-traded products was main- 
tained during the war with little or 
no price advances. Repeal of fair 


QUALITY 


sales organization. 


hauling boats, etc. 





Then sell this 


© Big profits on small investment. 

* Direct dealer-factory franchise. 

¢ Low dealer cost . . . low freight rate. 

¢ Liberal discount. . . popular retail price. 


* Made by a leading truck-trailer manufacturer 
setting the pace for quality. 


* More Bantams available this year, produced on 
new, mass-production equipment. 


¢ National distribution backed by national factory 


The Bantam Chassis. Used for 
special bodies of all kinds, 
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Battle Lines Forming 


Laws 


trade laws, they claim, would lead 


| to higher rather than lower prices 
in the!|and force many small merchan- 
| disers into bankruptcy. 


If floors were removed from the 
price of branded merchandise now 
under fair trade, they say, price 
cutting would result despite the 
fact that retailers are now working 
on minimum margins. The result 
would be an appeal for higher dis- 
counts, they’ argue, and manufac- 
turers and distributors granting 
such requests would be forced to 
increase list prices to protect their 


margins. 
FTC Studies State Laws 
Meanwhile, the Federal Trade 


Commission and several other fed- 
eral agencies are reported studying 
the effect of state fair trade laws 
as part of the administration's 
campaign for lower consumer 
prices. While there has not been 
any indication as yet of what will 
come out of the federal studies, 
the FTC submitted a report criti- 
cizing fair trade laws to Congress 
on Dec. 13, 1945, and there has 
been other evidence of hostility to 
such laws in Washington quarters. 

If it so decided, Congress could 
knock the props out from under 
state fair trade laws by repealing 
the Miller-Tydings Act of 1937, 
which exempts price pacts under 
the state laws from the federal 
anti-trust statutes. 

Efforts to add Missouri to the 
list of fair trade states will be re- 
vived when that state’s legislature 
reconvenes next January. A fair 
trade bill passed the Missouri house 
by a wide margin, but action was 
not completed in the state senate 
when the lawmill set aside its work 
for the remainder of the year. The 


bill remains alive, however, and, 
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will be in for further consideration 
next year. 

In the Texas legislature, a fair 
trade bill passed the senate but 
died in the house. Such legislation 
has been controversial in Texas 
for 10 years. A public opinion poll 
in Texas this year found a major- 
ity opposed to such a measure, but 
showed that a wide majority were 
unfamiliar with it. 

Unsuccessful efforts to enact a 
fair trade law also have been made 
in past sessions of the Vermont 
legislature. The story was repeated 
again this year when a fair trade 
bill got past the house with little 


opposition only to be smothered | 


subsequently in the state senate 

Rejection of the bill by the sen- 
ate followed receipt of an adverse 
committee report. The law of sup- 
ply and demand has never been 
repealed and has always worked 
for the public benefit, the report 
asserted. 


Ad Control Fails in R. I. 


Proposed but not enacted in 
Rhode Island’s legislature was a 
bill designed to curb retail adver- 
tising of commodities at less than 
cost prices, unless the advertise- 
ments stated the commodities were 
being sold for clearance, were dam- 
aged or soiled. Submitted as an 
amendment to the state fair trade 
act, the bill would have validated 
resale contracts between manufac- 
turers and retailers that ban ad- 
vertisements in which the indicated 
price of a commodity was less than 
the “contracted minimum price,” 
unless the advertisements stated 
one of the three reasons for offer- 
ing to sell below cost. 

Gov. John O. Pastore vetoed an- 
other Rhode Island bill calling for 
mandatory license suspension of 
persons found guilty of liquor price 
reductions in violation of the state 
fair trade act. The governor said 
the legislation would take author- 
ity from the state and place it in 
the hands “of certain individuals 
and corporations within the indus- 
try, and for the most part outside 
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You make additional profit sell- 
ing the standard model Bantam 
Utility Trailer equipped with 
tarpaulin, hardwood side racks 
and steel roof bows. This extra 
equipment makes the Bantam 
two trailers in one. 


7 aS Me te 





AMERICAN BANTAM CAR CO., 420 BANTAM AVE. -: BUTLER, PA. 
Manufacturers of SUPERCARGO truck trailers 


| 


| those cancelling a dealer’s or 


|outlet stores do not compete fair- 


henemine | i 








new ‘“‘Auto Row’’ are Nash Richmond Motors; Frank A. Gatto Co. 
(Pontiac-Cadillac-GMC), and Trulson Motor Co. 


outh); Richmond Motor Co. 





Dealers Grow with City — . 








| ILLUSTRATING THE PART auto dealers play In the growth of a city are thes 
| pletures at 23rd and Broadway, Richmond, Calif. The upper photo was taken in 1942. 
the lower one in 1947. Reading away from the camera, the dealerships Richmond’. 
(Chrysler-Plym 
(Ford) 
| Trulson headquarters was in the process of being enlarged when the ‘‘after’’ picture 
| was taken. 





the state,” affording the consumer! could buy products of any other 


“little or no protection.” 


Under authority of a 1945 law, 
the New York state liquor au- 
thority will require mandatory 
fair trade contracts in the sale 
of liquor and wine in that state, 
effective next Sept. 1. 

Some proponents of fair trade 
laws propose that fair trade pricing 
by manufacturers of other lines 
should be made mandatory rather 
than permissive as provided by 
present fair trade laws. 

Various other types of proposals 
relating to pricing and distribution 
appeared in various state legisla- 
tures throughout the country this 

year and are expected to increase 
in the future as merchandising 
competition grows more intense. 
Some of the current-year proposals 
were far-reaching in scope, al- 
though no new significant legisla- 
tion of this type found its way into 
statute books. 


Retail Rule Proposed 


One of the most drastic of 1947 
bills was a measure in the Wash- 
ington state legislature which 
sought to create a state trade com- 
mission with broad regulatory and 
price-fixing powers over all types 
of retail trade. The proposed three- 
member commission would have 
been empowered to impose penal- 
ties on any merchant found guilty 
of “any unfair method of com- 
petition or unfair or deceptive act 
or practice.” 

Along with its price-fixing pow- 
ers, the commission would have 
attempted to determine probable 
cost of doing business and over- 
head expense of merchants. Al- 
though said to have been aimed 
at chain stores, the bill would also 
have been “disastrous” to the in- 
dependent merchant, its opponents 
asserted. 

Far-reaching state control over 
dealership relations of manufac- 
turing concerns and their repre- 
sentatives was proposed by a 
Wisconsin bill The measure 
would have denied licenses to 
manufacturers which could not 
prove financial responsibility, to 


distributor’s agreement “without 
provocation” and to those at- 
tempting to “coerce” a dealer. 

A Rhode Island bill would have 
made it unlawful for a retailer to 
represent himself as a wholesaler 
and merchants would have been 
prohibited from showing prices 
fictitiously in excess of actual 
prices for conveying the impres- 
sion that an article has been sub- 
stantially marked down. 

Proposed in Montana was a bill 
to prohibit the sale of goods by 
outlet stores owned by manufac- 
turers. Its sponsor said the legisla- 
tion had been requested by Mon- 
tana merchants who believe the 


ly with local merchants. 

A New Jersey bill, seeking to 
confine the sale of merchandise 
to regular channels of retail dis- 
tribution, would have prohibited 
the use of the firm name by em- 
ployes to buy at discount any 
product of other companies. The 
measure also would have prohib- 
ited any company from oper- 
ating a cooperative purchasing 
plan throngh which its employes 















company at discount. 

New Jersey food merchants have 
indicated that they will seek en- 
actment of a bill to fix a set mark- 
up on all merchandise sold in gro- 
cery stores. Under the measure, 
the merchant would have to add 
the fixed markup regardless of cost 
to him. 


Report Oil Firms 
Planning Slash 


In Tire Prices 


NEW YORK.—Possible price re- 
ductions in tires and rubber prod- 
ucts by major oil company outlets 
to match recent price slashes by 
the country’s largest mail order 
houses and by the larger depart- 
ment stores here was reported un- 
der consideration last week. 

Standard Oil Co. of New Jersey 
said that if it becomes apparent 
that its service stations are losing 
tire business because of mail order 
and department store competitions, 
price reductions may be forced. 

Cities Service and Socony-Vacuum 
reported that although price re- 
ductions are not in the immediate 
picture, such a move might be 
made if conditions warrant. The 
three companies market private 
tire brands. 

It was reported, in the mean- 
time, that some service station op- 
erators have voluntarily taken 
lower markups on tire sales with- 
out waiting for official approval by 
the companies. However, such 
prices may still not be quite as 
low as the chain stores since there 
is customarily about a 10 percent 
differential for service stations sell- 
ing name brand tires, it was ex- 
plained. 


Some quarters said that instead 
of reducing prices on _ present 
housebrand and premium - make 
tires, the rubber companies would 
put out a 90 percent level tire with 
a price more comparable to the 
new chain and department store 
price fixture. 


Haskelite Purchases 


Plant for $1,200,000 

GRAND RAPIDS, Mich. — Has- 
kelite Mfg. Corp., manufacturer of 
wood and plastic products, has an- 
nounced acquisition of a War As- 
sets Administration plant to in- 
crease production. 

The new factory has 230,000 
square feet of manufacturing floor 
space and cost $1,200,000. Paul 
Moore is president, George H. Red- 
lin is executive vice-president, and 
Victor S. Barnes, vice-president. 


62nd K-F Dealership 
Opens in Cleveland Area 


A new Kaiser-Frazer dealership 
has opened in Greater Cleveland 
The concern is Parma Motors, Inc. 
in suburban Parma, O. President 
of the company is Ernest Gerzeny 
and William Lakatos is_ service 
manager. 

This is the 62nd K-F firm to be 
opened in this district, which em- 
braces 22 counties. E. Pierce Lake 
is regional manager. 
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WORTH CAROLINA 550s 

NORTH DAKOTA 194,847 193,089 
On10 2,110,845 | 2,067,268 
OKLAHOMA 9041 559053 
OREGON 2583 400,659 
PEWNSYLVANIA 2,206,605 | 2,184,271 
RHODE ISLAND 195,567 


SOUTH CAROLINA 










T/ REGISTRATION PERIODS 
CONSIDERED CALENDAR@YEAR 


YEAR, 
~ FROM OTWER DATA AVAILABLE, 
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VEMICLES, SEE TAGLE MV-7. 





AUTOMDBILES AND 
CINCLuo ING TRUCK 
TAXICABS) TRACTORS 














ECMDING NOT EARLIER THAN NOVEMBER 
PERIOOS, IN THOSE STATES WHERE THE 
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PUBLIC ROADS ADMINISTRATION 
FEDERAL WORKS AGENCY 


STATE MOTOR-VEHICLE REGISTRATIONS-I946 


COMPILED FOR CALENDAR YEAR FROM REPORTS OF STATE AUTHORITIES 1/ 





323,079 3,331 103,837 7,189 
124 5037 a8 35,084 8,425 
223,582 1,0%% 94,241 4,760 
2,661,038 6,453 431,419 41,632 
302, 
57 












5 
ty 
) 
2,863 
138,953 208 53,868 
1,843,692 3,399 240,057 
429,621 1,908 128,124 
300,18 1,456 | 12/ 99,025 
1,845,886 8,850 * 329,535 
167,431 823 255554 
3396 7h 9322 
233 42,162 
101,598 


AND WOT LATER THAN JANUARY 31 ARE 


Chicago Takes Action 


Dealers to Use Conditional Sales Contracts 
To Combat Resale Evil 


CHICAGO.—In the absence of 


state legislation and c.ty ordi- 
nances governing what :c calls the 
“pootlegging” of nev cars, fran- 
chised dealers them.:.ives can cur- 
tail the evil, accoruiag to the Chi- 
cago Automobile Trade Assn. 
which last week came up with a 
suggested method “to prevent buy- 
ers taking delivery of new cars 


and immediately turning them 


Wisconsin Holds 


Reciprocity Pacts 
With 18 States 


MADISON, Wis. — Passage of a 
permanent tax reciprocity law for 
Wisconsin e>mmon motor carriers 
finds Wisccnsin with tax agree- 
ments now in effect on a tempo- 
tary basis with 18 states, and ne- 
gotiations underway with several 
others, the state motor vehicle de- 
partment reported last week. 


The temporary agreements date 
from the war period when the en- 
abling legislation was enacted as 
& move to speed war traffic. 

Recently trucking representatives 
persuaded the legislature to make 
the law permanent, thus allowing 
the motor vehicle department to 
continue the arrangements with 
the approval of the governor. 

Wisconsin now has agreements 
on truck taxation with California, 
the District of Columbia, Florida, 
Idaho, Illinois, Indiana, Iowa, Mas- 
Sachusetts, Michigan, Minnesota, 
Missouri, Nebraska, Nevada, New 
Hamryshire, New York, Ohio, South 
Dakota and Vermont. 

Agreements have been proposed 
witn veveral other states, including 
Arkansas and Texas. 


over for premium prices to a used 
— dealer or some irregular out- 
et.” 

Declaring that the state automo- 
bile department has no objection 
to the proposed method, the CATA 
states that it calis for selling on 
|; onditional sales contract, reserv- 
‘ing title to the car in the seller 
| (franchised dealer), and providing 
that the contract may not be as- 
signed by the buyer or the car sold 
or encumbered within a given pe- 
riod of time. 

It is further provided that the 
certificate of title shall be held by 
the seller for the specified period 
of time (at least six months). 


In cases where the buyer wishes 


to purchase for cash, the proce-| > 


dure permits him to pay all of 
the ‘purchase price except a nom- 
inal sum of $100 or $200. This 
amount, specified in the conditional 
sales contract, will be payable only 
in one sum at the end of the pe- 
riod stipulated, instead of in 
monthly instuliments. 


The CATA has supplied its mem- 
bers with a text prepared by its 
legal counsel, recommending that 
the form serve as a rider to be 
attached to the contract. To stop 
“duplicate” or “lost” title issuance, 
the association has arranged with 
the state automobile department to 
recognize a “notice” that the title 
is in possession of the lien holder, 
or new car dealer. 


Gagel Seeks Reelection 


Fred E. Gagel, Louisville, Ky., 
a salesman for Broadway Chevro- 
let Co., will again run for mem- 
bership on the city board of alder- 
men as a Republican. Gagel is a 
member of the present board of 
aldermen. 
















ISTRATION PERIOD 18 DEFINITELY REMDVED 
FROM THE CALENDAR YEAR, REGISTRATION FIGURES GIVEN ARE FOR THE. TWELVE CONSECUTIVE PONTHS OF THE CALENDAR 


FOR STATES WHICH DID NOT SEGRECATE BUSSES FROM OTHER VEHICLES, THE SEGREGATION HAS BEEN APPROXI< 
FOR DETAIL OF BUS REGISTRATIONS, SEE TAGLE M¥-10 TO BE PUBLISHED LATER, 
FOR DETAIL OF TRUCK AND TRUCK=TRACTOR REGISTRATIONR, SEE TABLE M¥-9 TO BE PUBLISHED LATER, 
OES WOT INCLUDE VEHICLES OWNED BY THE WAR AND NAVY DEPAA TENTS, OF BY THE MARITIME COMMISSION, 
FOR STATES THAT DIO NOT SEOREGATE STATE, COUNTY, AND MUNICIPAL MOTOR VEHICLES, THE SEGREGATION 
WAS BEEN APPROXIMATED FROM OTHER DATA AVAILABLE. FOR CLASSIFICATION OF STATE, COUNTY, AND MUNICIPAL 

















FIGURES FOR TRAILERS AND SEMITRAILERS ARE GIVEN AS ; 
wc is ARE OUC TO THE FACT TWAT SOME STATES REQUIRE THE REGIGTRATION OF HOUBE TRAILERS, LIGHT WORK TRAILERS, AMD 
SIMILAR VEHICLES, WHEREAS OTHER STATES REGISTER OWLY FREIGHT<CARRY ING TRAILERS AND SEMI TRAILERS, 

TAXICABS INCLUDED WITH TRUCKS, 

HEAVY SEMITRAILERS INCLUDED WITH TRUCK-TRACTORS AS ONE UNIT. 
TRAILERS PERMITTED BUT NOT REQUIRED TO REGISTER. 


6,038 7,708 7,00 4,723 4,631 
2,215 12,889 12,709 1,592 1,50 
3,900 22,209 22,135 1,986 1,962 
355334 310,405 307,822 38,121 | 36,356 
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COMPERC IAL FULL TRAILERS INCLUDED WITH TRUCKS, 


Steelman to Address 
NUCDA Convention 


the Nation- 
Car Dealers Assn. in 


18-19. 
NUCDA reports that it is lin- 
ing up a bangup program which 
will be of 





Boyd and Morrow 
Head Up Material 
Testers’ Society 


ATLANTIC CITY.—T. A. Boyd, 
ead of the fuel department of 
the Research Laboratory division 
of General Motors, Detroit, has 
been elected president of the Amer- 
ican Society for Testing Materials, 
it was announced here this week. 
His term will run one year. 

Also announced at the same 
time, the occasion of the 50th 
ASTM annual meeting, was the 
election of J. G. Morrow, Metal- 
lurgical engineer of The Steel Co. 
of Canada, Ltd., Hamilton, Ontario, 
as vice-president for a term of 
two years. 


Members of the board of direc- 
tors include Truman 8. Fuller, en- 
gineer in charge of works labora- 
tory, General Electric Co.; E. G. 
Ham, technical director of John A. 
Manning Paper Co., Inc., Troy, N. 
Y.; James J. Laudig, research en- 
gineer of the Delaware, Lacka- 
wanna & Western Railroad Co.; 
H. L. Maxwell, supervisor of gen- 
eral consultants, E. I. du Pont de 
Nemours & Co., and L. J. Trostel, 
manager of research and testing 
laboratories, General Refractories 
Co., Baltimore; Md. 
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REGISTERED DURING 1946 ARE I WERE, 
RENT MHCLUDED WITH BUBSEB, =, 


a eee et 


OF PRIVATE AND COMPERCIAL 
MOTOR VEHICLES, 1945-1986 





TEO OY 4HE STATES im MOST CASES. 





















WABH INGTON 

WEST VIRGINIA 
WISCONSIN 

WYOMING 

DISTRICT OF COLUMBIA 


APPARENT INCONBIST- 


FULL TRAILERS NOT PERMITTED. AUTOROBILE 


98,560 LIGHT TRAILERS USED WITH AUTOMOBILES, * SUCH TRAILERS ARE RECIGTERED FOR A THRES“YEAR PERIOD, 


tTY INCLUDED WITH AUTONDSILES. 


841 AUTOMOBILES OF THE DIPLOMATIC CORPS, 





[Highway Program to Cost 
Oregon $370 Million 


SALEM, Ore—Oregon State 
Highway Engineer R. H. Baldock 
has estimated it will cost approxi- 
mately $370,000,000 to complete and 
modernize 7,200 miles of Oregon 
highways and 1,400 miles of coun- 
ty roads. 

From 20 to 30 years will be re- 
quired to complete the job, he 
indicated 

In the next two years the Ore- 
gon state highway commission 
proposes to spend $42,000,000 for 
construction with some reduction 
in revenues. At the end of 1945 
the total investment in state high- 
ways was $257,000,000, with depre- 
ciation reducing the net worth to 
$186,000,000. 

Baldock estimated that $40,000,- 
000 would be required to construct 
1,400 miles of county roads which 
have been included in the federal 
secondary system. 

An additional $75,000,000 will be 
requirea to build arterial highways 
through cities, $15,000,000 for im- 


Ready Reference 
ATA Publishes Directory 


Of Contract Carriers 


WASHINGTON.—A national di- 
rectory of the members of the con- 
tract carrier conference of the 
American Trucking Assn. has been 
published by the conference, ac- 
cording to Vee H. Kennedy, execu- 
tive secretary of the group. 

The listing is geographical for 
ready reference and it is expected 
the directory will be used by ship- 
pers seeking services of contract 
carriers in the trucking industry. 

Directories also will go to the 
53 state associations affiliated with 
ATA and to each carrier listed, 
Mrs. Kennedy said. 


provement of rural sections of the 
newly designated system of inter- 
state highways and $10,000,000, for 
development of state parks. 


GM Advances: 
Plans to Build 
All-Aussie Auto 


SYDNEY, Australia.—(UTPS)-— 
General Motors Holdens announces 
it is proceeding with plans involv- 
ing $20,000,000 outlay for produc- 
tion of an all-Australian car. 

More than half the amount has 
already been expended, and equip- 
ment and machine tools have al- 
ready arrived from Britain and 
the U. 8S. 

Thirty engineers and technicians 
arrived here recently from Amer- 
ica and are working in the Aus- 
tralian plant at Fishmen’s Bend. 

Initial design and engineering 
work was carried out in Detroit. 
where test cars were built and un- 
derwent trials. The cars are now 
in Australia undergoing road tests. 





Station Wagon Bodies and Driver 
Cabs for Jeep 
Vehicles 






$138.50—FOB Cleveland, 0. 
Immediate Delivery Anywhere im U.S.A. 
STATION WAGONS INC. 
0619 Euclid Ave. Clevetand 3, 0. 
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First in Auto Industry... 


_ Productivity Hike Goal 
_ Of Ford Pension Plan 


(Continued from Page 1) 


ing on Ford UAW leaders to at- 
. the foremen’s 
dispute. The auto workers as- 

signed Leonard, their Ford di- 
rector, to arrange new negotia- 
tions between the FAA and Ford. 

Ford and UAW negotiators were 
still ironing out other details of 
their 1947-48 contract last week. 
It may be two weeks yet before the 
parties are able to sign the con- 
tract and submit it to the workers 
for ratification. 

The economic agreement was an- 
nounced June 27 in a joint state- 
ment by the UAW’s Leonard and 
John 8. Bugas, vice-president and 
director of industrial relations for 
Ford. Final agreement came after 
an all-night bargaining session in 
a downtown Detroit hotel. 

Asked if other automotive manu- 
facturers were considering adop- 
tion of a pension plan, a spokes- 
man for Leonard said he doubted 
that similar programs could be 
instituted elsewhere in the indus- 
try before next year. 

“No other major company in the 
industry has devoted as much study 
to a pension plan as Ford has in 
conjunction with the UAW,” he 
said. “It’s not an easy thing to 
create.” 

GM Faces Pension Issue 


That the Ford-UAW plan will 
lead to pension setups at other 
manufacturers in due time ap- 
peared likely, however. A pension 
demand may be served next on 
General Motors, whose UAW con- 
tract expires in the spring of 1948. 

Leonard stated that Ford’s con- 
tribution to the pension fund will 
amount to approximately 17% per- 
cent of the total payroll, or the 





Tea ee 


ers including the “captive mines” 

owned by major steel producers. 

Negotiations were still underway 
between the miners and Southern 
and Western operators, represent- 
ing the other two-thirds of ca- 
pacity. But auto makers voiced re- 
lief over the settlement with the 
“captive mines,” which supply most 
of the steel mills. 

Steel Stockpiles Are Low 

The effect of a prolonged coal 
stoppage on steel and auto pro- 
duction would be swift and para- 
lytic. Chrysler Corp. and Nash Mo- 
tors were forced to curtail assem- 
bly last week to allow for the re- 
building of steel stockpiles, and 
other makers are in a similar po- 
sition insofar as steel is concerned. 

Both the CIO and the AFL were 
drawing up plans last week for 
intensive courtroom campaigns 
against the new labor law. Among 
the first of the act’s restrictions 
that will be challenged is that 
curbing political articles in union 
publications. 

President Truman, after promis- 
ing to administer the law “as best 
I can,” was considering candidates 
for the three new jobs cre- 
ated. Truman must also appoint a 
director for the new federal me- 
diation service, which will be an 

> fidependent agency outside of the 
jurisdiction of any cabinet depart- 
ment. 
FAA Eyes Larger Union 

The Foremen’s Assn. of ,America 
decided last week to seek affilia- 
tion with either the AFL or the 
CIO in an effort to regain the 
strength denied it by the Taft- 
Hartley law. The law allows fore- 
men to join unions, but puts em- 
ployers under no obligation to 
recognize supervisors as employes 
in the collective bargaining sense. 

Robert H. Keys, FAA president, 
appeared before the UAW execu- 
tive board last Tuesday in an ap- 
peal for a UAW “sympathy strike” 
at Ford plants in the Detroit area, 
where the foremen’s union: has 
been striking since May 21. 

The UAW board rejected Keys’ 
request for a sympathy walkout 
at Ford in favor of a plan call- 


FASTER-FILLING 
NON-SPILLING 















































worker. The plan will be made ef- 
fective as of Jan. 1, 1947, but each 
eligible worker will receive credit 
for his actual amount of service 
with the company. 

Upon retirement, the UAW ex- 
plained, each Ford worker will 
receive one percent of his pay 
times the number of years of 

in addition to federal so- 


tional between 55 and 65 years of 
age, and workers’ contributions 
to the pension fund will average 
about 3% percent for the total 


group. 

“Each worker will have full vest- 
ed rights in his contribution and 
partial vested rights in the com- 
pany’s full vested rights in the 
company’s contribution after a 
specified number of years,” Leon- 
ard said. 

“A Ford worker earning $200 a 
month,” he added, “would contri- 
bute about $1,800 in 30 years and 
receive a total of $100 a month at 
retirement, $55 of which is pur- 
chased by the company’s contri- 
butions. If the same worker were 
to purchase an individual annuity, 
it would pay him $55 a month for 
life and cost approximately $9,- 
000.” 
Officials of the company and un- 
ion voiced the hope that the plan 
would inspire workers to greater 
‘individual effort on the job. They 
said the plan afforded “the maxi- 
mum degree of security practicable 
with production of the best cars 
and trucks at the lowest cost.” 


A group retirement plan has 






No spilled gaso- 
line, no wasted 
| timel Fifteen mokes of automotive vehicles now 
i include VENTALARM signol as stondard foc- 
| a Thet meons fost-fills — no 


*T.M. Reg. U.S. Pat. Off. 


* SCULLY SIGNAL CO. 








Order Monday—Get Fri- 
day. Amazingly easy roll- 
ing tube steel truck with 
finest 9x2” molded-on rub- 


dees Truck. Ht., 45”. 1,000 

ibs. Cap.; with Wheel Guards. Over 15,000 

Mandees trucks sold by mail on our simple 

guarantee. Return collect if not pleased. 
f Clip this. Order from Handees Co., Dept. 
i AN-17, Bi » Milinols, 


Look for Our Display at the 
Dedge Truck Show 


KURK BLANCHARD CO. 









equivalent of 14 cents an hour per MI 
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Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


Week Week Total 
Ended Ended Total Jan. 1 to Jan. 1 to 
July 5, Week June28, June July6, July 5, 
1947 1946 1947* 1947* 1946* 1947* 
GENERAL MOTORS .. 25,214 9,762 $2,722 132,081 175,604 727,559 
ok ee 12,818 4,512 16,304 $4,282 358,575 
Se 4,318 2,118 5,623 23,0138 29,588 129,213 
| 1,707 4,872 19,910 30,054 112,449 
Oldsmobile .......... 3,167 1,425 4,638 17,474 24,3388 97,364 
CE eetdsddneeest 1,023 abu 1,285 5,402 7,442 29,458 
CHRYSLER ........... 3,040 8,737 17,326 69,608 260,178 377,777 
Plymouth ........... 1,621 3,383 8,216 33,183 108,762 184,707 
PR iwwregevtyee tee 514 2,569 5,088 20,948 85,942 106,134 
EE wowee ss ceseve 212 1,287 2,213 8,971 34,529 49,708 
PE  Siebevsateveus 693 998 1,809 6,506 30,945 37,228 
DEE ch cores evesees eee 9,376 6,066 11,568 55,590 146,626 371,226 
dn veoweecbsenese 7,664 5,080 9,010 44,707 124,248 294,120 
BENOUED Sovevcccsvees 1,251 801 1,951 8,364 19,464 61,340 
phd dtbiee + 6-0 461 185 607 2,519 2,914 15,766 
KAISER-FRAZER 2,555 11 3,175 12,089 20 «=©251,186 
EE 6.0W bee c8dseees 1,648 6 2,291 7,611 10 8=6. 27,875 
Eo Side 00-00.0.06/6 be 912 5 884 4,428 10 8=.28,261 
Rimes ued 5 ¥es'¢ 2,191 1,619 2,785 10,026 39,693 638,485 
STUDEBAKER ........ 1,885 692 2,398 10,108 28,818 62,702 
PEE bh ods 6 c0cboee'eee é¥es 1,499 2,799 10,522 41,827 59,740 
<P R48 739 1,080 4,821 12,622 23,781 
WILLYST ..........4.. 603 + nae 7143 2,501 -++. 16,288 
CROGLEY .....cccceeee eae’ 73 424 1,489 299 8,775 
Total Cars, U. S. .... 45,712 29,198 75,015 308,280 700,687 1,762,469 
Station wagons. *Revised. 
* . e . o ° 
COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 
Week Week T Total 
Ended Same Ended Total Jan. 1 to Jan. 1 to 
July 5, Week June 28, June July6, July 5, 
1947 1946 1947* 1947* 1946* 1947* 
EE xecamame vebe oseee 2,901 1,775 6,281 24,479 67,441 
CHEVROLET .......... 4,938 4,077 6,065 15,141 82,512 140,968 
i. Se eee 2,842 1,748 3,599 14,977 58,735 93,436 
INTERNATIONAL 2,394 2,172 2,982 18,182 650,245 76,085 
WHEE, Sesncccsdecces 1,174 1,104 1,387 6941 30,983 45,077 
SEE. Sivdatebed0eseesess 518 877 503 2,997 5,902 34,722 
STUDEBAKER ......... 1,048 122 1,111 5,254 17,558 338,374 
NG Sid ent tae cakes 90.0 56 236 344 1,798 6,417 11,889 
BE: Shebb vee e. bbbiecee 373 ewe 467 1,349 8,241 10,877 
pthheeesdes eee 337 swat 394 1,673 5,167 9,440 
DIAMOND T.......... 259 ena 312 1,267 3,748 8,339 
FEDERAL ...........- 197 93 239 902 2,942 4,908 
DEES G60 cbse cove ges sade 49 bide 59 1,475 2,344 
ieswane seus — aes 49 2385 Séiwe 1,261 
SCELLANEOUS ..... 404 267 517 2,186 13,106 11,071 
Total Trucks, U. S. .. 17,431 13,120 23,250 92,890 349,472 640,198 
Total Trucks, 
i ha ecyhhheees oe 63,148 42,318 98,265 401,170 1,050,159 2,402,667 
Total Cars, Trucks, 
Pereceiwnes .-- 8,108 2,752 5,386 22,117 83,214 180,045 





45,070 103,651 423,287 1,133,373 2,532,712 


Note: Combined U. S. and Canada car and truck output in the com- 
parable week of 1941 was 121,204 units. 


LD 
*Revised. Miscellaneous includes Autocar, Divco, Marmon H., Brockway, 


Four-Wheel Drive, Sterling, etc. 


been in effect for Ford salaried 
employes since Dec. 31, 1946. Ap- 
proximately 11,000 “white collar’ 
workers are now covered. 

Other labor developments: 

Employes of the Pekin Wood 
Products Co., Helena, Ark., sub- 
sidiary of Chrysler since 1925, end- 
ed their 52-day-old strike and re- 
turned to work June 30. The plant 
manufactures all of the wooden 
bodies for the Chrysler Town and 
Country series. The 1,200 employes 
walked out May 5, asking a wage 
raise of 17 cents an hour. The 
company’s highest announced offer 
was eight cents. 

General Motors of Canada, Osha- 
wa, Ont., concluded agreements 
with the UAW for wage in- 
crease ranging between 7 and 10 
cents an hour. The agreement is 
retroactive to the first week in 
June. GM said it expects to be 
able to absorb the increase in 
wages without raising car prices. 


You get the best results in our Classified 
Section, inside back cover. 





WHAT IS EXPECTED to be one of the outstanding salesrooms and garages in Wis- 

. consin is the s te be erected for Walsh Motor Co. (Ford) in Eau Claire. The 

Chrome Truck Signs building is to be 74 by 157, one story with mezzanine fioor over the parts department 

ee eas ete eee eet ee oe ee 

building next to .Rew one to used used car display and parking cus- 

13218 Mack Ave. Valley 2-0018 | tomers. A feature of the new structure ts to be = separate soundproef diagnosis room 
Detroit 15, Mich. for the service department. 


Anniversary Song 
Central Chevrolet Celebrates 


With 4 Big Deals 


ROCHESTER, N. Y.—tThis is 
how Central Chevrolet Co. Inc. 


‘marked its 10th anniversary in the 


automobile business: 

1. It purchased for $250,000 the 
East Ave. building it has occupied 
since the firm was started. 

2. It purchased its used-car build- 
ing on S. Union St. and accom- 
panying used-car lots, for a total 
of $53,500. 

3. It leased a one-story structure 
on N. Union St. with 8,800 square 
feet of floor space. 

4. In the newly-leased structure 
it inaugurated Rochester’s first 48- 
hour painting service for all 
makes of cars, and broke into the 
advertising columns with a $49.50 
price for the paint job. 

Maynard W. Hallman, one of 
the company’s founders, is presi- 
dent, and J. Wesley Rose is gen- 
eral manager, secretary and treas- 
urer. There are 107 employes. 


Edwards Is Reelected 


NADA Director 

BIRMINGHAM, Ala. — W. Ster- 
ling Edwards jr., Alabama's oldest 
Chevrolet dealer, has been reelected 
a director of 
NADA. His next 
term will begin 
on the date of the 
nextannual 
meeting of 
NADA, which will 
be held in Chi- 
cago in January, 
1948. 

Edwards is also 
a regional vice- 
president of 8 
NADA and pre- j 
sided at a recent meeting of NADA’ 
directors from five southern states. 





Output 


| (Continued from Page 1) 
| Plymouth will reopen July 14 
| along with Nash. 

Meanwhile, steel operations, 
which have been maintaining a 90 
to 97 percent rate of capacity for 
25 consecutive weeks, dropped to 
72 percent of capacity last week 
because of the coal miners’ idle- 
ness, according to the American 
Iron and Steel Institute. 

This week's steel rate is expected 
to be even lower because the coal 
shutdown has seriously depleted 
coal stocks at many locations. 

Until there is a clearcut indica- 
tion of what course the coal-labor 
crisis will take, action in the steel 
industry will be on a day-to-day 
basis, it was said. 

Following is a resume of the past 
week’s activity in the various U. 8. 
plants: 

General Motors: Last week’s four- 
day output in all divisions esti- 
mated at 25,214 cars compared with 
a total of 32,722 the previous week. 
During June, GM divisions built 
132,081 cars and 18,138 trucks. 

rysier Corp.: Although Plym- 
outh was entirely idle in Detroit, 
a few cars were turned out last 
week by local Chrysler and De 

Soto divisions. Total output in all 
divisions throughout the country 
in the past week is estimated at 
3,040 cars, compared with 17,326 
passenger units the week before. 
During June, Chrysler divisions 
built an estimated total of 69,608 
cars. 

Ford: Last week’s estimated out- 
put of 9,376 cars includes 7,664 
Fords, 1,251 Mercurys and 461 Lin- 
colns. Operations still slowed by 
shortages resulting from _ ineffi- 
ciency in Rouge shipping depart- 
ment in dispatching essential parts 
to various assembly plants. Ford 
officials would not comment on re- 
ports that approximately 200 strik- 
ing foremen returned to their posts. 

Hudson: Last week’s output esti- 
mated at 2,191 cars, compared with 
2,785 the previous week. During 
June, Hudson built a total of 10,026 
cars and 59 trucks. Truck schedules 
still discontinued. 


Kaiser-Frazer: Output of 2,555 
cars scheduled last week. Ac- 
tual output us week was 


previo 
3,175. Future K-F schedules call 
for 90,000 vehicles during the bal- 
ance of the year. 


Nash: No production scheduled © 


until July 14. Actual output week 
ended June 28 was 2,799. During 
June 10,522 Nash cars were built. 

Studebaker: Output last week 
estimated at 1,885 cars and 1,043 
trucks, compared with totals of 
2,398 and 1,111 the week before. 
During the month, 10,108 cars and 
5,254 trucks rolled off Studebaker 
assembly lines. 


Packard: Last week’s car out- 
put estimated at 848 compared 
with 1,080 previous week. A total 
of 4,321 Packards built in June. 

Willys: Delays caused by inven- 
tory taking and essential material 
shortages cutting schedules. Last 
week’s output estimated 1,174 com- 
mercial vehicles and 603 station 
wagons. June totals are 6,941 com- 
mercials and 2,501 station wagons. 


Peak Year for Vehicles 
High 
On Quebee ghways 


.— There are more 
automobiles, trucks, motorcycles, 


buses and trailers on the roads in ' 


Quebec province today than at any 
time in history, a report issued by 
the Quebec bureau of motor ve- 
hicles statistics reveals. 


The report says motor vehicle 
registrations in the province in 
1946 totaled 270,620, an increase of 
27,374 over 1941, the previous all- 
time high. The figures include 
trailers and semi-trailers, of which 
15,448 were registered in 1946. 
Pleasure cars increased by 10,637; 
buses by 776, taxicabs by 5,907; 
motorcycles by 680 and trucks by 
8,481. Trailers and semi-trailers in- 
creased by 1,347. 


Profit 


(Continued from Page 1) 

was outlined last week in Dallas, 
Tex., by Arthur W. Welch, K-F 
Southwestern regional manager, 
and G. A. McLeon, regional service 
manager. 

Officials at the factory at Willow 
Run would neither confirm nor 
deny the report on the body types. 
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CLEVELAND. — After being in 
operation for one year, the Cleve- 
land code covering the _ retail 
financing of automobiles sold in 
this area has proven itself a suc- 
cess, according to the Better Busi- 
ness Bureau, acting as the com- 
pliance agency for the code. 

The bureau gives major credit 
to the dealers, banks and finance 
companies who voluntarily set up 
the code and have abided by its 
provisions. 

Believed to be the only city in 
the country where it is in opera- 
tion, the code provides that the 
cost of financing the purchase of 
either a new or used automobile 
will not be in excess “of a fair 
ceiling rate (actually most dealers 
are below the ceiling) and in the 
ease of used cars the cost includes 
a specified amount of insurance.” 
| In case insurance is provided, a 
disclosure of the protection afford- 
ed will be made. 

There is not only a limit on 
“collection charges in the event 
of defaulted accounts, but, of even 
greater importance to the buyer, 
provision is made for a predeter- 
mined rebate schedule in cases 
where a buyer anticipates the ma- 
turity of his notes.” 

The Bureau reports that “in for- 


Jobless Pay Cut 
Utah Dealers With 10-12 Aides 


Due for Big Saving 
SALT LAKE CITY.—Utah auto- 


Finance Code Lauded 


BBB Calls Cleveland Plan Successful 
After Year of Operation 


mobile dealers, who have been in’ 


business more than three years 
and who have between 10 and 12 
employes, will save approximately 
$50 per month on their unemploy- 
ment insurance payments as a re- 
sult of recent changes made in 
the law by the Utah legislature, it 
was declared last week by the Utah 
Automobile Dealers Assn. 


Changes in rates will take effect 
with the quarter beginning July 1, 
1947, it was stated, and a large per- 
centage of the dealers will find that 
their tax has been reduced from 
the 2.7 percent to amounts ranging 
tom 1.1 to 1.6 percent. 

Notices of effective rates will be 
,sent to the employers at the time 
the contribution reports are mailed 
in the latter part of September. 

Total net savings to Utah em- 
ployers during the next 12 months 
will be approximately $3 million, 
nearly three-fifths of the usual 
amount of tax paid, the associa- 
tion said. 


Safety 


(Continued from Page 1) 
per 10,000 registered vehicles. 

Other cities, in order of safety, 
were Baltimore, 4.2; Washington, 
4.9; Buffalo, 5; San Francisco, 5; 
Pittsburgh, 5.2; New York City, 
78; Philadelphia, 8.7, and Chi- 
cago, 8.6. 

The council attributed the im- 
provement in the national safety 
figure to better enforcement by io- 
cal and state authorities, to ve- 
hicle checks in some states and 
to extensive public education pro- 
grams individually undertaken by 
state and city groups. 

It was pointed out that Cali- 
fornia, with one of the highest 
motor vehicle death rates in the 
country, was doing extensive mis- 
sionary work in safety enforce- 
ment and education but that the 
results were considered to be less 
effective than the same programs 
applied in the Eastern states. 

Detroit’s safety mark of 3.6 
fatalities per 10,000 registered ve- 
hicles is considerably under the 
average of all cities regardless 
of size. That figure stands at 4.7, 
the council said. It was also 
pointed out that among all cities 
averaging over 500,000 population, 
Detroit is considerably under the 
6.2 average of those cities. 

National motor vehicle fatality 
totals since 1941 are as follows: 
1941, 39,969; 1942, 28,309; 1943, 23,- 
828; 1944, 24,282; 1945, 28,076, and 
1946, 33,500. 

Among those cities failing to re- 
port in time to be included among 
council compilations were Milwau- 
kee, first place city last year, and 
Los Angeles, 12th place city last 


mer years numerous complaints 
were received from automobile 
buyers who, having financed their 
purchases, later found themselves 
in a position to pay the balance 
due in advance and then learned 
that the rebate was so small that 
they felt they were being unfairly 
treated.” 


The code is entirely voluntary, 
points out Marshall Mott, presi- 
dent of the bureau, and “the code 
puts selling where it should be— 
on the merchandise, instead of the 
underhanded method of the past.” 

“It gives the legitimate finance 
company,” he added, “a better po- 
sition because no hidden rebates 
can be made.” 

Eighteen months ago, reputable 
automobile dealers, together with 
banks and finance companies, 
sought to correct prewar prac- 
tices of flagrant abuses in car 
financing and put the new code 
into operation. 
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STATION WAGON body built by Station Wagons, Inc., Cleveland, 0., for conversion 
of civilian and military jeeps. Installation time is about 4% hours, reports Sam Green- 
field. The body ts made of hardwoods, plywoods, and a safety glass. 


tirely electrified. Its electric molds 

° ° include four in the shop and two 

Fisk Store in Kingston section molds providing for all 
Stull Brothers, Kingston, Pa.,| sizes up to 11.00/22 with additional 

has opened a new Fisk retail store| space for two more when warrant- 

and Fisk controlled process recap | ed. tull is manager and 

shop. E. C. Dertinger is tire and recap- 
The Stull recapping plant is en-!| ping department manager. 


Stull Brothers Operate 
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:|Used Car Dealers 


Hit Proposed 
Tow-Bar Rule 


WASHINGTON.—Used-car deal- 
ers are actively opposing the pro- 
posed ICC tow bar regulation 
through the National Used Car 
Dealers Assn. here. 

They report that in view of ob- 
jections ICC has postponed action 
on the proposal until Aug. 18. 

Ray Hayward, president of the 
Nebraska Used Car Dealers Assn., 
is one of the most active in op- 
position. He says that the present 
method of bumper-to-bumper cable 
controlled steering is the result of 
years of experience and is much 
more safe and satisfactory than 
the tongue or drawbar hookup pro- 
posed in the regulation. 


Hayward claims that the steer- 
ing of the towed car is the impor- 
tant thing. Dealers affected ad- 
versely should let their opinions 
be known to William E. Lee, com- 
missioner of the motor vehicle bu- 
reau of the Interstate Commerce 
Commission, Washington, D. C. 


There are profit-making opportunities in 
AN Want Ads. See inside back cover. 





EXTRA PROFITS 
i 
YOU SELL! 





MAXIMILLIAN MATCHED LUGGAGE 
GIVES YOU ADDED REVENUE 


Sets for men and women in rich Top-Grain Cowhide 


Don't sell an empty luggage compartment! Follow the 
lead of top auto dealers everywhere—fit your showroom 
model with a fine set of nationally advertised Maximil- 
lian matched luggage. Every sale will count for more! 


Your automobile customers are travel-minded .. . they're 
a ready market for Maximillian's bench-crafted luggage 
sets. They'll admire the rugged good looks of the men's 
“Field Executive’ . . . they'll be sold by the graceful 
lines and tasteful workmanship of the ‘‘Lady Voyager." 


MEN'S FITTED 
DRESSING CASE 


Compact, fits snugly 
in the “Field Execu- 
tive.” English-style, 
with easy-closing dou- 
ble zippers. 12 dress- 
ing essentials include 
2 pure-bristle brushes. 
Top-grain leather. 

Dealer's Cost: $15.00 


FIELD EXECUTIVE 


Men's 2-pc. set consisting 
of 2-Sviter and Overniter, 
Top-Grain Aniline Cowhide. 
Dealer's Cost: $71.00 
















BUYER'S SIGNATURE.............-0- 
Lew ee Some ne em RR ae tam 


ee ae eres 


Deoler’s Cost: $24.00 


LADY VOYAGER 


Ladies’ 3 Pc. Set, 21” 
Overnight, 21” Wardrobe, 
26” Pullman. Distinctive 
long-bound styled Top- 
Grain Aniline Cowhide. 
Rayon lined, shirred pock- 
ets, tie tapes. 

Dealer's Cost: $90.00 Set 
Also shown: 14” Victoria 


Train Case. 

























ADD 
MAXIMILLIAN 
LUGGAGE 
TO YOUR 
ACCESSORY 
SALES! 






ORDER DIRECT FROM THE MANUFACTURER TODAY 


ee re eee eee eee ee ee ee er re 





t FIRMAN LEATHER GOODS CORP. i 
1 137 EAST 25th STREET, NEW YORK 10, WN. Y. { 
1 Gentlemen: 1 om interested in your nationally advertised MAXIMILLIAN b 
I MATCHED LUGGAGE for extra revenue. apvenriseo { 
4 Please ship following: your CONSUMER PRICES 
' No. OF SETS OEALER'S COST “Det Een ‘Tax 

Q #1—2-pc. FIELD EXECUTIVE Set 1 
: #2—Men's Fitted Dressing Case : 
8 #3~3-pec. LADY VOYAGER Set i 
i i 
i i 
; iene sinicrcndotenncictn - CATV cisniserececcnnpesntnenoccannsnann atin vccomansinas . 


24+ 20 ee roenecedemmmerennetane reenerebem ++ 900s -o: 








Directors Nominated 
For Tennessee Association 


NASHVILLE, Tenn.—The nomi- 
nating committee of the Tennessee 
Automotive Assn. met last week 
to consider nominations for direc- 
tors, whose terms of office expire 
this year. Approximately half of 
TAA directors finish their terms 
this year. 

Those on the nominating com- 
mittee are John Wellford, Mem- 
phis; John Walker, Covington; 


Dick Dolbbeer, Jackson; Allen 


don. 
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Moore, Humboldt; Roy G. Byrn, 
Murfreesboro; W. J. Ellis, Colum- 
bia; Frank Riggs, Athens; Forrest 
Cate, Chattanooga; W. A. Murray, 
Knoxville; Charlie Kerr, Knoxville; 
Walter C. Adams, Bristol; A. R. 
Brashear, Kingsport. 


Henshaw-Jones-Gordon 


Henshaw-Jones-Gordon Motors, 
Inc., Muskogee, Okla. has been 
incorporated, listing $50,000 author- 
ized capital stock by R. F. Hen- 
shaw, J. R. Jones and C. 8S. Gor- 


ead aL 


\f COLLINS & AIKMAN 


CORPORATION 


200 MADISON AVENUE, NEW YoRK 16, W.Y. 





SHOW ROOM 
FURNITURE 


Send for FREE Catalogue of “Chromaster” Showroom Furniture 


Kay-Davis Company 


886-890 GERARD AVE. NEW YORK 92, N.Y. 





SALES TRAINING 





956 Maccabees Bldg., Detroit 2 


Prepare your KEY MEN and SALESMEN for the 
competitive selling days ahead. Two week class, 
July 2ist-August ist, now forming. 


VETERANS 


may have this training at NO COST to them or 
to their employers. 


SELECTION & TRAINING 
INSTITUTE 
TEmple 11-55-1 





Oil Leaders 


Discount 


Crisis in Gasoline 


(Continued from Page 2) 


tomer can be satisfied. The prob- 
lem is to give the individual cus- 
tomer oil when and where he needs 
it, he asserted. 

Hallanan pointed out, too, that 
the immediate difficulty was distri- 
bution, particularly in the Midwest, 
in the next six to 12 months while 
the oil industry expands its facili- 
ties. It is expanding at a rapid 
rate. 

There is no overall shortage 
and none in prospect, he said. 

The Midwest is in danger due to 


119 Dealerships 
Of 154 in D. C. 
Belong to WATA 


WASHINGTON.—The number of 
franchises and firms selling new 
motor vehicles in the District of 
Columbia and environs has been 
compiled for publication by the 
Washington Automotive Trade 
Assn., it was disclosed last week. 

A total of 211 franchises are 
spread among 154 Washington 
firms, of which 119 dealerships are 
members of WATA. 

Plymouth led all other makers 
with 42 franchises in the area, of 
which 33 firms belong to the as- 
sociation. Ford was next in line 
with 16 franchises and 14 mem- 
berships, followed by Chrysler with 
16 franchises and 13 memberships. 
DeSoto likewise has 13 dealerships, 
of which 11 boast WATA mem- 
bership. Other breakdowns are as 
follows: 

Chevrolet, 13 franchises, 10 
memberships; Dodge, 13 and 9; 
Oldsmobile, 10 and 9; Hudson, 16 
and 8; Packard, 10 and 8; Stude- 
baker, 8 and 7; Buick, 8 and 6; 
Nash, 8 and 6; Frazer, 8 and 4; 
Kaiser, 8 and 4; Pontiac, 7 and 7; 
Willys, 5 and 4; Lincoln, 3 and 3; 
Mercury, 3 and 3; Crosley, 2 and 
0, and Cadillac, 1 and 1. 


More than one franchise is held | 


by some firms, the association said, 

explaining why there are a 

—— number of franchises than 
rms. 


9,972 New Cars 
Sold in Detroit 


* 
During May 

DETROIT.—A total of 9,972 new 
cars were sold and titled in Wayne 
county (Detroit) during May, it 
was disclosed by the Detroit Auto 
Dealers Assn. last week. 

The following breakdown was 
listed by the association, according 
to totals for May. They are: 

Chevrolet, 2,271; Ford, 1,809; 
Buick, 760; Plymouth, 724; Pon- 
tiac, 688; Dodge, 578; Oldsmobile, 
510; Hudson, 482; Mercury, 454; 
Cadillac, 340; Nash, 316; Chrysler, 
243; DeSoto, 179; Packard, 140; 
Studebaker, 126; Kaiser, 107; Fra- 
zer, 103; Lincoln, 92; Willys, 39; 
Crosley, 11. 

Truck and commercial vehicles 
titled during the same period to- 
taled 1,033. They were listed in the 
report as follows: 

Ford, 288; Chevrolet, 252; Dodge, 
216; International, 97; GMC, 43; 
Studebaker, 34; Willys, 30; Divco, 
16; Federal, 14; White, 13; Reo, 
11; Autocar, 5; Mack, 5; Hudson, 
4; miscellaneous, 3; Diamond T, 1; 
Brockway, 1. 


Jowett Offers’ 
New Model 


LONDON.—(UTPS)—The Jowett 
Co. of Britain is shortly to start 
production of a new saloon model 
to be known as the 1%-litre Jave- 
lin, said to have the performance 
and many other features of a high- 
powered American car, it was an- 
nounced here last week. 

The Javelin is said to have a 
flat-type engine with four over- 
head valve cylinders horizontally 
opposed. With a top speed of 75 
mph, the Javelin wiil cost £640 
plus £178 purchase tax. 


two factors: a decline in crude out- 
put in the area and inability to 
get materials to increase tank car 
and pipeline facilities fast enough. 

Hallanan and Holman gave some 
of the facts and figures behind the 
present situation. The nation is 
using, they said, more oil now than 
the whole world used before the 
war. 

Hallanan said that there has 
been a change from a gasoline 
economy to a combination of 
gasoline and distillate fuels. 
Fuel and heating oils were once 

by-products; now they are major 
products. Class I railroads used in 
1946 four billion gallons of fuel 
oil, 560,000,000 gallons of diesel oil 
and 47,000,000 gallons of gasoline. 
In 1940 diesel locomotives used 
100,000 gallons. 

Motorists used 25 billion gallons 
of gasoline in 1946, up 31 percent 
from 1945. 

Today one truck in every 500 
is a diesel while in 1988 one in 
every 10,000 was a diesel. 

Last year 10 percent of all buses 
were diesel while in 1938 only % 
of 1 percent were diesel. 

In 1946 all tractors for heavy 
construction were diesel while in 
1941, 3,200 of. 121,000 tractors were 
diesel. 

The oil industry thought it would 
get a little relief from the stresses 
and strains after the war. Instead, 
it found itself confronted with the 
greatest demand in its history. 

To meet demands, Holman 
said, the industry will spend 
about four billion dollars in the 
next two years. This is more than 
20 percent of the total investment 
of the industry to date. 

Both Hallanan and Holman em- 
phasized that the oil industry rec- 
ognizes a great responsibility to 
the public, and‘it is confident of 
discharging that responsibility. 


Scrappage 

(Continued from Page 1) 
use last year, 33,946,000 was still 
437,000 below the 1941 peak—al- 
though truck registrations 
reached a new high of 5,726,000. 
Automotive travel, because of 
record use per vehicle, exceeded 
last year’s previous peak of 333,- 

000,000,000 miles set in 1941. 
Nearly all automotive concerns 
are small business operations, 
reaching into the smallest villages, 


and did not exist before World | 


War I, says Pearson. 

The 537,000 automotive business 
places employ 8,200,000 persons, or 
one in every seven workers in the 
nation. 

Largest employment source is 
commercial truck driving, giving 
4,750,000 jobs—one of the na- 
tion’s biggest occupational classes. 
Another 1,300,000 jobs are in 
auto sales and servicing—includ- 
ing 242,000 gasoline stations and 
52,000 auto repair garages. 

Production of vehicles and parts, 
by 1,360 firms, accounts for about 
800,000 workers, or less than a 
tenth of the total. Miscellaneous 
groups include 19,000 tourist courts, 
15,000 wrecking firms, 3,000 road- 
building contractors’ organizations, 
2,500 auto finance companies and 
200 drive-in theatres. 

With employment in auto and 
parts factories at a new peacetime 
high of 661,000 production workers 
last year, wage rates were $1.33 
an hour, or more than the wartime 
peak. Production employment this 
year continues upward and is 
nearing 800,000, not including near- 
ly 175,000 salaried workers. 

War veterans comprise 27% per- 
cent of all auto workers, compared 
with 19.2 percent for all manufac- 
turing industries. 


Canadian Surplus Sales 


Top $62,000,000 

OTTAWA.—The War Assets 
Corp. has reported that its sales 
of automotive equipment in Can- 
ada until the end of May, 1947, 
amounted to $62,566,000, with such 
sales of electrical goods in that 
same period having totaled $13,- 
663,000. 
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SPECIALISTS IN 
AUTOMOBILE 
FINANCE 
INSURANCE 


Resolute’s intensive or 
cialization makes possible 
economies in operation 
which result in increased 
profits to the producer 
and increased protection 
for you. Write for full 
particulars. 


RESOLUTE FIRE 
INSURANCE CO. 


350 MAIN STREET 
HARTFORD 4, CONN. 
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Property Taxes Likely to Keep Rising 
In Face of Higher Local Costs 


Louisville, Philadelphia and Se- 


NEW YORK.—Automobile deal- | which was deferred during both 
attle, have been acting to defray 


ers planning expansion or modern-| war and depression years. 


zation of sales and service out- | 
jets face the prospect of higher 
real property taxes which, a sur- 
yey reveals, are continuing an up- 
ward trend throughout the country 


\N ANNIE 
in the face of mounting local gov- 


IG JACK 





.D TEEN ernment payroll and other costs. 
A STARR The tax trend, of course, also 
SMITTY will affect the cost of operating or 


renting present facilities. 

New laws which will lead to 
higher local property taxes were 
enacted in some instances by 1947 
state legislative sessions, while 
cities in other states are pro- 
ceeding on a wide scale under 
existing authority to obtain more 
revenue from property taxpayers 
by increasing tax rates, upward 
revaluation of properties, and by 
assessing property at more near- 
ly its full value. 

Despite efforts to relieve prop- 

erty taxes through increased state 
> financial aid to municipalities and 
broadening of local tax bases, in- 
dications point to a general exten- 
sion of the uptrend of recent years 
in property levies. 


BUYING 


sftalo'’s Only 

, Newspaper Besides having to pay higher 
— salaries and wages, equipment 
ER & CO., costs and other normal obligations 


which have gone up with the high 
cost of living, municipalities are 
faced with the need of financing 
a vast backlog of public works 





| KEYSTONE TRAILER SALES 
Presents the New Model “D” 
KEYSTONE “LIGHTNING” 
BUMPER HITCH 
FOR UTILITY TRAILERS 


pe ee MOte 





MODEL D 


Here’s the NEWLY DESIGNED Keystone 
**Lightning’’ bumper hitch with additional 
slots for easier adjustment. 


® Can be attached and detached instan- 


taneously. 
® Fully adjustable to fit practically all 
car bumpers including °46 and ‘°47 


bar). 
Made of sturdy pressed steel, %” thick, 
4+” wide. 

STRONG « STURDY 
DEPENDABLE e SAFE 
Acclaimed by Trailer Rental and Sales 
Co.’s and utility trailer owners as ‘The 

Perfect Bumper Coupling.’’ 


. Ball Not 

Now available for Ponte 
Immediate Delivery. 

List Prie $6.45 


Send Check or Money Order To: 


Keystone Trailer Sales 
5501-29 Lancaster Ave., Dept. AN 
Philadelphia 31, Pa. 
Dealerships and Distributorships Available 








ection 


> full @® For Automotive Parts Bins 


Handy for quick, efficient handling of 
Sturdy gauge 










































Omaha Levy Up 22 Pct. 

As a result of legislation enacted 
by the 1947 Nebraska legislature, 
an increase of 22 to 25 percent in 
the tax levy on Omaha property 
is in prospect next year, it was re- 
cently declared by Walter L. Pier- 
pont, president of the Omaha Tax- 
payers, Inc. Other Nebraska cities 
will be similarly affected. 

At least $2,000,000 will be added 
to property taxes in Montana this 
year as a result of levies author- 
ized by that state’s 1947 legisla- 
ture, it was predicted by R. A. 
Neill, secretary of the Montana 
Taxpayers Assn., who added that 
a further increase of nearly $2,000,- 
000 will be noted if two referen- 
dum measures are approved at the 
1948 general election. ; 

An Oklahoma bill gave county * 
equalization boards authority to 
make blanket increases in as- 
sessments of real and personal 
property, and also provided for 
assessment of real estate every 
year instead of every two years. 
It was hailed as a means of 
equalizing property values to 
meet needs under a school aid 
bill. 

In South Carolina a seven-mem- 
ber interim legislative committee 
on property tax laws was created 
to study changes in methods of 
assessment and collection. Recom- 
mendations to effect an equaliza- 
tion and stabilization of the prop- 
erty tax system will be submitted 
to the next session of the state 
legislature. 

Arkansas recently repealed its 
ad valorem state property tax, 
bringing to 19 the number of states 
that have abandoned property 
taxes entirely as a source of state 
revenue or impose them only as 
selective or incidental levies. 

Other states which no longer im- 
pose genera} state property taxes 
are listed by the National Assn. of 
Assessing Officers as_ including 
California, Delaware, Florida, Illi- 
nois, Iowa, Michigan, New York, 
North Carolina, New Hampshire, 
Ohio, Oregon, Oklahoma, Pennsyl- 
vania, Rhode Island, South Caro- 
lina, South Dakota, Vermont and 
Virginia. 
Local Taxes Big Factor 

The declining use of property 
taxes as a major source of state 
revenue has been littl felt by 
property taxpayers, however, be- 
cause of the increased costs and 
correspondingly higher property 
taxes levied by local political sub- 
divisions. 

fowa’s state tax commission re- 
cently announced that ‘taxes le- 
vied in that state for counties, 
cities and schools against real and 
personal property and monies and 
credits, payable in 1947, will reach 
a record total of $123,966,692, an 
increase of $9,450,069 over last 
year. 

Property taxes levied in In- 
diana this year total $142,191,- 
070, an increase of $36,991,024 or 
35.2 percent over the total of 
$105,200,046 in 1940, according to 
the Indiana Taxpayers Assn. 

California’s state board of equal- 
ization recently disclosed that the 
average property tax in that state 
in 1946 was $4.26 per $100 of as- 
sessed value, an increase of 21 
percent over 1945. Further  in- 
creases in current-year rates were 
predicted. 

Colorado property owners will 
pay $52,531,747 this year, compared 
vith the previous peak of $49,633,- 
433 in 1929 and last year’s $47,213,- 
502, it was announced early this 
year by John R. Seaman, chair- 
man of the state tax commission. 

With the aid of a citizens’ ad- 
visory committee, the Colorado 
commission recently launched a 
complete reappraisal of real es- 
tate and corporation valuations 
which is ‘expected to place mil- 
lions of dollars in property valua- 
tions on tax rolls. 

Equalization of property valua- 
tions also is being sougnt | in Utah 
and other states. 












mounting costs of local govern- 

ment by boosting property tax 

revenues by increasing rates or 
advancing assessed valuations, it 
was pointed out recently by the 

Municipal Finance Officers Assn. 

The current-year trend toward 
higher property tax burdens is an 
extension of increases in other re- 
cent years. 

For example, a survey of 249 
cities of varying sizes by the Na- 
tional Municipal League last year 
revealed the greatest increase in 
tax rates in eight years. It was 
found there had been an increase 
of 52 cents a $1,000 valuation in 
adjusted tax rates and an increase 
of 5.3 percent in assessments over 
1945. 


A year earlier the same group 
reported that property tax rates 
in 250 United States cities for 1945 
averaged 22 cents higher per $1,000 
than the preceding year. 

“From present indications,” the 
league prophetically observed at 
that time, “property tax rates in 
American cities during the next 
few years have no place to go 
but up.” 


Utah Dealers See 
°47 Cars for Only 
44% of Backlog 


SALT LAKE CITY. — Although 
new-car dealers here anticipate be- 
ing able to fill only about 44 per- 
cent of orders on hand during the 
balance of this. year, many 
used-car lots are offering 1946 and 
1947 models for immediate delivery. 

Elias J. Strong, executive secre- 
tary of the Utah Automobile Deal- 
ers Assn., said that local new car 
dealers expect to deliver only 2,880 
cars the rest of the year to an 
impatient list of customers, which 
now numbers about 6,500. 

However, Strong said, “there is 
no shortage of any make or model 
new cars (on used-car lots) for 
those willing to pay from $300 to 
$700 above the regular selling 
price.” 

To acquaint buyers with the true 
values of new cars, UADA is 
launching a program whereby “au- 
thorized dealer delivery” prices 
will be advertised in newspapers 
and displayed prominently in deal- 
ers’ showrooms. 

Strong said the number of new 
cars on used car lots was mislead- 
ing “because many of them are 
not moving at present asking 
prices,” and that ability to pay 
such prices was limited. 

However, he added, he did not 






question the availability of 1946 |" 


and 1947 models “at a price” on 
used-car lots. 


Petersburg (Va.) Dealers 


Open Drive on Resales 

PETERSBURG, Va.— Members 
of the Petersburg-Hopewell Auto- 
mobile Dealers Assn. have launched 
a campaign against the growing 
practice of resale of new cars at 
prices far advanced beyond the 
list price. 

Dealers in this section said they 
did not believe a large number of 
automobiles have been bought 
from local dealers with the de- 
liberate purpose of selling them 
for a profit, but it was acknowl- 
edged there have been some cases 
here where that has been done. 


May Air Shipments Top 
Entire Year of 1935 


NEW YORK.—More air express 
shipments were handled in domes- 
tic airline service during May of 
this year than in the entire year 
1935, the air express division of 
Railway Express Agency reported 
last week. 

A total of 320,527 shipments were 
dispatched in domestic airline ser- 
vice in May, a gain of 8.4 percent 
over May, 1946, it was announced. 
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Dealer Support 
Of Assn. Essential, 
Says Ky. Chief 
LOUISVILLE. — “Trade associa- 
tions are the natural result of the 
American custom of organizing 
voluntarily ? get a job done,” ac- 
cording to J presi- 
dent of the iesatuchey Automobile 
Dealers Assn., who uses two argu- 
ments in selling prospective deal- 


ers on the advan of member- 
ship in the Kentucky association. 


“An organized industry is able 
to deal more effectively with its 
own intra-industry problems,” 
Dishman first points out. “Dis- 
connected and unorganized mem- 
a cannot achieve the same re- 
sult. 


“KADA represents the fran- 
chised automobile dealers in Ken- 
tucky,” Dishman continued in pre- 
senting his second point. “It can- 
not render its best service to them 
unless supported by every dealer, 
in its program.” 

Dishman said that KADA’s 1948 
both financially through member- 
ship and by active participation 
legislative program includes the 
sponsorship of legislation for the 
enactment of a title law and re- 
peal of the state’s 3 percent use 
tax. The association also main- 
tains weekly bulletin advisory 
service, publishes an annual guide 
and yearbook pertaining to KADA 
business interests, and keeps close 
check upon legislative proposals in 
order to protect the welfare and 
investments of its dealer-members 


and the automotive trade in gen- 
eral. 


formed on the many t 
and state and require- 
ments aif his business and 


the constant changes therein.” 
Obituaries 


Bill Nichols, 71, Dead; 


Ind. Dealer Since 1906 

SOUTH BEND, Ind.—William H. 
(Bill) Nichols, 71, president of Bill 
Nichols Motors, Inc. (Pontiac) and 
president of the South Bend-Mish- 
awaka Automotive Trade Assn., 
died June 27 of a heart attack 
while enroute to the hospital. 

Mr. Nichols became superintend- 
ent of the Twentieth Century Mo- 
tor Co. in 1905 and has been in 
the automobile business ever since. 
While in Mishawaka with the for- 
mer Amplex Co. there, he built his 
own automobile. 


Roy Wilmeth 
INDIANAPOLIS. —Roy Wilmeth, 52, In- 
dianapolis automobile dealer for 25 years, 
was killed June 24 when a car in which 
he was a passenger en route to California 
zoe sideswiped by a truck near Red Oak, 
a. 





* ® 
Michael J. Callahan 
WILMINGTON, Del. — Michael Joseph 
Callahan, 57, manager of the fabrics di- 
vision of Du Pont Co., died here June 25. 
He had been with Du Pont for 31 years. 
* ¢ *@ 


Harold C. White 
MISSOULA, Mont.—Harold C. White, a 
leading automobile dealer of Missoula, died 
in an auto accident when his car plunged 
— the Missoula river near Superior, 
ont. 
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ATA Asks Action to Legalize 
Collective Rate Making 4 


WASHINGTON.—Prompt action 
to legalize collective rate making 
under legislation already approved 
by the Senate, was urged upon the 
House Interstate Commerce Com- 
mittee here last week by General 
Counsel Roland Rice, of the Ameri- 
can Trucking Assns. 

Rice tokd the committee that car- 
riers have been making rates 
through a collective process ever 
since enactment of the law regu- 
lating interstate commerce and 
that the rates so established al- 
ways have been subject to Inter- 
state Commerce Commission ap- 
proval. 

“The legality of the process has 
been @hallenged and is no longer 
secure,” he testified. “It must be 
legalized, therefore, under such 
safeguards as the situation war- 
rants. 

“Existing law states explicitly 
that the carriers must establish 
and observe rates. We may estab- 
lish through rates and such rates 
must be reasonable. All our charges 
must be just and reasonable. No 
preference, prejudice or discrim- 
ination may be practiced as be- 


Vets Ask Toledo 
To Probe New 
And Used Sales 


TOLEDO.—City council here has 
been petitioned to initiate an in- 
vestigation of the new and used- 
car business in the Toledo area. 

Harold G. Skinner, secretary of 
the Lucas County council of the 
Veterans of Foreign Wars execu- 
tive committee, reports the group 
asked the council for an inquiry 
into the “car racket,” because of 
the hundreds of protests received 
in the past few weeks from vet- 
erans in Lucas county. A resolu- 
tion seeking action by city coun- 
cil was adopted by the VF'W rep- 
resentatives. 

Complaints against new car deal- 
ers are mainly that veterans can- 
not purchase a new automobile 
without trading in an older model, 
Skinner explained. 

Used-car dealers were the ob 
of protests for selling late m 
cars for much more than a new- 
car dealer’s list price. 

In addition to requesting an in- 
vestigation, the group asked coun- 
cil to draw up legislation limiting 
used-car dealers to sell late model 
cars for no more than delivery 
charge. 


Efficiency Aid 
Muller Describes Buick Test 
Of Engine Vibration 

CHICAGO. — A new electronic 
testing device which determines the 
efficiency of automobile engine 
mounts and enables engineers to 
reduce and control scientifically en- 
gine vibration in passenger cars 
has been described by Lloyd Muller, 
Buick staff engineer. 

* Addressing a meeting of the 
American Society of Mechanical 
Engineers, Muller reported that the 
Buick-developed machine measures 
the friction characteristics and life 
expectancy of synthetic rubber en- 
gine mounts under simulated road 
conditions before they are installed 
in Buick automobiles. 

Muller said the testing operation, 
“duplicating within 24 hours con- 
ditions that would take several 
weeks to experience on a road test, 
assures high quality and uniform- 
ity in engine mounts, and a smooth 
virtually noiseless ride. 


Nebraska Dealers 


Lose Tax Fight 


LINCOLN, Neb.—Homer L. Kyle, 
assistant attorney general, has 
ruled that automobiles brought into 
the state by dealers between Apr. 1 
and July 1 must be listed for tax- 
ation. 

In almost every case the tax falls 
on the dealer. The purchaser is 
relieved of liability if he shows that 
the cash or credits used to pur- 
chase the automobiles were listed 
for taxation as of Apr. 1. 


tween persons, places or regions. 
Finally, we must file tariffs ex- 
pressing our rates and charges. 

“I submit with all candor that 
the only possible way to file these 
rates and to observe the law with | 
reference t6 its impositions and 
prescriptions is to do it through 
the means of rate conferences. The 
late Joseph B. Eastman (federal 


Conta hae DEPARTMENT 


— wae wANtD> = 
Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
AUTOMOTIVE NEWS 


MODERN, AGGRESSIVE DISTRIBUTOR, 
with 1,000-car retail division, requires 
sales manager with similar qualities plus 
experience, vision and initiative. Must 
be well based in all phases of automo- 
tive sales and have leadership qualities 
necessary for achieving high performance 
of individual salesmen. Only those with 
proven A-1 past achievement need apply. 
Send photograph and give full details in 
first letter. Replies confidential. Box 
1802, c/o Automotive News, Detroit 26. 


EXPERIENCED AUTO UPHOLSTERER— 
Shop now in operation. With established 
auto dealer. Harsin Motor Co., La Junta, 
Colorado. 


EXPERIENCED TRUCK MANAGER!— 
Large Chevrolet dealer has exceptional 
permanent opportunity for high grade 
man. Very appealing compensation plan. 
Must have thorough knowledge of trucks 
and special equipment. Ability to man- 
age the truck department. Applications 
held in strict confidence. State complete 
business experience. Hunter Motor Com- 
pany, Anderson, Indiana. 

PARTS MANAGER and merchandiser for 
large dealer in the middle west. Appli- 
cant must have thorough knowledge of 
Ford parts and capable of doing an ag- 
gressive wholesale and retail selling job. 
He will have $100,000 inventory to work 
with and every possible help from the 
management to do a successful job. Sal- 
ary open. Write giving full details in 
first letter; replies will be held in strict- 
est confidence. Box 1804, c/o Automotive 
News, Detroit« 26. 


SERVICE MANAGER for an aggressive 
dealer in high price and medium price 
line of cars. Applicant must be expert- 
enced in Ford, GM or Chrysler products. 
He must be energetic, imaginative 
and able to handle personnel. The man 
we prefer is between the ages of 28 and 
38, married, and is prepared to move to 
the finest and cleanest city in the middie 
west. Shop is fully manned and has lat- 
est equipment; at present handling $15,- 
00° customer labor per month. Organ- 
ization is progressive; the salary is open. 
In reply, state age, experience, salary 
desired, availability date. Replies will be 
held in strictest confidence. Box 1805, 
c/o Automotive News, Detroit 26. 

NATIONALLY KNOWN advertising agency 
specializing in customer service follow 
up for automobile dealers, has opening 
in their expansion program for topflight 
men who can qualify. Must have car 
and free to travel and have five years 
factory or automotive experience. Give 
complete information in reply which will 
be treated confidentially. Box 1824, c/o 
Automotive News, Detroit 26. 


WANTED 
Parts and Service 
Representatives 


Detroit zone office of a leading inde- 
pendent automobile manufacturer needs a 
young man with automobile and sales ex- 
perience for the Detroit territory. A new 
automobile will be furnished. Unlimited 
opportunity for advancement. In first let- 
ter, state age and give a complete review 
of education and experience, Box 1828, c/o 
Automotive News, Detroit 26. 


WANTED 


By large automobile company, 
factory sales and service represen- 
tatives to travel Middle West states. 
Men 28 to 35 th automotive ex- 
perience preferted. Write, giving 
full details of education, experience, 
family status, etc., to Box 1827, c/o 
Automotive News, Detroit 26. 


coordinator of transportation and 
member of the Interstate Com- 
merce Commission) aptly said, 
when testifying before the Senate 
committee on this identical subject 
in 1943, that carriers cannot per- 
form these duties in a vacuum.” 


Rice pointed out the confer- 
ence method of rate-making is 
simple for shippers and carriers 
alike, and is economical. Any in- 
dividual carrier that disagrees 
with a conference decision, he 
added, may file its own rates. 
“One more aspect of collective 
rate-making of extreme importance 


HELP WANTED 


SERVICE MANAGER by well established 
Chevrolet dealership in western Michi- 
gan. Experience necessary. Excellent op- 
portunity for right party. Give experi- 
ence, reference and expectations. Box 
1812, c/o Automotive News, Detroit 26. 


SERVICE MANAGER WANTED for mod- 
ern Chevrolet dealership in metropolitan 
Cleveland. Must have man with good 
mechanical background, neat appearance 
and sales and production ability. Salary 
and percentage opportunities unlimited. 
Box 1819, c/o Automotive News, De- 
troit 26. 


—>>———————————E——— 
WANTED 


ZONE BUSINESS MANAGER 
The Detroit Zone Office of one of the large 


tion and experience in your first letter. 
Box No. 1829 
c/o Automotive News 
Detroit 26 


POSITION WANTED 


TWENTY-FIVE YEARS’ EXPERIENCE 
as Service Manager and Factory Repre- 
sentative with Cadillac and Oldsmobile. 
Only complete charge of Service and 
Parts Departments with established deal- 
er considered. Box 1810, c/o Automotive 
News, Detroit 26 


eee 
DETROIT REPRESENTATIVE. Colonel, 
regular Army Air Corps, retired, age 

West Point 1930, wide contacts 
among automotive executives in Detroit 
and vicinity, wishes permanent 
opportunity. Willing 


1787, c/o Automotive News, Detroit 26. 


SALES OR SERVICE REPRESENTATIVE 
—22 years’ experience in the automotive 
field, 17 years mechanical, 5 years sales 
of parts and equipment. Presently em- 
ployed as a salesman, well acquainted 
with dealers throughout the N. J. and 
Penn. territories. Connection with large 
well established firm desired. Box 1801, 
c/o Automotive News, Detroit 26. 


PARTS MANAGER—Thoroughly  experi- 
enced, now employed, desires change, 
preferable contact with growing concern 
in Florida. Box 1821, c/o Automotive 
News, Detroit 26. 


JMANUFACTURERS: IF YOU ARE LOOK- 


ING FOR: (1) A young representative 
with 8 years of successful jobber, dealer 
and fleet sales; (2) A man who sells 
his company as well as its products; 
(3) Someone who understands the many 
phases of replacement parts sales; (4) 
A conscientious worker with an eye on 
the future; write ‘Box 1822, c/o Auto- 
motive News, Detroit 26. Excellent ref- 
erences from well known jobbers. Com- 
mission basis preferred. 


PARTS AND SERVICE Representative or 
Service Manager, Florida. 15 years ex- 
perience sales and service, Cadillac, Olds- 
mobile, Chevrolet, G.M.C. 40 years old, 
ambitious. Can sell and meet the public. 
Have always wanted to live in Florida. 
Write Box 1518, c/o Automotive News, 
Detroit 26, 

SALES OR GENERAL MANAGER. Ten 
years General Motors experience. Able 
salesman, special ability to recruit and 
train. personnel when needed. Sound 
executive with experience every depart- 
ment. Special talent public relations and 
advertising. Box 1825, c/o Automotive 
News, Detroit 26. 

ACCOUNTANT-OFFICE MANAGER: Gen- 
eral Motors experience, 18 years public 
accounting, middle age, married, college 
graduate, Masters degree. Box 1826, c/o 
Automotive News, Detroit 26. 


DISTRIBUTORS WANTED 


ATT: JOBBER SALESMEN & MFG. REP 
We are assisting men with following to 
establish themselves as our distributors. 
product sells to automotive, farm and 
industrial trade, others are earning $200 
weekly tm small area. Box 1809, ¢/o 
Automotive News, Detroit 26. 


— 


must also be understood,” he said. 


“That is the fact that the Inter- 
state Commerce Commission en- 
couraged and fostered the estab- 
lishment of motor carrier bureaus 
throughout the country. Equally 
important: all rates and charges 
published must be filed with the 
Interstate Commerce Commission, 
which has full authority to sus- 
pend the rates if found unlawful 
or in any manner unjust. Thus, 
the interests of shippers and car- 
riers are always and finally within ||| owned and operated by, 
the jurisdiction and protection of 

the commission.” Col. Joe H. Burtrum 

=< 1610 E. 7th St. 


JOPLIN, MISSOURI 
Phone 4600 


USED CARS FOR SALE 


AUTOMOBILE 
DEALERS ATTENTION 


For dealers only. Plan to attend one 
of the greatest automobile auctions in 
the land today at Joplin, Mo. The 
crossroads of America, where 66 and 
71 highways cross and the East meets 
the West. Auction every Friday rain 
or shine. Inside sale, always over 300 
automobiles to choose from each sale. 


AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO 
LOOP 


% Mile East of Illinois State 
Line on Route 30 
EVERY FRIDAY 11 AM 
Strictly Wholesale 
Dealers Buy—Dealers Sell 


PAT PATERSON, Auctioneer 


e 
PARTNERSHIP AVAILABLE 


HALF INTEREST new car agency 
Cleveland. Good building and showroom. 
Completely equipped shop and parts 
department. Your investment will pay 
out in a year. $30,000 needed or will 
take paper for part. Box 1806, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP FOR SALE 


DEALERSHIP FOR SALE—Subject to dis- 
tributor approval. Kaiser-Frazer agency 
doing good business, located on three 
main highways and main street of tourist 
and payroll town. A fast growing busi- 
ness, will sell for inventory . . . approxi- 
mately $18,000. Wire or write Glen Oden, 
Carlsbad, New Mexico. 


DEALERSHIPS AVAILABLE 


Dyer Auto Auction 
Phone 4111 Dyer, Ind. 
Res.: Lansing, IIL, 730 


ON THE “MASON-DIXON LINE” 


AUCTION 


For Dealers Only 
EVERY MONDAY 


Schaefer-Connell Go., Inc. 
108 N. Main St. New Albany, Ind. 


BRITISH AUSTIN 


DEALERSHIPS AVAILABLE - a 


Immediate Delivery on | EESaLe 
WHOLESALE 
1947 Models 1947 Ford Conv. Coupe 


WRITE, WIRE, OR PHONE 1947 Plymouth Club Coupe 


1947 Plymouth 4-dr. Sedan 
J. L. Green, Inc. 


1946 Chevrolet Spt. Coupe 
1946 Chevrolet 4-dr. Sedan 
1920 Broadway New York 28, N. 
TRafalger 7-4056 


1946 Ford Tudor 

1946 Mercury Fordor 

1946 Plymouth 4-dr. Sedan 
1942 Ford Club Coupe 

1941 Cadillac 4-dr. Sedan 
1941 Chevrolet Tn. Sedan 
1941 Plymouth Coupes (3) 
1941 Pontiac 2-dr. Sedan 
1940 Chrysler 4-dr. Sedan 
1940 Plymouth Coupe 

1940 Studebaker 4-dr. Sedan 
1939 Chevrolet Tn. Sedan 
1939 Plymouth Conv. Coupe 


| McDermott Motor Sales | 
6535 Carnegie Avenue 
Cleveland 3, Ohio 


price. Anderson Auto, Peoria, Illinois. 


CALIFORNIA dealer wants 1946 and 1947 
model cars from dealers who are able 
to make delivery to Los Angeles. For 
particulars telephone Buster Kelley at 
PRospect 1225 or write 1225 South Fig- 

. Los Angeles, Calif. 


1947 CARS WANTED for immediate de- 
livery. All makes, any models. Phone, 
wire or write Lewis, Capitol Motors, 530 
Linden 8t., Allentown, Pa. : 


1947 CADILLACS WANTED—All makes 
and models. Phone, wire or write Lewis, 
Capitol Motors, 530 Linden S8t., Allen- 
town, Pa. 


USED CARS FOR SALE 


LARGEST SELECTION 
OF NEW AND USED CARS 
IN PHILADELPHIA 
1947 TO 1989 MODELS 
ALL BODY STYLES 
Also Big Selection of Convertibles 
ALWAYS 200 CARS TO SELECT FROM 


IRVIN SACHS 
4539 Chestnut St. 
PHILADELPHIA 39, PA. 
Phone or Wire Allegheny 4-4450 
‘‘Philadelphia’s Largest Used Car Dealer’ 


AUCTION AUCTION AUCTION 


BUY YOUR CARS 
AT YOUR PRICES 


new type wholesale auction of 
automobiles is now being operated 
by Ed Hough (formerly with R. S. 


BUSES WANTED 


NEW FORD SCHOOL BUSES, 42 or 45 
passenger wanted. Cash waiting. Write. 
wire. McLaughlin Bus and Equipment 
Co., 1224 N. Main S8t., Providence, R. I. 


BUSES FOR SALE 
noon, all dealers cordially invited. 


ED HOUGH 
Automobile Auctioneers 
CASH FOR YOUR CAR 


FOR SALE 


100 NEW 194” WB Ford 
Bus Chassis 


750x20 tires, dual rear, and includ- 
ing all standard factory equipment. 
Liberal discount on quantity pur- 
chases. 

WIRE, WRITE OR CALL 


Superior Coach Sales Co. 
2335 N.W. 12th St. Phone 5-3533 
Oklahoma City 7, Oklahoma 


2 NEW CHEVROLET bus chassis, Tru 
stop brakes, 750x20 10-ply tires, one 
195” wheelbase, $1,690; one 160” wheel- 
base, $1,460. Box 1823, c/o Automotive 
News, Detroit 26. 


want anywhere in the United States. 
Wholesale List of Cars and Prices Mailed 
ya J on Request 


SAM 
Automotive Merchandiser in Cleveland 
For Over 27 Years 
6619 Euclid Ave. Phone HE. 06231 
Cleveland 3, Ohie 


AUTO BUYERS—Best wholesale deal at 
LEO ADLER, INC., DeSoto-Plymouth, 
3000 Fenkell, 7 blocks east of Livernois, 
Detroit, Mich. UN. 3-7400. 
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VANTED — HEAVY-DUTY tandem drive 


VANTED—500 G.M.C. trucks. Must be 


‘OR SALE—Auto transport-tractor, 1946 


ee 


——{—_ 
——— SSS eee 
BUSES FOR SALE 


—_—_———— 
fOR SALE: New high head room bus 


body mounted on new Chevrolet 195” 
wheelbase chassis. Body is Blue Bird 29 
adult passenger. Has heavy duty Evans 
Heater. Emergency door left side rear. 
Complete with all necessary stoplights 
for safety requirements. Painted blue and 
gray. Fort Deposit Motor Company, Fort 
Deposit, Alabama. Phone 2291. 


LLL 
7OR SALE: New 1946 Chevrolet, 
{8 passenger school bus equipped 
vith the new 
manufactured by Mercury Aircraft 


Corp. 
G 


“Alumibus” Body 


CHEVROLET CO., INC. 
Watkins Glen, New York 
Phone 290 








Two Brand New FORD 238” 
wheelbase, 60 passenger Blue Bird 
school Buses. F.O.B. Miami, $3,998. 


Phone 9-4761 








FIVE Brand New FORD 194” 
wheelbase chassis. Will exchange 
w sell outright at Miami prices. 


SAM MURRAY, INC. 
1917 Biscayne Blvd. 
Phone 9-4761 


TRUCKS WANTED 


rear axle truck tractor, diesel motor pre- 
ferred. Reply Box 111, Dover, Ohio. 


new in crates with cargo bodies. 164” 
wheelbase. Bank Auto Co., 735 Mont- 
gomery St., San Francisco 11, Calif. 


TRU FO 


Dodge 2-ton conventional, 160” wheel- 
base, 2-speed rear axle, 825x20 10-ply 
tires, in A-1 condition. Trailer, White- 
head Kale, hauls 4 automobiles. David- 
son Bros. Motor Co., Inc., 709 N. 7th 


St., Kansas City, Kansas. 





| GENUINE FORD RINGS 
60% Discount — Freight Prepaid 


Quantity Part Number 
325 $1AS8-6149-B 
37 81AS-6149-G 
291 01TS-6149-B 
183 01TS-6149-C 
139 01TS-6149-D 
108 01TS-6149-E 
$10 99AS-6149-A 
456 99AS-6149-B 
180 99AS-6149-D 
157 99AS-6149-F 
217 99AS-6149-G 
106 29AS-6149-B 
12 29AS8-6149-C 
152 29AS-6149-D 
265 29AS-6149-E 
19 81A -6149-J3 


SAM MURRAY INC, 
Ford Dealer 


~ AUCTION BY MAIL | 


74 New White Engines! 50 New Cadillac Engines! 


74 WHITE 160 AX, 388 inch cubic displacement. This motor has been success- 
fully used In most makes of 244 to 3 ton trucks. Detailed instructions on con- 
version and installation will be given by our automotive engineer. 

50 CADILLAC motors, 16 HP, ideal for conversion to power units of all types. 

These motors are NEW and not rebuilt. They sre war surplus, packed in 
their original crates, fully protected against deterioration, thus insuring perfect 
condition, prompt delivery, and saving the cost of crating. These motors were 





prepared for EXPORT. 


THE MOTORS WILL BE SOLD INDIVIDUALLY OR COLLECTIVELY TO 
WHOEVER SUBMITS THE HIGHEST BID BEFORE JULY 16, 1947, F.O.B., 


CHARLOTTE, N. C. 


MAIL YOUR BID to P.O. Box 8, CHARLOTTE, N. ©. All sales are subject 


to owner's confirmation. 
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TRUCKS FOR SALE 


BRAND NEW CHEVROLET—Long W.B. 
two-ton truck, Grico tandem axle, dual 
drive with large oil field body. Large 
winch, air brakes. Will sell without body 
or winch. Price $6,900 complete. Dis- 
count to dealer. Greenlease-Moore, Inc., 
400 N. Walker, Oklahoma City. 


WRECKER FOR SALE—Dodge truck, 1947 
model WFA, 1% ton with dual 2-speed 
Eaton axle, mounted with Ashton wreck- 
er body, power winch, 300 feet of %” 
cable. Complete with heater and flasher, 
spot and flood lights. Licensed. Immedi- 
ate delivery. Brown & Bruckart Sales 
& Service, Clare, Michigan. Phone 753. 


BRAND NEW 
CHEVROLET TRUCK 


Two-speed axle tandem drive with 
a 16 foot flat bed dump, made by 
the Heil Company in _ Detroit. 
825x20 tires, 10 ply. This unit was 
used by the Chevrolet Motor Divi- 
sion for show purposes. Delivered 
for $4,960. Big discount to Chev- 


rolet dealers. 


VAN RIPER & SON 
Flat Rock, Mich. Phone 66 


a SSS 
INQUIRIES INVITED 


On sale of seven new 1947 Reo 
Trucks model 25BL. These trucks 
are 145-inch wheelbase 5 to 7 
ton models. 427 cu. in. Continen- 


tal motor. Equipped with double 


reduction rear end, auxiliary 
transmissions, reinforced frames 
and Westinghouse Air Brakes. 
Box 1820, c/o Automotive News, 
Detroit 26. 




















Size List Price 
030 7.25 
020 1.25 
-020 7.30 
030 7.30 
-040 7.30 
060 7.30 

STD. 1.25 
030 7.25 
.060 7.25 
020 7.25 
-040 7.25 
020 7.80 
030 7.80 
040 7.80 
060 7.80 
.040 5.45 

















IMMEDIATE 
SHIPMENT 


These radiators are rebuilt 


tubular cores. ‘‘The best money can buy.’’ 
LIST PRICES COMPETITIVE — 32% DISCOUNT 
MAIL — PHONE — OR WIRE 


SUMMIT CITY RADIATOR WORKS, INC. 


A-89233 


701-715 Barr Street 


Ford V-8-85 Radiators 


1934 to 1941 V-8—85 PASSENGER 







1934 to 1947 V-8—85 TRU 
from new Army surplus 


CKS 


Fort Wayne 2, Indiana 








TRUCKS FOR SALE 
i946 K-5 INTERNATIONAL truck with 12 


ft. Oltman-O’Neill 


for demonstration of truck equipment. 
Price, $3,000. BUCKEYE Body Builders, 
339 N. Champion Ave., Columbus, Ohio. 


TWELVE PUMP TRUCKS—Formerly Con- 


necticut State Highway Department 
equipment, never driven without gover- 
nors. Completely equipped with snow- 
plows. Auto car 8165, Mack BM, GMC 
(2) T61B, GMC (3) T51HB, Interna- 
tional DR70, and whites (4) Acme Auto 
Top Co., 123 Edgewood <Ave., New 
Haven, Connecticut. 


WE BUY AND SELL new and used trucks, 
cars and trailers. All makes, 1936 to 
1947 models. FOR SALE—1947 Federal 
(New) L.W.B. two-speed axle, 1944 
Federal tractor 5-ton model M45 air 
brakes, 1944 GMC tractor model 452, 
two-speed axle; 1945 Ford tractor (two) 
two speed axle. Many others to choose 
from. Write or call Bill Fishel. Vande- 
venter Auto Sales, 717 S. Vandeventer, 
St. Louis 10, Mo. Franklin 1750. 


TRUCK EQUIPMENT FOR SALE 


ONE 0 ARAVA ‘OPS for sale 
at distributors’ prices. Also three new 
14 ft. stake bodies, 36” sills, and sev- 


eral new stake bodies for half-ton Chev- 
rolets. BUCKEYE Body Builders, 339 
N. Champion Ave., Columbus, Ohio. 


ENGINEER CONSTRUCTION body (oil 
field type) with winch, takeoff, a frame, 
gin poles, accessories, maintenance tools 
and spare parts packed in single crate 
for overseas shipment. Total weight 5390. 
Fits any 169 or 172 W. B. 6x6. Also 
have 15 2%-ton amphibious ducks, like 
new. Treuman Sales, RFD No. 4 Hwy. 
130, New Brunswick, N. J. 





—— 
STUDEBAKER DEALERS—We have a 


good supply of 1941-47 M15-M16 truck 
sheet metal. Hood tops, panels, grilles, 
fenders, runningboards, bumpers, and 
headlights. We also have a few brand 
new engines for 1936-37 Dictators. Gezon 
Motor Sales Co., 720-34 Monroe Ave., 
N. W., Grand Rapids 2, Michigan. 


PARTS WANTED 


NEW PARTS for surplus ve- 
hicles—Dodge W-X51 %-ton 4x4, GMC 
CCKW-353 6x6 2%-ton, Mack models 
NR13 and LMSW International 1-ton 
pickup, 3-ton 6x6 cargo carriers, radiator 
cores, oll seals, transmission, front and 

. rear end parts. KAUAI MOTOR COM- 
PANY, LTD., KOLOA, KAUAI, HAWAII. 


WANTED 


en ee 
NEW 1936 CHEVROLET heads or short 


freight prepaid. 
Co., Poneroy, 


blocks. Will pay list, 
McMonigle Chevrolet 
Washington. 


PARTS FOR SALE 








PONTIAC 
Parts Wholesaler 








NASH PARTS 


LARGE STOCK OF MECHANICAL 
AND BODY PARTS 
Out-of-town Mal) 

Orders Filled 
The Same Day 


26% DISCOUNT TO DEALEKS 


MOTORS INO. 
3706 Carnegie EX. s8e0 
CLEVELAND, OHIO 
THREE HUNDRED—36-47 wrecks on 


hand at all times. For engines, bodies, 
etc. (Fords to Cadillacs), write or call 
KENNY’S AUTO WRECKING, U. 8. No. 
25, Lima, Ohio. We ship anywhere. 


RADIATORS 





Large Stock Chrysler-Plymouth Parts 
25% Discount 


THE RICHLAND 
190 W. Main St. 


MOTOR COMPANY 
St. Clairsville, Ohio 








“NEW MACK PARTS” 


Large stock of surplus genuine Mack parts 
including many critical parts for Model 
EHT. Special discounts. For example: 


20x8 Firestone Rims ......$7.70 
20x7 Firestone Rims ...... 5.00 
20x6 Firestone Rims ...... 4.00 
20x34” Rim Spacer ....... 1.20 
SKF Self Aligning Bear- 

ing No. 2810 ............ 7.50 


Write for list of parts available. 


TRI-STATE 
MACK DISTRIBUTORS 
619 Jefferson Ave. Memphis, Tenn. 


Seen 

CHRYSLER, 1941, Town and Country, new 
right and left trunk doors, $55. Harold 
Keegan, Inc., 126 South Westnedge Ave., 
Kalamazoo, Michigan. 


PARTS FOR SALE 


ios 
PARTS FOR CARS AND TRUCKS—Larg- 
est stock army truck parts new and 
used. Differential kit for jeep part No. 
GPW 18389. List $9, 50% discount lots 
of 25 or more. Intermediate axles for 
split type GMC 6x6 part No. 1797605, 
list $15.35, 50% discount lots of 50 or 
more. Part No. 1797606, list $13.50, 50% 
discount lets of 50 or more. Trunion bar 
seat assembly without bearings—new 
gasoline tanks for all Dodge 4x4% and 
% ton. Rear axle shafts for %-ton 
Dodge 4x4. Part No. 921659, list $9.80, 
50% discount. It’s our business to keep 
your car or truck rolling. Luther A. 
Smith Auto Parts Co., Phone 2-1218 or 
4-8208, Jackson, Miss., P. O. Box 1004. 


SPECIAL PRICE—1941-1946 1%-ton Chev- 
rolet rear springs K7 International front 
springs, main plates and wrapper leaves. 





Middleton & Meads Co., Inc., Baltimore 
2, Maryland. 
SH jUIPMENT FOR 


GLOBE FREE WHEEL HOIST, never 
used, hydraulic type, self contained 
tank. Cost $375, take $300. Anderson 
Auto, Peoria, Illinois. 

FOR SALE—Sioux heavy duty valve seat 
grinder No. 1712. New, complete with 
all attachments and accessories for auto- 
motive, aircraft, marine and diesel grind- 
ing. Forb Johnston Corp., 2907 North 
Ave., Richmond, Va. 


LISTER, 27 H.P. Diesel with 18KVA Gen- 
erator. Completely overhauled. Price 
$1,000. The Clyde Cole Motor Co., 620 
E. Market St., Warren, Ohio. 

FOR SALE—Bean front end machine with 
tracks and gauges complete. They are 
O.K. $150 F.0.B. Mercer. Willis Ga- 
rage, Mercer, Pa. 

CLAYTON MOTO-MIRROR DYNAMO- 
METER model 41, $1,100. This dynamo- 
meter has been used only a very short 
time and is in perfect condition. The 
Hotchkiss Buick Co., Waterbury, Conn. 


AUTO EQUIPMENT WANTED 


ARS FOR SALE—$10 each. 
Put on in one minute, no wrenches 





needed. Phone, wire or write Lewis, 
Capitol Motors, 530 Linden St., Allen- 
town, Pa. 





AUTO EQUIPMENT FOR SALE 








TOW PILOT—$17.50 
(Dealers) 
Improved 1947 Model 
RED ARROW BARS—$33.82 
Complete with Guide Cables 


Tow Bar Sales Company 


FACTORY DISTRIBUTORS 
100 8. Clinton St. Chicago 6, Ill. 





TIRES FOR SALE 


TRUCK DEALERS, ATTENTION! — We 
carry the largest stock of used and re- 
capped truck tires in Pennsylvania. All 
perfect, no repairs. Plenty of 750x20, 
825x20, 900x20, 1000x20, 1100x20, 1100x- 
22, 1000x22, 11x24, etc. Will ship any- 
where. All inquiries promptly answered. 
Rubber Products Co., 3145 Penn. Ave., 
Pittsburgh 1, Pa. ATlantic 7813, AT- 
lantic 7967. 


4906 McINTYRE, 3 seats, 


47 


AMBULANOE FOR SALE 
BEAUTIFUL 1942 ambulance with low 


mileage, mounted on 1942 Pontiac ‘‘8’’ 
chassis equipped with the famous Su- 
perior all-steel body and complete with 
Bomgardner cot, Federal siren and flash- 
ing fog lights. Priced to sell. Morton 
Motor Co., 3141 Farnham St., Omaha 2, 
Nebraska. 


I TRAD 


MY STINSON VOYAGER 4 PLACE AIR- 
PLANE—Latest 1947 165 hp. Brand new. 
Ferry time only. Delivered cost $5970. 
Sacrifice for 2 new Chevrolet Fileetline 
Sedans and $2270 cash or other new 
cars and reasonable cash offer. C. F. 
Nolan, Jr., 433 Forest Ave. Tel. 4240-J, 
Spartanburg, 8. C. 


WILL TRADE VULTEE BT13 all-metal 
airplane, 450 hp., two-way radio, li- 
censed for day and night flying, landing 
flaps, luggage compartment, self-starter, 
fuel injector. This airplane is in perfect 
condition. It costs $28,000 approximately 
new. Will trade this plane for two new 
Fords, Chevrolets or Plymouths, 2 door 
or 4 door Deluxe cars. Write Box 1817, 
c/o Automotive News, Detroit 26. 


RADE OR SELL Ewing Automatic Steam 
Cleaner Equipment purchased new few 
months ‘ago. Sacrifice account dissolu- 
tion partnership. Write Box 986, Long- 
view, Texas. 





FOR SALE—1946 Luscombe 8-A all metal 


airplane, 25 hours, 65 H.P., 2-place side 
by side. Will trade for 1947 Buick new. 
Phone 4570. Seminole Esso Station, P.O. 
Box 1239, Danville, Va. 


ANTIQUE CARS FOR SALE 


FOR SALE—1899 Oldsmobile, curved dash, 
in running condition. Will trade for new 
Olds. Dan Stoller, Haviland, Ohio. 


6 passenger, 
high wheels, 2 cylinders, good condition. 
Wonderful attraction for parades, cele- 
brations, etc. Will appreciate in value. 
F. E. Burgess, Geneva, Illinois. 


1919 OVERLAND COUPE, 5,940 miles, 
original finish on fenders, original up- 
holstery good, tires and body look like 
new. Price, $395. Roy Bridges & Co., 
Birmingham, Alabama. 


ACOESSORIES FOR SALE 


NEW CAR DEALERS: Auto supply dis- 
tributors. Beautiful fibre leatherette sail 
cloth seat covers made and priced right 
to induce quick sales and win customer 
satisfaction. Flaxco Products, 56 Union 
Place, Hartford 3, Conn. 


BEAUTIFUL TAILORED satin-twill seat 
covers installed in your own garage. We 
furnish samples, you take orders. 10 day 
delivery. Tuffy Seat Cover Co., 2506 8. 
Michigan S8t., South Bend, Ind. 


ATTENTION, CROSLEY DEALERS—Iim- 
mediate delivery. Sail cloth and gabar- 
dine fabrics, custom slip covers to fit 
47 & 47% sedans and convertible mod- 
els; choice of colors in blue, burgundy 
and green, 10 minutes installation time. 
Retail for $18.50, your cost, $11.95. Will 


ship anywhere C.O.D. in the U.S.A. 

Princeton Motor Car Co., 256 Nassau 
St., Princeton, New Jersey. 
MISCELLANEOUS 

ENGINE REBUILDING—Crankshaft 

grinding and ~wmetalizing. John P 


Hughes Motor Co., Inc., 800 Commerce 
St., Lynchburg, Virginia. 

PECK’S AUTO TITLE BOOK. Covers title 
laws of every state, with actual copies 
of title certificates, certificates of regis- 
tration, etc. Should be on the desk of 
every new or used car dealer. Price $10 
postpaid or C.O.D. Title Digest Co., P.O. 
Box 3407 (Sta. F), Jacksonville, Florida. 











AUTO AUCTION EVERY TUESDAY 


In the Heart of the Nation — Fort Wayne, Indiana 


12 O'CLOCK NOON—APPROX. 185 CARS SOLD LAST WEEK 
Buy and sell with confidence where your price is our price. Our only 
guarantee is that you must be satisfied. Wire us for hotel reservations. 
Drive-away service to all parts of the nation. 


WEBSTER-MARKER MOTORS 


824 W. MAIN ST. 


FORT WAYNE, IND. 


Col. Carl E. Marker and Col. Lee Drawhorn, Auctioneers 

















LOOK LOOK 


.-LOOK LOOK 


Some More White Sidewalled Tires Available Immediately. 


— NEW LOW PRICES — 


600x16 $11.88—3.50—$15.38* 
650x16 $14.32—4.50—§18.82* 
700x15 $16.15—5.50—$21.65* 


650x15 $13.96—4.50—$18.46* 
700x15 $15.76—5.50—$21.26* 


*Pius Excise Tax 
U. 8. ROYAL DELUXE AND FIRESTONE DELUXE CHAMPIONS ONLY 


10% Discount on Orders of 10 or More 
25% Deposit Required With Order 


KELLER MOTORS 


2750 WEST ALAMEDA 


DENVER 9, COLORADO 
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CHRYSLER 


We have oil filter cartridges for the 1946 and 
Replaces Mopar No. 1123387—Western Filter Pack No. 


DEALERS! 
1947 Chrysler. 
1330 


$1.05 Net — up to 48 
98 Net — up to 120 
, 80 Net — 120 or more 
Check your stock. Ask your parts manager. Immediate delivery. 
First line filters. Very scarce. Guaranteed. 


15311 Kinsman 


BLAUSHILD MOTOR CO. 
Road 


Cleveland 20, Ohio 
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HEY DIFFER 
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YOUR CUSTOMERS WILL WANT RESTFOAM 
CUSHIONING IN THEIR CARS BECAUSE IT’S: 


Extra Comfortable .  . yields to every contour of any 


person’s body, yet offers firm natural support. 


Keeps Its Shape . . . always returns to its original 


shape; nothing to pack or mat down. 


Cool . . . Self-ventilated by millions of tiny interlaced air cells. 


Sanitary . .. Clean, washable, dustproof. 
Long Lasting ... far outlasts any ordinary © 


cushioning material. 


14" Di 


= loo 


ABOUT PACKING... 


but they agree 
about Restfoam 


And your customers will agree about 
Restfoam, too. 


That’s because this new foam rubber 
cushioning assures extra riding comfort. 


You see, Restfoam is ‘‘comfortized”’ by 
an exclusive Hewitt process. As a result, 
Restfoam seat cushioning provides the 
resilient support that makes driving less 
tiring... riding more enjoyable. 


So if the cars you sell are cushioned with 

Hewitt Restfoam, be sure to tell your 

customers about it. They’ll want the extra 

riding comfort that Restfoam provides. 
For the convenience of car manufacturers, George P. Hooper, 


the Hewitt Representative to the automotive industry, is located 
at 919 Fisher Bidg., Detroit 2, Michigan. Phone MAdison 4740. 


WHEREVER YOU SIT... 
WHEREVER YOU SLEEP .. 


HEWITT RUBBER Division - Hewitt-Robins incorporated » Quality Rubber Products for 87 Years am 











